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Top Cars 


New-car registrations for 11 


months: 


1959 1958 
Pos. Make Pos. 
1—1,346,990 Chev. 1,101,726— 1 
2—1,341,561 Ford 905,076— 2 
8— 362,651 Pontiac 199,160— 6 
4— 360,189 Plym. 359,361— 3 
5— 341,862 Olds, 269,533— 4 
@— 331,705 Rambler 162,451— 7 
7— 230,848 Buick 230,983— 5 
8— 147,658 Dodge 124,395— 8 
9— 144,308 Mercury 122,436— 9 
10— 128,766 Cadillac 108,136—10 
li— 121,248 Stude. 38,013—13 
12— 58,700 Chrysler 54,010—11 
13— 40,078 DeSoto 44,200—12 
14— 39,011 Edsel 34,059—14 
15— 25,594 Lincoln 23,753—15 
16— 16,902 Imperial 13,308—16 
558,929 Misc. 346,080 
Total All Makes 
5,597,000 4,136,680 


Further details on Page 48. 
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Stockpile Climbs Past 550,000 


By Maynard M. Gordon 
News Editor 

EW-CAR inventories expanded 
in the teeth of a sales slow- 
down last month, but the new year 
and the end of the steel dispute 
stimulated hopes for the widely 

forecast showroom resurgence. 
According to Automotive News 
compilations, fran 
carried inventories of 558. 
mestic cars and 59,000 imported 
cars as of Jan, 1. Both totals are 
expected to climb further)| this 
month as producers pump nearly 
700,000 cars into the pipelin 
The domestic stockpile, refl oting 
resumption of full-scale production 








By William Uliman 

Washington Bureau Chief 
ASHINGTON.—Auto retailers 
are not going to like this final 
session of the 86th Congress. 
From all signs, the session will 
be short, unproductive and full of 
political baloney. Lawmakers will 
do little if anything for the small 

essman. 

As Congress settles down to 
business, the outlook is for no 
tax cuts. That means a continua- 
tion of the high excise levies on 
autos, trucks, parts and acces- 
sories; of the 52 percent corpor- 


Ford to Market 
‘Motorcraft’ Parts 


Through Jobbers 


By Jack Weed 
Service Editor 


RD MOTOR CO. will market 

a complete liné of carburetion 
and ignition parts for distribution 
through select electrical jobbers 
under the brand name of Motor- 
‘craft, it was learned last week. 
Shipments to distributors are due 
> start this month. 


FS The new line is designed to 

broaden the availability of re- 
i placement parts in areas not cov- 

ered by Ford dealers. They will 
be available to automotive repair 
| trades through 50 central ware- 
house distributors and their as- 
| sociated national wholesale parts 
_ network. 

Ford Motor is the last of the 
i ig Three to take this step. Gen- 
Motors has distributed its 


~~ 


—— 


ao s through United Motors Serv- 


for years, while Chrysler Corp. 
bme time ago switched the bulk 
(Continued on Page 4, Col, 5) 
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Congress Expected to Snub 
Pro-Dealer Legislation _ 


ate rate, and of the stiff indivi- 
dual income tax rates. | 
There will be technical chainges 
in the tax laws, aimed at plugging 
tax loopholes. But that’s all. | 
* * * j 
HANCES are better than 
that minimum-wage-law coaver- 
age will be extended to two million 
or more retail workers. Therejs a 
good chance the wage will be| in 
creased as well. 
The Federal highwa 
which seems to be badly snarled, 


will not be unsnarled this session. || 


The act may be overhauled in 1961, 
but legislators will not face uP) to}; 
the job this year. 

Chances for passage of a silk 
tory-security bill and for Senate 
approval of a measure affecting 
taxation of dealer reserves ap- 
pear doubtful. ' 
All in all, there is little in pros- 

pect to cheer the small business- 
man. 

The only bright spot for autom 

tive people, in fact, is the apparent 
(Continued on Page 52, Col, 1) 
+ * * 


Finance Disclosure Bill 


Introduced in Senate 


WASHINGTON.—A new kind of 
“truth-in-labelling” bill, which 
would affect a big share of U. S. 
car buyers, has been introduced by 
Senator Paul Douglas, Illinois Dem- 
ocrat. 

It would require dealers and 
lenders to disclose finance 
charges “in terr:« of simple an- 
nual interest” . .en extending 
consumer credit. 

“The purpose of this bill,” Doug- 
las said, “is to require lenders and 
vendors to tell the truth about in- 
terest rates and finance charges. 

“In too many instances today, the 
consumer who signs a document 
that places him in debt would have 
to be a lawyer to understand the 
fine print that spells out his rights 
and liabilities, and he would have 
to be an accountant or an expert 
in higher mathematics to compute 
in simple annual terms the cost of 
the credit. 

“Altogether too often,” Douglas 
continued, “he is deceived into pay- 
ing a higher cost for credit than 
he has been led to expect by the 
huckstering of fast-talking sales- 
men. 

“True annual rates running as 
high as 30 to 40 percent are 
camouflaged in terms of rates 
which are seemingly modest be- 

(Continued on Page 52, Col, 5) 
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by General Motors, was 37 percent | 
above the/ 408,072 units inventoried 
by dealers or in transit Dec. 1. It 
represented a 46-day supply at the 
retarded; December selling rate, 
which lagged below November in 
spite of the traditional year-end 
registrations spurt. 


* * * 


[PP gRTED-CAR stocks, reaching 

a 35-day supply, gained at their 
highest rate of the year in Decem- 
ber. Volume-wise, import sales ran 
behind shipments from overseas by 
10 td 20 percent in both November 
and! December. 

Still included in domestic inven- 
tories the first of the year were 
about 50,000 1959 models. Many 
dealers had held ’59s in stock to 
help weather the ’60-model inven- 
toty shortage. 

| Because of the stock scarcity 
and sales decline, dealers entered 
the new year with only 14,000 
units than they held on 

an. 1 a year ago. By the end 
of January, 1959, the domestic 
stockpile stood at 666,725 ne EF RO 
‘cars—a level which could be su 
;passed by Feb. 1 this year unless 
the selling rate goes into higher 
| gear. 

Undismayed by the market soft- 
hess of the year-end months, nearly 
All dealers have set first- quarter | 

les targets ranging from 10 to 50) 
jpercent above the comparable 1959 
jperiod, an Automotive News survey 
ishowed. 

Low stocks had kept profits up 
jon ’60 deals. However, a Chevrolet 


\dealer in the Midwest said that in- 
icreased shipments were trimming 
iprofit margins. Added a Connecti-| 
jcut Ford dealer: “We're getting’ 





| 


By Robert M, Lienert 
Associate Editor 
NZW-C4n sales, in low gear since 

early weeks of the ’60-model 
season, are picking up again, ac- 
cording to field reports. 

Spurred by the end of the steel 
strike, increased factory deliver- 
ies and nationwide predictions of 
@ prosperous 1960, dealers have 


Each Maker's Share... 


New-Car Sa 


Pet. of Pet. of 

Regis., Regis., 

NOV, ocT, 
i Ral 27.21 22.55 
Chevrolet. ..................... 17.41 23.96 
Piymouta ..................... 7.03 6.06 
Rambler’. .........0....,000000 6.88 5.26 
IID © ss ccccpicccdtssysonvenso 5,21 7.34 
Oldsmobile .................. 4.96 7.03 
IID Ricchtvadseacdocsiaedscius 4.77 3.20 
SII ain cshnsecheisbseiecncsieell 4.35 4.57 
Mercury ............ 3.34 2.70 
Studebaker ................ 2.56 2.06 
SE cessccnidesi-djarecie 185 2.53 
I ono, i csccsvenets 1.26 .99 
IID i cscscesipsieesSscccees .69 40 
SIE 2 a ccenctiuainhas aesteci 51 61 
| ERR 52 56 
RIE os sasnsncendck conien 48 Al 
GEN. MOTORS ........33.48 45.43 
FORD MOTOR. .......31.76 26.21 
CHRYSLER CORP. 14.11 11.27 
AMER, MOTORS 6.88 5.26 
FEI ina s ipceaccnnseshdediioan’ 2.56 2.06 
RI. oosis....0-0.. 11.21 9.77 





* Miscellaneous figures ‘inelude imports; for 1958, Metropolitan and Packard also. 


pretty competitive now—back to 
normal.” 
+ * * 

| prey and the independent com- 

pact-car producers out-stock- 
piled GM and Chrysler Corp. at the 
dealer level until the middle of 
December—in relation to sales de- 
mand. 

Corvair and Valiant stocks, by 
contrast, were below indicated sales 
rates until late in December. This 
allowed Falcon and Rambler to 
outstrip Corvair and Valiant in De- 
cember sales and pull far into the 
lead for 1960 compact-sales laurels. 

Whether the buildup in Corvair 
inventories will enable the Chev- 
rolet compact to chop inte the 

Falcon-Rambler margin is a 
question. Ford has acknowledged 

+ * * 


New-Car Stocks 


In Field and in Transit 


7 Pgpesre S4BRARY 


bi 


1959 
Month 


RY 


Previous 
Month 


Current 
Month 


Current Records 
High (976,390) - - - Aug. 1, 1959 


Low (157,607) - - - Nov. 1, 1954 
@ 1960, by Automotive News 


kicked off special efforts and pro- 
motions and are beginning to 
harvest increased sales. 

“There’s every indication that 
people want to buy,” said a dealer 
in the South. 

However, he—as did dealers else- 
where—noted that skinny invento- 
ries are still something of a deter- 
rent. It will take time to build back 





les Analysis 























Pet. Pt. Pet. of Pet. of 

Change Regis., Regis., Pet. Pt. 
During 11 Mos., 11 Mos,, Change, 
Month 1959 1958 ‘59 vs. 58 
+ 4.66 23.97 21.88 +2.09 
— 6.85 24.07 26.63 —2.56 
+ 87 6.43 8.69 —2.26 
+ 1.62 5.93 3.93 +2.00 
— 2.13 6.48 4.81 +1.67 
— 2.07 6.11 6.52 — Al 
+ 1.57 2.64 3.01 — 37 
— 22 4.12 5.58 —1.46 
+ 64 2.58 2.96 — .38 
+ 50 2.17 92 +1.25 
— 68 2.30 2.61 — 31 
+ 27 1.05 1.31 — .26 
+ .29 46 57 — Il 
—- & -72 1.07 — 35 
— -69 82 — .18 
+ & 3@ 32 — .02 
—11.95 43.08 46.15 —3.07 
+ 5.55 27.70 26.23 +147 
+ 2.84 11.14 14.40 — 3.26 
+ 1.62 5.93 3.93 +2.00 
+ 0 2.17 82 * +1.25 
+ 144 9.98 8.37 +159 







that more Falcon sales than it 
had expected came last month 
out of the “big Ford” market. 
Corvair and Valiant patterns will 
be watched closely to detect los- 
ses for Chevy Biscaynes and 
Plymouths. 

The steel strike and reduced in- 
ventories alone have not kept buy- 

(Continued on Page 4, Col. 1) 


Car Output Races 
To 5-Year High 


Chevy, Ford Hit Peaks 
In 176,000 Week 


By Martin L, Whitmyer 
Staff Writer 

—eS production 

at Chevrolet and Ford — plus 
near-record production at Rambler 
and heavy overtime scheduling at 
Buick, Cadillac and Oldsmobile — 
helped the auto industry build an 
estimated 176,655 cars last week, 
the 10th highest week in U. S. auto- 
motive history. 

Not since the week ended Dec. 
9, 1955, when 178,409 cars were 
assembled, has weekly car pro- 
duction risen so high. The alltime 
peak for weekly car output was 
recorded during the week ended 
Apr. 30, 1955, when 184,114 units 
were built. 

Last week’s car output was 8.2 
percent above the previous week’s 
163,249 assemblies and 29.8 percent 
above the week ended Jan. 17 a 

(Continued on Page 53, Col. 3) 





New-Car Sales Reported Picking Up 


to prestrike sales volume, dealers 
agree. 
* ok ok 

Qaeerms are looking with 

interest to see how the com- 
pact-car market will shake down, 
now that all makes are available 
in maximum supply. Import activ- 
ity, except among leading makes, 
continues in the doldrums. 

Discounting to some degree is 
reported on all the U. S. compacts 
in just about every market area, 
with the new Corvair two-door 
being advertised at $1,725 in Chi- 
cago. 

Dealers are hopeful that they are 
on the road back to something ap- 
proaching normalcy in the wake of 
the haywire market churned up by 
the steel strike. 

* a * 
yovananan. according to just- 
released registration figures, 
was a month of extremes in new- 
car sales. 

For all makes except two, it 
was either the worst month of 
the year or the best month of the 
year. Fluctuations tended to fol- 
low corporate lines rather than 
price classes or size groupings. 
Most makes performed virtually 

in direct ratio to how badly they 
were hit by the strike, though in 
some cases other factors were at 
work. 

+ * * 

VERY GM make was down dur- 

ing the month. Every Ford 

make except Edsel and every 
Chrysler make except DeSoto was 
up. 

On a numerical basis, only 

(Continued on Page 4, Col, 3) 
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Auto Makers Report Gains Over 1958... 





Improved Sales Mark Year-End 


DETROIT.—Auto manufacturers 
last week reported improved De- 
cember sales and mentioned full- 
year sales figures that were far 
above 1958 totals. Their reports fol- 
low: 

Ford Division 

James O. Wright, Ford division 
general manager, said Ford dealers 
delivered almost 1.5 million cars 
last year and beat Chevrolet by a 
“substantial margin.” 

He said 1959 sales were 46 per- 
cent above those of 1958 and that 
Ford won 27.3 percent of the do- 
mestic market, an increase of 3.3 
percentage points over 1958. 

Falcon sales, he said, averaged 


L-M Beginning 
To Sign Dealers 
For the Comet 


By John K, Teahen Jr. 
Staff Writer 

ETROIT.— Lincoln-Mercury di- 

vision has begun franchising 
dealers to handle the Comet, the 
medium-priced compact which L-M 
will put on the market early in the 
spring. 

Field personnel are conducting 
franchise discussions with Mer- 
cury dealers throughout the coun- 
try. The franchise will go to “se- 
lected” Mercury retailers, but the 
division hasn’t said how many of 
its dealers will get the car. 

Only a few Comet selling agree- 
ments have been signed to date, but 
the program is picking up steam. 
Two of the earliest franchises went 
to Merlin Motors, Inc., and Laev 
Motors, Inc., both of Milwaukee. 

Laev is a newcomer to the Ford 
Motor Co. dealer body. The firm 
switched from DeSoto-Plymouth, 
which it had handled 21 years, and 
will carry Lincoln and Mercury in 
addition to Comet. 

* * + 
CCORDING to William H. Laev, 
dealership president, “The pri- 
mary reason for relinquishing our 
long-held DeSoto-Plymouth dealer- 
ship was our inability to obtain a 
companion compact auto to sell.” 

L-M expects to have the Comet 
franchising program virtually 
completed before the car appears 
in the showrooms, 

Comet dealers will sign a separ- 
ate selling agreement with the fac- 
tory, In contrast with Falcon, which 
went to all Ford dealers, the Comet 
will not be given automatically to 
all Mercury retailers. 

Each franchise request will be 
considered individually, with the 
applicant’s facilities and market 
situation playing a part in the de- 
cision, an L-M spokesman said. 

* * + 


C IS probable that a number of 

dealers will be selling both Fal- 

con and Comet, since about 1,100 of 
(Continued on Page 52, Col, 1) 


more than 1,000 per day from the 
Oct. 8 introduction to the end of 
the year, and truck sales topped 
300,000, up 39 percent over 1958. 

+ * - 


Studebaker 


Studebaker-Packard’s 1959 retail 
sales of Larks and Hawks totalled 
136,733 units, an increase of 160 
percent over the 1958 figure of 52,- 
488, according to S. A. Skillman, 
sales vice-president. 

Skillman said 10,928 cars were 
sold at retail in December, and he 
claimed that this represented a 
market penetration of 3 percent. 
S-P’s market penetration for the 


year was 2.5 percent, Skillman said. 
* + + 


Dodge 

Dodge car retail sales in Decem- 
ber, 1959, were 85 percent higher 
than in December, 1958, according 
to M. C. Patterson, division general 
manager. He said the totals were 
18,995, compared with 10,242. 

Patterson said 7,281 cars were 
sold in the last 11 days of Decem- 
ber, compared with 3,700 in the like 
period of 1958, an increase of 97 
percent. 

Dodge and Dart sales from the 
1960-model introduction day, Oct. 
9, until the end of the year totalled 
56,018—an increase of 75 percent 
over the 31,956 cars delivered in the 
corresponding period of 1958, Pat- 


terson said. 
* * * 


Metropolitan 


Retail sale of American Motors’ 
imported Metropolitan increased 18 
percent in 1959, according to J. W. 
Watson, Metropolitan sales man- 
ager. 

Sales totalled 14,959 units, com- 
pared with 12,681 in 1958, Watson 
said, The biggest December in Met- 
ropolitan history was recorded in 
1959, when 990 units were sold, he 


said. 
. > * 


Willys 

Domestic Jeep sales advanced to 
record levels for the second con- 
secutive year during 1959 and a 
third record year is strongly indi- 
cated for 1960, according to C. W. 
Moss, Willys sales vice-president. 

“We expect to exceed our 1959 
sales of over 30,000 units by a sub- 
stantial margin this year,” Moss 
said, “and to further increase mar- 
ket penetration in the 10,000- 
pounds-and-under GVW category.” 

He reported that retail deliveries 
of 9,467 units in the last quarter of 
1959 set an alltime high for any 
three-month period in company his- 
tory, and that orders on hand from 
dealers are 300 percent ahead of 
a year ago. 

* ~ 


Rambler 
Rambler dealers delivered a 
record total of 368,464 new cars 
in 1959, an increase of 85 percent 
over the 199,236 sales in 1958, the 


Business Barometer 


Automotive News Economic Index — 


105.4 Percent of Last Week 
115.6 Percent of Like Week Last Year 


Auto Registrations—Year to date.. 

Truck Registrations—yYear to date. 

Steel Production—ton; 

Lumber Production—Board feet... 

Soft Coal Output—tons 

Oil Refinery Output—Boarreis 

Barometer Freight Cer Loadings 

Department Stere Sales index .. 

Stock Market Price Index 

U.S. Gevernment Spending 
—Fiscal year to date 


Jan. 13 Jan. 6 1959-60 Range 
86% 96%-25 
70% 72%-50% 
92Y_ 93-50% 
55% 58%-45 


$49,684,781,000 


Commercial and industrial Loans $30,485,000,000 
$30,473,000,000 


Percent of 

Percent of Like Week 
Last Week Last Year 
145.6 
157.9 


163,249 
27,689 
5,597,000 
845,024 
2,715,000 
172,500,000 
7,330,000 
54,075,000 
293,827 
113 

432.5 


122.3 
125.0 
135.3 
135.0 
130.2 
128.5 
104.5 

99.3 
106.6 
108.7 
105.5 


99.6 
95.0 
106.8 
103.4 
105.2 
45.9 
99.4 


100.0 
100.2 
100.2 
107.1 


$1,153 
242 


Common 


Stocks Jan. 13 Jan. 6 1959-60 Range 


49%, 57% -39% 
50% 52% 52%-32% 
21% 22%, 29%4- 9% 
63% 67% 67%-40% 


(Jan, 18, 1960) 





previous peak year, according to 
Roy Abernethy, vice-president of 
automotive distribution and mar- 
keting of American Motors. 

The Rambler sales total for the 
year was the largest number of 
cars ever sold by an independent 
auto maker, Abernethy claimed. 

December Rambler sales totalled 
30,165. The 10-day totals last month 
were 9,885 in the first period, 9,707 
in the second and 10,573 in the 
third. 

Rambler started off the new year 
with sales nearly double those of 
the first 10-day period of 1959, ac- 
cording to Abernethy. Deliveries in 
the Jan. 1-10 period totalled 9,121, 
compared with 4,613 a year ago. 


GM Pushes Hunt 
For Traxle Fluid 


Automatic Luber 
Offered by Walker 


DETROIT.—Finding a single all- 
purpose lubricant for combined 
automatic transmissions and rear 
axles (transaxles) is proving a 
large headache for General Motors, 
members of the Society of Auto- 
motive Engineers were told last 
week. 


The report was especially signifi- 
cant in view of the use of a trans- 
axle on the new Corvair and re- 
ports that similar designs are being 
tested for larger GM models as an 
answer to the tunnel-hump prob- 
lem, 

Although automatic-transmis- 
sion Corvairs still use separate 
gear and transmission fluids, it 
was revealed that promising com- 
bination fluids are undergoing 
tests in a number of Corvair 
fleets. 

In other developments at the 
annual SAE meeting, Walker Mfg. 
announced a new automatic-lubri- 
cating system for cars and trucks, 
The system, employing a new 


metering and injection principle, is| ~ 


being tested by several vehicle pro- 
ducers, the Racine (Wis.) company 
said. 

In reports on auto body corrosion 
controls, American Motors engi- 
neers warned that protection 
against road thawing materials is 
a challenge to all producers. 

“All of the steel surfaces of the 
body, particularly the lower box 
section areas, must be protected 
with a system of coating good 
enough so that it does not depend 
upon a certain definite amount of 
ventilation for control of corro- 
sion,” the AMC paper said. 

Electric Autolite Research Di- 
rector George E, Spaulding re- 
ported that power transistors 
have made non-fouling ignition 
systems a design possibility. He 
predicted that research may elim- 
inate moving contacts from tran- 
sistorized systems. 

As listed by GM, advantages of a 
combination transmission-axle fluid 
are: Reduction in amount of metal 
and machining for seal locations, 
reduction in maintenance facilities 
and precautions, less storage and 
elimination of seal costs. 


“Considerable work remains to be 
done in matching transaxles and 
fluids to achieve optimum results,” 
the GM paper said. 

Simple blends of the two fluids 
have failed to produce compatible 
operation of both transaxle ele- 
ments, GM said. Tests of cars using 
plumbing pipes connecting the rear 
axles and automatic transmissions 
showed greater viscosity fall-off in 
a transaxle than in an automatic 
transmission, the paper said. 

More than 40 fluids have been 
tested in the past few years by 

the transaxle research team, GM 
said. Of these, three mineral-base 
fluids and one synthetic-base fluid 
“merit further investigation,” 
said GM. 

The new Walker system, said 
President Rea I. Hahn, consists of 

a reservoir for the lubricant which 
feeds a uniquely designed integral 
pump which can be automatically 
activated by vacuum, air pressure 
or fluid pressure at any desired 
(Continued on Page 52, Col, 2) 


New at Chicago Show 


| 





The Champ by Studebaker— 
Studebaker-Packard's 


“new idea” truck for 1960 is this Champ by Studebaker, 


which made its first public appearance at the Chicago Automobile Show. A purpose- a 
built truck with a lower silhouette, the Champ features a car-type instrument panel, — 
dished steering wheel, wraparound windshield for better visibility and a two-piece | 
sliding rear window for greater interior ventilation. 





DKW Unveils New Model— 


This is the new DKW 750 two-door sedan which went on display for the first time 
in the U. S. at the Chicago Automobile Show. Simplicity of design is said to be one 
of the outstanding engineering features of the Auto Union-DKW three-cylinder, two- © 
stroke-cycle engine. Only seven basic moving parts are required, three pistons, three © 
connecting rods and a crankshaft. Mercedes-Benz Sales, Inc., wholly owned subsidiary ’ 
of Studebaker-Packard, is distributing the new car in the U. S. 





Cadillac Introduces '60 Brougham— 
Cadillac's 1960 Eldorado Brougham made its debut with the opening of the 52nd i 


annual Chicago Auto Show. The Brougham has 15 exclusive colors and matching 


interior combinations. 


equipment and accessories of the regular line as standard equipment. 
manufacturer's Price gemains unchanged at $13,075. 


The limited-production car incorporates all of the optional 


The suggested 


* * 


Big Auto-Show Turnouts 
Hypo Retail Enthusiasm 


erecta among dealers and 
salesmen was running high 
after heavy opening-weekend turn- 
outs at auto shows in Buffalo and 
Toledo, 

More than 30,000 persons visit- 
ed the Buffalo exhibits on the 


Corvair Offers 
95-H.P. Engine, 
4-Speed Gearbox 


DETROIT.—Chevrolet last week 
added a 95-horsepower engine, a 


four-speed transmission and a| “ 


héavy-duty chassis package to the 
Corvair option list. 

Engine modifications include a 
special camshaft and larger tail- 
pipe and muffler passages. The new 
transmission features syncromesh 
engagement in first, second and 
third gears. 

The optional engine puts Corvair 
horsepower midway between Fal- 
con’s 90 and Valiant’s 101, 

The Corvair heavy-duty chassis 
includes stiffer springs and shock 
absorbers, rear-suspension rebound 
straps, f ront-suspension stabilizer 
bar and sintered iron metallic brake 
facings. Prices of the new Corvair 
options were not announced. 

The options were considered a 
bid by Chevrolet to bolster Cor- 
vair’s sales appeal through im- 
proved performance in racing and 
sporting events. 


first two days of the nine-day 
event, according to Gilbert M. 
Tinney, show chairman and pres- 
ident of the sponsoring Buffalo 
Automobile Dealers Assn, 

A Sunday attendance record was 
set in Toledo with a turnout of 
11,681, said Edward P. Trepinski, 
executive manager of the Toledo 
Automobile Dealers Assn., show 
sponsor. 

He added that attendance on the 
first two days totalled 19,507, com- 
pared with 17,647 a year ago, Last 
year’s show drew a record 64,603 
visitors. 

oe * 7 
F CONSUMER interest is 4 
barometer, this should be @ 
good year for auto sales in the Buf- 
falo area,” said one dealer. 

Salesmen on the show floor said 
the interest indicated a “brisk 
demand in the spring selling per- 
iod.” Interest in compact cars 
was especially good, they said. 

The show is the largest in the 
city’s history, according to Tinney. 
There was no show a year ago, In 
its place dealers staged their own 
promotions during a special “Open- 
House Week.” 

* a * 


IX TOLEDO, Trepinski said “a 
number of cars are being sold 
directly at the show, which has the 
usual effect of pepping up the sales- 
men and making a few other blase 
order takers, who are putting in 
their time, take a second look at 
(Continued on .Page 53, Col, 1) 
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Dealer Forum 


by Robert M. Finlay 


oo was that blistering hot 
day one year ago when Virgil E. 
Peck arrived in Las Vegas with 
a box of Peck’s Title Books on his 
back and sold 22 of them door to 
door in six hours. His car had 
broken down out in the desert. So 
Peck, a determined Westerner (Salt 
Lake City) transplanted from Ala- 
bama, hoisted the box of books onto 
his shoulder and hoofed it toward 
Vegas till a bus came along. 

Peck’s Title Book is 20 years 
old now, has gained a reputation 
among dealers and has helped 
state vehicle administrators to re- 
vise their codes. But Peck is still 
peddling it with the same old de- 
termination, convinced that the 
rapidly growing and rapidly shift- 
ing population makes the “for- 
eign” car business a considerable 
one for dealers willing to take the 
trouble to accept it. 

By “foreign” car business, Peck 
(who stopped in for a chat the 
other day) does not mean the im- 
port car. He is talking about the 
owner with the car registered in 
another state, who wants to deal 
for a new or used car while in your 
state. Perhaps he had recently 
moved—30 million people move 
every year. Or perhaps he had a 
wreck while travelling, or ran into 
a serious repair situation. How 


- does a dealer handle him? 
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“Most blow him off,” Peck says. 
“Ninety-five percent of the times 
the man is honest and the dealer 
could take his business without 
danger, but at the same time deal- 
ers know that thousands of stolen 
cars are floating around and the 
dealers don’t want one to land on 
them.” 

+ * * 


Smelling Out the Goats 


ECK, a former dealer himself, 

says the dealer who has one 
of his books has little trouble tell- 
ing the sheep from the goats, for 
Peck devised the book with that 
in mind. He was a dealer at the 
time in Klamath Falls, Ore., which 
is a crossroads for several states 
in the Northwest. Having been 
nicked several times, he told him- 
self that there must be an easier 
way to handle business from other 
states. So in 1940 he set about com- 
piling information from the various 
states. World War II came along 
just as he was getting under way 
and so he had an interlude with 
the Coast Guard until 1945 when 
he started again. 

In the 20 years of operation, 
Peck’s Title Book has been a suc- 
cess as far as gaining recogni- 
tion goes, although at times Peck 
regards it as a non-profit opera- 
tion; not because Peck wants it 
that way, though. He’s willing to 
make a buck on it. But at times 
he’s operated a steam shovel to 
keep on going. In recent years 
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things have been easier, mainly 
because he now owns a couple 
of revenue-producing uranium 
mines. 


What the industry needs most, 
and the thing that would put him 
out of business fastest, he says, is 
a uniform title law—or rather a 
law providing for uniform pro- 
cedure. Then dealers would know 
the score, and the shoddy frauds 
that do get by now would be stop- 
ped. 


* * * 


Guide to Business 


NTIL that time, Peck’s Title 

Book will find a market, for, 
he says, it provides dealers with 
a blueprint to a business in which 
there is little competition. 


The loose-leaf book starts out 
with a breakdown by states, show- 
ing specimens of titles and regis- 
tration certificate. Under the speci- 
men is a description. For instance, 
under the Alaska title is noted: 
“Certificate of title—5” wide x 7” 
high. Printed in black ink on buff 
safety paper, back side printed in 
gray ink.” 

Another box notes: “Certificates 
of Registration—5” wide x 4%” 
high when folded. Printed in black 
ink on white paper. The other half 
of the form is the application for 
the certificate.” On the back of the 
page is condensed the information 
a dealer would have to know to 
handle a car from that state. 

Another portion of the book 
contains Western Union forms to 
check, when necessary, for fur- 
ther information on titles and 
registration, as “Verify title and 
registration of Hudson 8 sedan 
1941, Motor No. 43567 Serial No. 
765432, Title No. 5679, Licensed 
No. le 201-1951 by John Jones, 
321 Canal St., Salt Lake City, 
Utah. Give lien holder and ad- 
dress.” 

Included in the book are various 
features to provide other checks, 
like a map showing states requir- 
ing vehicle inspection, location of 
motor and serial numbers, sales tax 
and use tax information, informa- 
tion on liens, specimens of driver’s 
licenses in various states, a page 
of specimen license plates. 

* * od 


What to Ask for 


NOTHER section, “Summary of 

Title and Registration Informa- 
tion,” tells what to ask for in case 
of transfer or obtaining a new title. 
Examples: 

“KANSAS (Title). 

“Applicant should surrender: 

“Original Title and Current Reg- 
istration. 

“Titles are not issued on camp 
or luggage trailers. 

“Title on which a lien is shown 
is mailed to registered owner.” 

“KENTUCKY (Non-Title). 

“Applicant should surrender: 

“Current registration certificate 
and as much more information as 
possible, such as, notarized bill of 
sale, manufacturer’s or importer’s 
certificate of origin, dealer’s report 
of sale, personal identification.” 

And, just in case the dealer does 
run into trouble, there is a list of 
finance adjusters in various cities. 

To give perspective on the fan- 
tastic growth of the country, Peck 
told of his move West from Ala- 
bama, 

“My brother and I were travelling 
in a Model T equipped with Penn- 
sylvania vacuum tires. We didn’t 
hit pavement until we reached Al- 
buquerque. Most of the roads were 
dirt, gravel, brick or cedar. This 
was in 1917. We heard a strange 
sort of popping noise at Albuquer- 
que. I hung out the back and finally 
located the noise. It was from the 
vacuum cups popping as the wheels 
went around on the asphalt pave- 
ment. 

“In those days dealers sold cars 
simply by driving them out to your 
house, You figured that if they got 
there, especially in winter, the car 
was worth buying. 

“Nowadays auto dealing is a little 
more complicated.” 
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Soft Market Continues... 


Used-Car Stocks Rise 
Near 40-Day Supply 


Jury Clears Ala. Dealer 


In Price-Sticker Case 


BIRMINGHAM, Ala—A Car- 
bon Hill (Ala.) auto dealer, in the 
first case of its kind in this dis- 
trict, was declared innocent of 
violating the Automobile Infor- 
mation Disclosure Act by a Fed- 
eral court jury in Jasper. 

Alvin Abercrombie had _ been 
indicted by a grand jury last Sep- 
tember, charged with “altering, 
removing and rendering illegible” 
a price sticker attached to a new 
car, The indictment charged 
Abercrombie changed the window 
price‘ list before delivery to its 
purchaser. 








held by franchised new-car 
dealers as of Jan. 1 reflected only 
a small month-to-month increase 
despite the lethargic retail market. 
The average stock was good 
for 39.3 days of selling as the 
year opened, compared with a 
37.5-day supply a month earlier. 
Had it not been for the slowup 





How Each Maker Fared .. . 


Truck Outpu 


Total 
Output, 
1959 


CHEVROLET 326,102 


DIAMOND T 





Total Trucks, U. S...1,123,668 





t—'59 vs. ‘58 


Pet. of Total Pet. of 
Industry Output, Industry 
Output 1958 Output 


29.02 278,615 32.00 
0.48 6,017 0.69 
0.32 2,827 0.32 
6.38 58,668 6.74 

29.49 242,890 27.90 
6.71 61,768 7.09 

12.74 81,213 9.33 
1,52 14,308 1.64 
0.96 10,563 1.21 
1.78 17,403 2.00 

10.22 92,327 10.60 
0.38 4,163 0.48 

870,762 


100.00 100.00 


Only Ford, International Up 
In Truck Output Shares 


By Martin L. Whitmyer 
Staff Writer 

OMMERCIAL-CAR assemblies 

in the U. S. during 1959 reg- 
istered a 29 percent increase over 
the previous 12 months, but only 
two of the 11 top truck manufac- 
turers were able to show percent- 
of-industry gains, 

Ford and International were 
the only makers to gain in per- 
centage ground as industry truck 
output rose to 1,123,668 units in 
1959—the highest level commer- 
cial-car assemblies have reached 
since 1955, when 1,245,794 units 
were built. 

Last year’s 1,123,668 truck assem- 
blies also compared with the 870,762 
commercial cars rolled from U. S. 
assembly lines during 1958, which 
was the lowest truck production 
year in more than a decade. 

cd * o* 

7s only truck makers remain- 

ing on an even keel with the 
previous year was Divco, which 
boosted its numerical output 25.2 
percent from 2,827 assemblies in ’58 
to 3,535 units last year, but captur- 
ed 0.32 percent-of-total industry as- 
semblies both years. 

All other makers plus the mis- 
cellaneous group, which includes 
Corbitt, Marmon-Herrington, 
Federal, FWD and other smaller 
manufacturers, showed percent- 
of-industry declines from 1958, 
Chevrolet, which had a bad fourth 

quarter due to steel shortages and 
consequently lost the production 
race to Ford, showed the biggest 
loss as it dropped 2.98 percentage 
points from the previous 12 months. 

Other makers in the order of 
their decline were GMC and Willys, 
each off 0.38 points; Dodge, off 0.36 
points; Studebaker, off 0.25 points; 
White, off 0.22 points; Diamond T, 
off 0.21 points; Mack, off 0.12 points, 
and the miscellaneous group, off 
0.10 points. 

*~ ok 


Oo’ A numerical basis, all mak- 
ers showed increases over 1958 


Vermont House Group 


OKs Excise on Car Sales 


MONTPELIER, Vt. — Enactment 
of a two percent excise tax on 
motor-vehicle sales in this state has 
been unanimously endorsed by the 
House Ways and Means Commit- 
tee. 

The measure, which will be con- 
sidered by the Legislature, has the 
support of Gov. Robert T. Stafford. 
It is aimed at raising the money 
required to finance the State high- 
way-construction program, Stafford 
said. 


except Diamond T, which declined 
10.9 percent from 6,017 assemblies 
in ’58 to 5,359 units last year. 


Biggest increase from a numer- 
ical standpoint was by Interna- 
tional, which jumped its assem- 
blies 76.3 percent from 81,213 
units in ’58 to 143,199 assemblies 
in 59. 

International also showed the big- 
gest percent-of-industry gain, jump- 
ing from 9.33 percent of total in- 

dustry output in ’58 to 12.74 percent 
in ’59—a 3.41 percentage-point in- 
crease in the 12-month period. 

Showing the smallest numerical 
increase was Studebaker, which in- 
creased its output 2 percent from 
10,563 trucks in ’58 to 10,779 com- 
mercial-car assemblies in ’59. 

Studebaker, however, did not pro- 
duce a truck for domestic use dur- 
ing the last six weeks of the year 
owing to steel shortages. 

ok * K 

For. in topping the field in cal- 

endar-year production, turned 
out 331,348 trucks during 1959 to 
jump its numerical 36.4 percent 
over the 242,890 units built during 
1958. Its percentage-point gain over 
1958 was 1.59. 

Chevrolet, in finishing second in 
the production race, built 326,102 
trucks during 1959 for a 17 per- 
cent boost from 1958, when it led 
the field with 278,615 assemblies. 
The industry’s fourth largest 

commercial-car producer, Willys, 
(Continued on Page 50, Col, 3) 


HE number of unsold used cars 






in new-car sales in the preceding 
30-day period, the Jan, 1 used-car 
inventory doubtless would have 
shown greater growth. 

ok * * 

UMMING up the used-car mar- 

ket, the dealer consensus Was: 

“Prices fair, demand down, profits 
fair.” 

In some areas, however, dealers 
said that used-cars had ground 
to a virtual halt. 

“Money is no object,” said one 
dealer. “We can’t move them at any 
price.” 

Another dealer said his used-car 
men were unable to cook up deals 
even when price tags were slashed 


20 to 30 percent. 
ok + o* 


LY a handful of dealers ad- 
mitted that they were losing 
used-car sales to compact buyers. 
The slow used-car market, of 
course, hampers new-car sales in 
that it cuts the price of the 
tradein and sometimes puts @& 
new car out of reach of a poten- 
tial buyer. 

Speaking of tradeins, one West 
Coast dealer said, “If a tradein is 
junk, we buy it as junk and tell 
the customer, If it is clean, we pay 


for it.” 
+ * * 


B* REACHING a 39.3-day sup- 
ply, used-car inventories rose 
4.8 percent during the month, com- 
pared with a reduction of 15.9 per- 
cent a month earlier. 

Despite the reduction in the 
average inventory, there was a 
sharp increase in the number of 
dealers pushed over the theoreti- 
cal 30-day limit as of Jan, 1. Of 
reporting dealers, 70.6 percent put 
themselves in this category, com- 
pared with only 48.8 percent a 
month earlier. 

A total of 17.6 percent of report- 
ing dealers counted stocks good for 
15 days or less of selling, compared 
with 15.5 percent a month earlier. 

In this 16-to-30-day category were 
11.8 percent of all dealers, compar- 
ed with 35.7 percent the previous 
month. 

* 


vas put 29.4 percent in the be- 
low-30-day category, compared 
with 51.2 percent the previous 
month. 


This was a smaller number of 
dealers in the under-30-day cate- 
gory than has been recorded for 
any month in the five years in 
which Automotive News has esti- 
mated such figures. 

Range of stocks Jan, 1 was 
quoted from eight to 100 days, 
compared with 15 to 45 days a 
month earlier, 

A year ago on Jan. 1, the aver- 
age used-car inventory was good 
for 39.3 days of selling—precisely 
the same figure as recorded this 
year. 


* * 


On the House... 


field reports that 





Wemhoff 


services. Reason: Increased income from outside sources . 


Despite the fact that new-car sales are generally 
slow across the nation, it’s interesting to note from 


there are dealers showing sizable 


gains. These gains, in part, are due to better weather 
conditions and/or better product, but with some 
dealers it’s a matter of better management .. . 
State dealer associations in Australia have formed 
a national association, named the Australian Na- 
tional Automotive Dealers Assn. with H. F. Curtis 
as president and L. A. Armstrong as secretary... 


Los Angeles dealer association tossed a bomb- 
shell last week by reducing its annual dues from 
$200 to $150 while at same time increasing its 


. . Clive 


Bradford, general manager of Colorado dealer group, is new presi- 


dent of Colorado Trade Executives Institute . . 


. Ohio, with 146 


dealers registered so far, is leading in registrations for forthcoming 


NADA convention; California is 


second with 101... 


Tom Towell, new president of GMAC, is a brother of two Ohio 
dealers—Dave, longtime Olds-Cadillac dealer in Akron, and Bill, who 


operates a similar setup in Canton . 


finds increasing number of dealers 


of the violators being in the county. 





. . Despite state law, St. Louis 
remaining Open on Sundays, most 


—Petre WemMuorr, Editor, 
Automotive News 












4 
Stockpile To 


AUTOMOTIVE NEWS, JANUARY 18, 1960 
550,000 ... ne 





Market Hopes Spur 
Big Inventory Surge 


(Continued from Page 1) 


ers out of the showrooms, industry 
sales executives admitted. 

A sales manager for a leading 
make called last week for “market 
stimulation” to boost sales to the 
volume needed to justify the op- 
timistic year-end forecasts of high 
industry leaders. 


* * * 


H® VOICED the hope that the 


big auto shows now in progress | 


in Chicago and forthcoming else- 
where would give prospects the 
buying yen they lost in the De- 
cember dry spell. 

Among the other factors cited by 
dealers for the slowup in new-car 
buying were the used-car market 
slump, “bugs” in the new compacts, 
tight credit, and growing popular 
expectation of 
regular-size cars. 

“They see the Corvair and 
think the Biscayne should be 
only $50 higher,” a Chevy sales- 
man said on the West Coast. 
“Then they walk out, saying 
they'll be back when prices come 
down.” 


lower prices on| 


tors there were acting like domes- 


and promotion. 
* * * 


THE Pacific Northwest, big 


impact of the compacts but imports 
held up fairly well, a GM dealer 
| said. 

| A Ford dealer in Ohio gave these 
| comments: 

“Most of the public believes deal- 
ers are short on models and styles 
; and high on money differentials. A 
hard-hitting ad program is badly 
needed to reeducate the public. 

“The steel strike and other 
labor problems are still on their 
minds, leading to unrest and 





doubt, Confidence has to be re- 
stored.” 

Noting import price-cutting in 
Chicago, a Chevy dealer forecast 
“a lot more when we start selling 
Corvairs in volume.” The newly in- 
troduced Corvair price leader, the 
sports coupe, was viewed by many 


A St. Louis dealer reported that| Chevy dealers as the pricing wedge 
import dealers, including Volks-| they have lacked to run against 
wagen, were beginning to advertise| the Falcon, Rambler American and 
liberal terms and immediate de-| Lark Six two-doors. 


livery. 

“Imports are accumulating in- 
ventories,” he said, “and big do- 
mestic-car sales seem to be slow- 
ing down.” 

A Utah dealer said import opera- 


New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Cars Cars In Total 
In Transit 

Period Field to 
Ending Stockst Dealers Stocks 
dan, 1, ’50.... 261,754 188,500 440,254 
Apr. 1, '60.... 276,136 158,000 434,136 
duly 1, ’60.... 311,084 167,500 478,584 
Oct. 1, ’60.... 208,367 157,800 366,167 
Jan, 1, ’51.... 305,888 89,900 404,788 
Apr. 1, "51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Oct, 1, '51.... 250,762 79,500 330,262 
dan. 1, ’52.... 224,968 31,000 255,968 
Apr. 1, °62.... 213,391 83,000 296,391 
duly 1, °52.... 193,462 84,500 277,962 
Oct. 1, '52.... 233,556 89,000 322,556 
dan, 1, '53.... 291,671 83.300 374,971 
Apr. 1, °53.... 445,882 89,300 535,182 
July 1, °53.... 479.698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
dan, 1, °54.... 428,125 36,600 464,725 
Apr. 1, ’54.... 541,911 64,000 605,911 
duly 1, '54.... 445,665 62,500 508,165 
Oct. 1, '54.... 267,469 29,000 296,469 
dan, 1, °55.... 293,881 68,500 362,381 
Feb. 1, °55.... 373.573 89,100 462,673 
Mar. 1, °55.... 467,655 95,000 562.655 
Apr. 1, ’56.... 038 99,500 643,538 
May 1, ’55.... 660,341 102,700 163,041 
June 1, °55.... 755,498 93,000 848,498 
duly 1, °55.... 736.591 77.000 R13.591 
Aug. 1, '55.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 713,264 
Oct. 1, '55.... 489,475 48,900 375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dee, 1, vee 645,707 77.490 723,107 
Jan. 1, '56.... 755,177 53,500 808,477 
Feb. 1, ’56.... 301,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 
Jane 1, ’56.... 746,012 52,890 798,902 
duly 1, '56.... 613,451 50,568 679,596 
Aug. 1, ’56.... 551,081 53,026 y 
Sept. 1, °56.... 456,013 48,382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 65,008 277,975 
Dec, 1, '56.... 318,587 79,656 398, 
dan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 400 733. 
Apr. 1, °57.... 682,790 63,125 745,915 
May 1, °57.... 677,705 59,500 737,205 
dune 1, °57.... 724,329 63,420 787,749 
duly 1, '67.... 682,121 63,090 745,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept. 1, ’57.... 684,484 45,052 729,536 
Oct. 1, °57.... 547,549 25,085 572,634 
Nev. 1, ’57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
dan, 1, ’58.... 597,208 55,000 652,208 
Feb. 1, ’58.... 725,003 54,100 779,103 
Mar. 1, ’58.... 821,566 44,000 865,566 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, '58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, "58... 656 30,000 630,656 
Sept. 1, '58.... 455,984 »700 463,684 
Oct. 1, ’68.... 201,397 21,500 312,897 
Nov, 1, ’58.... 241,382 45,100 286,482 
Dec, 1, '58.... 387,131 73,200 460,331 
dan, 1, ’59.... 477,099 67,000 544, 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’58.... 643,239 63,600 106,839 
Apr: 1, ’69.... 710,382 66,620 777,002 
May 1, ’59.... 766,185 68,000 834,185 
dune 1, ’59.... 845,920 63,300 900,220 
duly 1, '69.... 844,152 64,000 908,152 
Aug. 1, '59.... 928,390 48,000 976,390 
Sept, 1, '50.... 688,035 15,000 703,035 
Oct. 1, ’59.... 467,038 52,500 519,538 
Nov, 1, °59.... 472,400 51,000 523,909 
Dee, 1, °59.... 388,072 20,000 *408,072 
Jan, 1, °60.... 502,509 56,000 558,509 


? Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 


Dealers |COMpared to 51,821 


“Our business in new cars and 
trucks is not as good as many peo- 
ple think,” stated an NADA direc- 
tor handling Fords. 

+ * * 
7 latest report on import ship- 
ments by the Automobile Man- 
ufacturers Assn. showed that 548,- 
cars entered the U. S. in the 
first 10 months of 1959, including 
50,082 in October, The October total 
in September 
and 65,421 in July—the alltime high 


Potential ; ; 
; ae month for import shipments. 


West Germany cut into England’s 
lead in October and trailed the 
British in accumulated car ship- 
ments to the U. S. by 167,269 to 
178,101 for the 10-month period. 

France was third with 136,855; 
Italy fourth with 41,039; Sweden 
fifth with 19,948; Japan sixth with 
3.965; Czechoslovakia seventh 
with 701; East Germany eighth 
with 573, and Canada ninth with 
399. 

October shipments of new cars 
were as follows: West Germany, 
17,367; Great Britain, 13,763; 
France, 11,405; Italy, 4,618; Sweden, 
1,707; Japan, 811; Czechoslovakia, 
381; Canada, 30, and East Germany, 
none. 


Autolite Revises 
OEM Setup for 


Improved Service 


TOLEDO.—Centralization of cus- 
tomer responsibility for better serv- 
ice to automotive original equip- 
ment accounts has been established 
by Electric Autolite Co., according 
to Edwin R. Stroh, director of 
sales. 

Designated as the OEM sales de- 
partment, the new organization will 
maintain contact with automotive 
original equipment customers and 
Autolite operating divisions. 

According to Stroh, the central- 
ized plan will make it easier for 
OEM customers and prospects to 
do multi-product business with 
Autolite and provide greater oppor- 
tunity to work closely on new 
model development and advance 
planning. 

“Because we will have one ac- 
count executive for each original 
equipment manufacturer,” Stroh 
said, “these accounts will have a 
single source to rely on for all in- 
formation and service on all Auto- 
lite products. 

“Also, this source will be able to 
coordinate the extension of other 
Autolite services, such as training, 
research and development, promo- 
tional tieins and field service, to 
the account. Instead of the cus- 
tomer contacting a number of Auto- 
lite people and locations, he will 
be able to obtain all information 
through one individual.” 


tic dealers now in merchandising] | 


domestics slowed up under the] 


Dealers Elect Officers— 


Al Daniels (Chevrolet), retiring president of the Colorado Springs Automobile Deal- has made for Chrysler as original 
ers Assn., congratulates Pat Fitzgerald (Rambler), newly elected president of the associ- | ¢@uipment supplier for many year 





ation. James Riley (Buick), right, will serve as secretary-treasurer. 


Sales Pickup Under Way; 
Nov. Shows Strike Blow 


(Continued from Page 1) 


makes to improve sales over the 
previous month were Rambler, 
Dodge, Chrysler and Lincoln. 
Dodge gained most. 

As compared with the year- 
earlier month, only Buick, DeSoto 
and Edsel failed to show improved 
volume. 


for Ford, Rambler, Dodge, Mer- 
cury, Studebaker, Chrysler, Lin- 
coln and Imperial. Plymouth also 
showed a gain over the previous 
month, but failed to top its year’s 
high established in May. 

Ford, by jumping 4.66 percentage 
points, gained most ground during 


Imports found November their|the month, followed by Rambler, 


worst month for volume since last 
February. 

Surprisingly, the month’s total of 
426,929 registrations was far ahead 
of the year-earlier count of 338,688 
and was fourth best in history, 
topped only by 1955, 1953 and 1950. 

* * oe 
VERYBODY in the domestic in- 
dustry fattened up during No- 
vember at the expense of General 
Motors, which found its share of 
sales constricted to a puny (for 
GM) 33.48 percent. This was the 
lowest share GM had claimed since 
January, 1949, when its penetration 
was 32.55 percent. 

Every other corporate maker 
found its sales share at the year’s 
highpoint in November. 

Ford Motor Co., with 31.76 per- 
cent of all sales, had its best month 
since October, 1954, when its pene- 
tration was 34.18 percent. 

The 14.11 percent of sales taken 
by Chrysler Corp. was its best since 
the 15.74 percent it scored in Oc- 
tober, 1958. 

Both American Motors, with 6.88 
percent, and Studebaker-Packard, 
with 2.56 percent, soared to the 
highest points either corporation 
had achieved since their creations 
in 1954. 

* + o* 

S COMPARED with the previ- 

ous month, GM lost 11.95 per- 

centage points. while Ford Motor 
gained 5.55; Chrysler Corp., 2.84; 
AMC, 1.62, and S-P, 0.50. Miscel- 
laneous makes, although they gain- 
ed 1.44 percentage points, fell below 
the year’s high of 11.79 percent re- 
corded in September. 

By individual makes, November 
was the best month of the year 


Sales Score 
For November 


New-car registrations for No- 
vember: 





1959 1958 
Pos. Make Pos. 
1—116,187 Ford 94,779— 1 
2— 73,0387 Chevrolet 61,881— 2 
3— 29,990 Plymouth 27,600— 3 
4— 29,370 Rambler 19,883— 6 
5— 22,245 Pontiac 15,011— 7 
6— 21,168 Oldsmobile 19,993— 5 
I— 20,348 Dodge 10,991— 8 
8— 18,584 Buick 21,392— 4 
9— 14,240 Mercury 7,124— 9 
10— 10,915 Studebaker 5,057—11 
1l— 17,923 Cadillac 5,938—10 
12— 5,388 Chrysler 3,530—12 
13— 2,969 Lincoln 1,636—15 
14— 2,448 DeSoto 3,284—14 
15— 2,205 Edsel 3,322—13 
16— 2,050 Imperial 1,039—16 
47,362 Misc. 36,228 
Total All Makes 
426,929 338,688 


Further details on Page 48. 





1.62; Dodge, 1.57; Plymouth, 0.97; 
Mercury, 0.64; Studebaker, 0.50; 
Lincoln, 0.29; Chrysler, 0.27, and 
Imperial, 0.07. 


On the other hand, November 
found sales pickings the skinniest 
of 1959 for Chevrolet, Pontiac, 
Oldsmobile, Cadillac, DeSoto and 
Edsel. Buick, although it dipped 
below the previous month, held 
above its year’s low, recorded in 
September. 


Biggest setback, a whopping 6.85 
percentage points, was taken by 
Chevrolet, followed by Pontiac, 2.13; 
Oldsmobile, 2.07; Cadillac, 0.68; 
Buick, 0.22; DeSoto, 0.04, and Edsel, 
0.04, 

* ae x 
cy A year-to-date basis (first 11 
months of 1959 vs. correspond- 
ing 1958 period), the picture was 
considerably different. Ford Motor, 
AMC and S-P showed gains at the 
expense of GM and Chrysler Corp. 

AMC, hiking its share of the 

market 2.00 percentage points, 
was the leading gainer, followed 
by Ford Motor, 1.47 points, and 
S-P, 1.25 points, Miscellaneous 
makes were up 1.61 points. 

Chrysler Corp, slipped 3.26 per- 
centage points and GM was off 3.07 
points. 

By individual makes, increases 
over year-earlier shares were re- 
corded only by Ford, up 2.09 per- 
centage points; Rambler, 2.00; 
Pontiac, 1.67, and Studebaker, 1.25. 


* * * 


A™ other makes had smaller 
shares, as follows: 

Chevrolet, off 2.56 percentage 
points; Plymouth, 2.26; Buick, 1.46; 
Oldsmobile, 0.41; Mercury, 0.38; 
Dodge, 0.37; DeSoto, 0.35; Cadillac, 
0.31; Chrysler, 0.26; Edsel, 0.13; 
Lincoln, 0.11, and Imperial, 0.02: 

Ford, by outselling Chevrolet by 
43,150 units in November alone, 
needs to beat its perennial rival by 
only 5,430 units in the December 
count to wind up as top seller of 
1959. That Ford did this has been 
conceded by Chevy officials. 

* * * 


Local Reports 
On the Compacts 


DETROIT.—December market 
reports received here show the fol- 
lowing breakdowns for compact-car 
sales: 

MINNEAPOLIS—Rambler, 195; Fal- 
con, 102; Studebaker, 63; Valiant, 
53, and Corvair, 46. 

INDIANAPOLIS—Falcon, 116; Ram- 
bler, 112; Studebaker, 42; Corvair, 
37, and Valiant, 21. 

BirMINcHAM, ALA.—Falcon, 96; 
Rambler, 57; Corvair, 41; Stude- 
baker, 24, and Valiant, 17. 

MipvLetown, O.—Rambler, 38; 
Falcon, 31; Corvair, 16; Studebaker, 
8, and Valiant, 1. 











Ford to Market 
‘Motorcraft’ Parts 
Through Jobbers 


(Continued from Page 1) 
of its Mopar distribution fron 
large vehicle dealers to wholesaler 
which are largely separate partg! 
distributors. 

It igs believed by some observe 
that Ford’s decision to go dire 
to the independent trade through 
wholesalers was initiated by the 
United Motors deal with Richfiel¢ 
Oil Co. Under this program, UMS 
furnishes Richfield filling statio 
with ignition parts for Chrysle 
and Ford cars, as well as with th 
so-called “genuine” GM parts. 

* * * 

T ALSO has been learned that 

Electric Autolite Co. is in the 
process of making ignition pa 
for GM cars, as well as parts 



































































While Autolite electrical cen- 
trals do not follow the Ford dis- 
tribution in every case, it has 
been learned that most centrals 
selected by Ford for the distribu- 
tion of the Motorcraft line also 
are Electric Autolite outlets, thus 
giving these outlets the same 
complete coverage of ignition 
parts now enjoyed by United Mo- 
tors outlets. 

Some Chrysler parts, however, 
will not be marketed through Auto- 
lite channels, it was learned, until 
at least six months after Chrysler 
decides to build certain electrical 
assemblies or have them built by 
another source. 

The Motorcraft program is the 
coordinated responsibility of Ford’s 
newly created associated products 
marketing office and the company’s 
manufacturing division. It is in- 
tended to supplement parts and 
service operations of Ford fran- 
chised dealers, who will continue 
to maintain exclusive distribution 
rights for FoMoCo parts. 

* 7 * 


7s Motorcraft program will be 
supported by training courses” 
to familiarize service-station and) 
independent-garage personnel, and 
as fleet mechanics with diagnostic 
and installation practices necessary 
for assurance of customer tuneup 
and repair satisfaction. It is ex- 
pected that this training will be 
earried on through the facilities of 
the electrical centrals. 

In initiating Motorcraft, Ford 
claims it is endeavoring to assure 
its growing car-and-truck Owner 
population of the availability of 
factory-controlled service-replace- 
ment parts wherever they elect 
to have their vehicles serviced. 

While the Motorcraft parts will 
carry the name of Ford Motor Co. 








on the package, there will be no 
FoMoCo designation. Ford expects 
to furnish Motorcraft parts for 
model years as far back as the de- 
mands of the wholesale outlets dic- 
tate. No model-year cutoff has been 
established as yet, it has been 
learned. 


Banks Note Rise 
In Delinquencies 


On Auto Loans 


NEW YORK.—A slight increase 
in auto loan delinquencies during 
November was reported to the 
American Bankers Assn. by a cross- 
section of the nation’s bankers. 

Of loans obtained directly from 
banks, .84 percent were delinquent 
on Nov. 30, compared to .83 per- 
cent a month earlier and .83 per- 
cent a year earlier. 

Of loans obtained through auto 
dealers, 1.39 percent were delin- 
quent on Nov. 30, up from the 1.37 
percent on Oct. 31 and 1.35 percent 
on Nov. 30, 1958. 

The delinquency rates on four 
classes of nonautomotive loans to 
consumers increased in November. 
The rates for all four classes re- 
mained above those for the two 
classes of automotive loans. 

An upswing in delinquencies is 
not uncommon in the last months 
of the year. The ABA said it ex- 
pressed no concern, noting that 
temporary labor difficulties were- 
contributing to the rise in delin- 
quencies. 

The association cautioned lenders 
to resist any pressure on terms 
that might result from any lag in 
sales that might occur as’ dealers’ 
stocks are built up. 

































' One look tells you: This car is a winner. Its clean and classic SPORT PRINZ offers great road performance : Top-speed— 
lines reflect the skill of master Italian designer Bertone. Its 85 mph. Superior cornering, rapid acceleration, precision 
power and performance—exceeding many higher-priced rack-and-pinion steering. To a family man, thinking of econ- 
competitors—treflect the solid engineering by NSU Werke, . omy, you can talk about its thrifty 47 miles per gallon of 
West Germany. : ; regular gas, its air-cooled (no anti-freeze, ever) aluminum 
Now look again. If you are an NSU PRINZ dealer (or can . . 36 hp rear engine, its trouble-free overhead cams, its ease of 
qualify for the dealership) there’s even more beauty here servicing with only two lubrication points. And his wife and 
than meets the eye: the beauty of a brighter, more profitable daughter will love those luxurious interiors. 
sales picture... of the new selling power the SPORT PRINZ Kasy to sell? The SPORT PRINZ practically sells itself! 
can generate for your entire small car line. NSU PRINZ (right) one of the 
f" _. Picture this car in your showroom win- fastest-growing models in the small 
iy dow. It’s a stopper; a traffic builder. Its car field. Road & Track called it 
7s fresh new approach to sports car design “Clearly the best designed’’ of all 
doesn’t just attract prospects, it lures them the cars in its class. The ‘‘giant- 
§ into your showroom—brings in more look: killer’’ of Little Le Mans 8-hour 
ers and askers for your entire line of cars. endurance run, it out-performed 
And you’ll have the answers for them. sedans with twice its engine capac- 
For the young-at-heart of any age NSU ity, costing much, much more. 


DOUBLE ANNOUNCEMENT: 
NSU SPORT PRINZ PLUS NEW PROFIT PICTURE! 


HOW THIS 
NEW CAR BEAUTY 
BRINGS YOU 
MORK 
SALES 


— Lt aes. 


a eas 


wale 


NSUtSPORT PRINZ 


LE U.S. IMPORTER: FADEX COMMERCIAL CORP., NEW YORK AND CALIFORNIA 
EXEC UTIVE OFFICES, 487 PARK AVENUE, NEW YORK 22, NEW YORK. PL 1-7200 
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Seven Makes Improve Penetration . . . 





Canada Car Output Tops 300,000 


By Martin L. Whitmyer 
Staff Writer 
OTH cars and trucks registered 
numerical gains in Canada dur- 
ing 1959, but only 7 of 14 car makes 
and 3 of 8 commercial-car makes 
were able to show percent-of-in- 
dustry gains over 1958. 
Car output for the year totalled 
300,349 units—a 1.4 percent boost 
from the 296,624 cars built in 1958, 
but far under the record 374,312 
units rolled from Canadian as- 
sembly lines in 1956. 
Commercial-car assemblies for 
1959 totalled 67,523 units, up 15 per- 
cent from the 58,693 trucks and 
sedan deliveries turned out a year 
earlier. The record high for com- 
mercial-car output in Canada was 
established in 1942, when 216,057 
units were assembled. 

Combined car-truck assemblies in 
1959 totalled 368,372 vehicles—a 3.7 





Testing Tires in Texas— 

Service facilities at General Tire & Rubber Co.'s testing grounds in Uvalde, Tex., 
include a 3,000-square-foot office building and an 8,000-square-foot garage. Modern 
testing equipment in the building is designed for scientific analysis of test results. 
Data is sent on to Akron research and development headquarters for further evaluation. 


General Opens T. est Track 


To Study Tire 


UVALDE, Tex.—What will the 
tire of the future be like? 

According to General Tire’s di- 
rector of tire development, R. H. 
Spelman, it will be much lighter, 
thinner, stronger and more dur- 
able than present-day tires. 

The 100,000-mile tire will be com- 
monplace in the not too distant 
future, Spelman says, and it will 
permit travel at speeds in excess 
of 100 miles per hour in safety and 
comfort. 

Spelman made the comments as 
General Tire was opening what it 
termed the largest tire testing track 
in the world. The 8%-mile road 
near here is expected to contribute 
importantly to highway safety. 

Both stop-start power and wear 
resistance of the tire of the future 
will be multiplied several times 
over through the use of vastly 
stronger materials which will not 
deteriorate with flexing or age. 

Most dramatically of all, the 
tire of the future will be air- 
conditioned, Spelman said. 

In the years ahead, different 
loads, speeds and air temperatures 
will not affect tire performance as 
they do today. Methods are being 
developed to stabilize pressures and 
temperatures so that the tire will 
always run under the conditions for 
which it was designed. 

In the tire of the future, there- 
fore, heat—as a factor which causes 
tire wear, hard ride, fatigue and 
failure—will be virtually eliminated. 

Wheel diameters are going to 
stop shrinking, but tires will be 
made larger. Spelman predicts that 
minimum wheel diameters will re- 
main at 12 or 13 inches for years 
to come, but that tires will be made 
wider in cross-section. The volume 
of air in the tire will increase along 
with further decreases in pressure, 
he says. 

The nature of the tire of the 
future will preclude the need for 





percent boost from the 355,317 units 
turned out the previous year, but 
112,588 units under the alltime high 
of 480,959 vehicles built during 1953. 
x oe * 
) prong MOTOR CO. chalked up 
the largest percent-of-industry 
gain among the car producers, 
while paradoxically, an independ- 
ent, International, registered the 
greatest percent-of-industry gain 
among the truck makers. 


Ford and Studebaker-P ackard| 


were the only car makers to 
show percent-of-industry improve- 
ments over 1958. Ford and Inter- 
national also were the only truck 
makers to chalk up percentage 
gains. 

Numerically, seven car producers 
hiked output in ’'59, and seven 
others showed declines from ’58. 
On the truck side of the ledger, six 


of the Future 


a@ spare or the need for extra air 
chambers. 

Spelman predicts, finally, that 
General's new testing track will be 
a positive tool in the company’s de- 
velopment of this vastly improved 
tire of the future. He believes that 
it will be successfully tested there 
before this new decade has drawn 
to a close. 

The new speedway, a gigantic 
oval tire testing track which will 
be officially opened Tuesday (Jan. 
19), will enable the firm to evaluate 
today’s tires and the “tires of to- 
morrow” more adequately and 
scientifically than ever before, Gen- 
eral Tire said. 

So huge that it could contain 25 
Indianapolis Speedways, the dual- 
lane track was designed by Gen- 
eral’s central engineering division 
to road-test automobile tires on an 
outer banked lane at speeds as high 
as 200 m.p.h., and truck-bus tires 
on an inner lane at more moderate 
speeds. 

Overall, the track is 44 feet wide 
on an eight-inch compacted base 
with a rock-asphalt top surface. 
The lanes are enclosed by a deer 
fence on either side. 


Late Report... 








makers boosted their numerical 
output, while three declined. 
* * og 

N A percent-of-industry basis, 

Ford Motor’s Meteor showed 
the biggest gain, picking up 2.10 
percentage points from 1958, while 
the smallest gain was registered by 
Mercury, which climbed 0.12 points 
from ’58. 

Other makes that showed per- 
cent-of-industry gains from 1958 
were Monarch, up 1.38 points; 
Studebaker, up 1.25 points; 
Chrysler, up 0.64 points; Pontiac, 
up 0.18 points, and DeSoto, up 0.04 
points. 

Biggest loser from a percent-of- 
industry standpoint was Buick, off 


1.72 percentage points from 1958, 


* * * 


Canadian Cars 
(Final Standings) 








1959 1958 
Pos. Make Pos. 
1— 69,578 Chevrolet 73,382— 1 
2— 57,129 Pontiac 55,768— 2 
38— 54,018 Ford 54,196— 3 
4— 33,251 Meteor 26,543— 4 
5— 19,617 Dodge 20,505— 5 
6— 16,400 Plymouth 19,134— 6 
7— 14,295 Oldsmobile 15,399— 7 
8— 9,187 Buick 14,163— 8 
9— 8,320 Studebaker 4,514—10 
10— 5,864 Mercury 5,427— 9 
11— 5,414 Chrysler 3,452—11 
12— 4,979 Monarch 810—14 
13— 1,610 Edsel 2,291—12 
14— 1,187 DeSoto 1,040—13 
300,849 Total 296,624 
x Bg oa 


*| but followed closely by Chevrolet 


with a 1.61 point decline in percent- 
age ground. 

Other makers which lost ground 
in 1959 were Plymouth, off 1.00 
points; Oldsmobile, off 0.44 points; 
Dodge, off 0.40 points; Ford, off 
0.31 points, and Edsel, off 0.23 
points. 

On a corporate basis, Ford Motor 
and S-P picked up 3.06 and 1.25 
points, respectively, while General 
Motors declined 3.59 percentage 
points. Chrysler was off 0.72 points. 

* * * 
MONG the truck makers, Inter- 
national chalked up the largest 
gain, picking up 4.70 percentage 
points on the other makers during 
1959. 

Mercury, with a 1.47 point gain, 
and GMC with a 0.39 point im- 
provement, were the only other 
commercial-car producers to 
show percent-of-industry boosts 
from 1958. 

Commercial-car makers that saw 
their share of total industry output 
decline in ’59 were Chevrolet, off 
2.13 percentage points; Dodge, off 
0.89; Fargo, off 0.80; Pontiac sedan 
delivery, off 0.76, and Meteor, off 
0.24. 

On a corporate basis, Interna- 
tional showed the only gain in per- 
centage ground over 1958, while de- 
clines were registered at GM, 
Chrysler and Ford. GM showed the 
biggest drop as it dipped 2.50 points. 
Chrysler was off 1.69 points, and 
Ford 0.51. 

+ + es 
sex a numerical standpoint, 

Monarch showed the biggest 
gain among the car makers, jump- 
ing 514.7 percent from 810 assem- 
blies in 1958 to 4,979 units in 1959. 

Other car makers with numeri- 
cal output gains were Studebaker 
up 84.3 percent from 4,514 to 8,320 
cars; Chrysler up 56.5 percent 
from 3,452 to 5,414 assemblies; 


(Continued on Page 52, Col, 4) 


Used-Car Market 


The first increase in price since ’60s were added to the index 
seven weeks ago marked Automotive News’ wholesale used-car 


index last week. 


The gain, a modest $2, was produced entirely by strength in 
late models and boosted the average to $1,153, The average price 
of ’60s advanced $136 and ’59s went up $73. 

Losses amounted to $2 on ’54s, $7 on ’57s, $14 on ’53s, $19 on ’56s, 
$24 on ’55s and $134 on ’58s. New lows were established for ’58s, 


"57s and ’53s. 


At a group of representative auctions last week, the average con- 
signment was 320.6 units, of which 67.7 percent were sold. 


Auction reports begin on Page 34. 








Each Canadian Car Makers Share of Output... 


How They Fared—'59 vs. '58 


Total 
Output, 
1959 
42,618 

5,414 


CHRYSLER CORP. 
Chrysler 
DeSoto 





Plymouth* 


Edsel 


Mercury 
Meteor* 
Monarch 
GENERAL MOTORS 
Buick 
Chevrolet* 
Oldsmobile 
Pontiac 
S-P CORP. 
Studebaker 





Total Cars, Canada 


Pet. of 
1958 
Total 
14.88 
1.16 
0.35 
6.92 
6.45 
30.09 
0.77 
18.27 
1.83 
8.95 
0.27 


53.51 
4.77 
24.74 
5.19 
18.81 


Total 
Output, 
1958 


44,131 
3,452 
1,040 

20,505 

19,134 

89,267 
2,291 

54,196 
5,427 

26,543 

810 
158,712 

14,163 

73,382 

15,399 

55,768 


Pet. of 
1959 
Total 
14.16 
1.80 
0.39 
6.52 
5.45 


33.15 
0.54 
17.96 
1.95 
11.05 
1.65 


49.92 
3.05 
23.13 
4.75 
18.99 


1.52 


2.77 4,514 


100.00 296,624 100.00 ' 


*Plymouth includes Valiant; Ford includes Falcon; Meteor includes Frontenac, and 


Chevrolet includes Corvair. 








Wilkie Views... 





Ed Cole, 


By David J. Wilkie 


ED COLE, Chevrolet’s general 
manager, who has the job of keep- 
ing his GM division at the top of 
the auto industry’s output and 
sales, is an ar- 
dent apostle of 
product demon- 
stration. 

Most people 
think of Cole 
chiefly as an en- 
gineer. He is one 
of the industry’s 
best engineers; he 
was chief of the 
Cadillac and 
Chevrolet engi- 
neering staffs be- 
fore he became head man at Chev- 
rolet in 1956. But he is a salesman, 
too. 

Cole had some rare early-life 
training in sales technique and 
learned the importance of prod- 
uct demonstration in clinching 
sales. He was only 14 at the 
time, but he became so adept at 
handling a farm tractor that the 
dealer wanted him to demon- 
strate the vehicles to farmers in 
the area near Marne, Mich., 
where his father had a farm. 
Cole senior was one of the few 

farmers there to own a tractor. His 
son got so he could do virtually any 
heavy farm chore with the tractor. 
He handled it so skillfully that he 
could back a wagonload of hay up 
an incline into the barn with it. 

x K on 


THE LOCAL tractor dealer hear- 
ing about Ed’s skill, went to see 
his father. “How about letting him 


Mobil Oil Revises 
Its Setup for 


Economy Run 


LOS ANGELES.—M 0 bi] Oil Co. 
has set up a products promotion 
department. Headed by Frank C. 
Meunier, the de- 
partment is part 
of Mobil’s adver- 
tising and sales 
promotion depart- 
ment, 

It will plan and 
direct the Mobil- 
gas Economy Run 
and other com- 
petitive events 
and tests and 

) will prepare spe- 
Frank C. Meunier cial sales promo- 
tions programs for use in the com- 
pany’s 10 U. S. marketing divisions. 

Meunier and key members of his 
staff will move their offices from 
Los Angeles to Mobil headquarters 
in New York Apr. 30. 

Meunier was advertising and 
sales promotion manager for Gen- 
eral Petroleum Corp. from 1946 
until Jan. 1, 1960, when General 
Petroleum became a part of Mobil. 


E. N. Cole 














Salesman 


do some demonstration work for 
me,” he asked. 

“I need him around here right 
now,” the father protested. 

But Ed found time to show the 
tractor to other farmers. One ad- 
vantage he had over other sales- 
men was that most of the farmers 
knew Ed and liked him. 

He sold 29 tractors in his home 
area by demonstrating how much 
faster and easier they could do 
work that took a team of horses 
many hours to perform. Ed earn- 
ed $1,000 for his demonstration 
work and the resulting sales. He 
also made some money repairing 
radios for neighboring farmers. 

What did he do with the money? 
“It went into the sock for future 
education,” he said. 

“I remember stopping at one 
farm where the owner was plowing 
his fields,” Cole relates. “The team 
of horses were trained for their 
work, but of course they were using 


a lot of time. 
* ” * 








“‘HOW ABOUT letting me do it — 


with the tractor?’ I asked as I 
stopped alongside the farmer's 
fence,” Cole said. 

“We had the whole job done be- 
fore dark. Then the farmer said: 
‘Could you leave the thing here 
overnight? I’d like to show Maw 
how it works.’ He bought one a 
few days later.” 

Cole, now 50, started out to be 
a lawyer, but a summer job with 

an automobile body company got 
him interested in mechanics. 
Sponsored by GM’s Cadillac Di- 
vision, he enrolled in the General 
(See WILKIE VIEWS, Page 50, Col, 5) 





Volvo Truck Here— 


The first shipment of Volvo diesel trucks 
to reach the U. S. is unloaded at Newark, 
N. J. The shipment consisted of 60 medium 
and heavy-duty models with gross com- 
bination weight ratings of 40,000 to 68,- 
000 pounds. All are driven by six-cylinder, 
four-cycle, direct-injection diesel engines. 
Sales of Volvo trucks will be limited to 
the states along the Atlantic Coast, accord- 
ing to Volvo Import, Inc. As soon as feas- 
ible, sales will be widened to include 
additional states. 
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Rambler’s New Lower 1960 
Prices Put Rambler Dealers 
In The Strongest 


| Sales Position In Their History 


RAMBLER’S PRICES START *117 BELOW 
THE LOWEST PRICED COMPETITIVE CAR 
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"a | New lower prices on the Rambler American HERE’S WHY— 

° | and Rebel V-8 Models put Rambler dealers i iil att 

c | in a position to cash in on the high volume + renee ee sti capstan 
untried cars. Rambler is proved by 10 years’ experience 
| _ of showroom traffic generated by the 1960 csi tie bilitien caaendiianian cline 


Rambler introduction. 
R bler dealers will tell you “Buyers @ Only Rambler offers a complete line of Compact Cars... 
oe 3 wheelbases. 
who have seen the new entries in the 
Rambler field are switching to Rambler @ Rambler’s low first cost, top economy and high resale value 
in even greater numbers.”’ make the Rambler buyer’s dollar even bigger in 1960! 


Why Not See How You Can GO And GROW With RAMBLER? 
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MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
Dear Sir: Will you please provide of with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inqu oy aie to head to the strictest ncaa: 


We Have the Proved Product for the 
Exploding:Compact Car Market... 
YOU Have the opportunity! 


Re eee Alse Available in Canada and important Export Markets. 
in Canada Write te: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 


NAME 
ADDRESS_ 
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Last Steel Strike? 





AUTOMOTIVE NEWS, JANUARY 18, 1960 


Auto Milestones 


Mitchell Calls Pact 
Anti-Inflationary 


By Frank Gawronski 
Staff Writer 


ECRETARY of Labor James P. 


Mitchell last week defended} 


terms of the recent steel settlement 
recommended by himself and Vice- 
President Richard M. Nixon. 

In a speech to the Economic 
Club of Detroit, Mit- 
chell declared the 
steel contract did 


not grant steel! 


workers excessive 

gains “and thus can- 
not set off a wage pattern with 
highly inflationary effects.” 

“Mr. (Roger) Blough, chairman 
of the board of U.S. Steel, has said 
that the average annual increase in 
hourly employment costs resulting 
from this settlement will be 3.5 
percent to 3.75 percent. 

“This is in contrast to other 
steel settlements during the post- 
war period, during which hourly 
employment costs have been ris- 
ing, according to Mr. Blough, at 
an average of 8 percent a year. 

“The steel companies and the 
steel union, in the present settle- 
ment, have cut the postwar trend 
in half,” Mitchell said. 

The basic steel wage increase of 
seven cents, he added, is less than 
the average wage settlement for 
1959. He said 65 percent of the wage 
increases in 1959 exceeded the steel 
hike. 

“What this means is that the 
steel wage settlement is in line 
with others negotiated this year, 
and thus cannot set off a wage 
pattern with highly inflationary ef- 
fects, as has happened sometimes 
in the past,” Mitchell declared. 

* * * 

ragga said a great part of 

the misunderstanding about 
the steel pact is due to news ac- 
counts that failed to take into ac- 
count the fact that the settlement 
has been described in terms of total 
employment costs to the compan- 
ies, while other major settlements 
have been described in terms of 
wages and benefits to employes. 

“On the basis of this settlement 
—I am convinced that if manage- 
ment and labor mutually seek, 
as I know they will, to increase 
the rate of productivity in the 
steel industry, Mr. Blough’s state- 
ment that there will be no price 
increase at present will be good 
for some time to come,” Mitchell 
said. 

“Certainly no one can predict 
price stability indefinitely because 
other cost factors than wages enter 
into the determination of price pol- 
icy,” he said. 

Mitchell asserted it was likely the 
count: may have seen its last 
steel dispute. 

“With goodwill and good sense, 
and an awareness that an eco- 
nomic institution like a steel cor- 
poration and a labor union must 
serve the public interest as fully 
as its own interests, it could be 
possible—on the basis of this set- 
tlement—that the U. S,. will have 
seen its last major steel strike,” 
Mitchell declared. 


* * * 


PESANWHILE, proposals for 
major changes in handling un- 


Dealers’ Sales Dip 
By 23 Percent 


WASHINGTON. — New-car deal- 
ers’ sales in November totalled 
$2,284 million, off 23 percent from 
the October total but 4 percent 
above the figure for November, 
1958, the Commerce Department re- 
ported. 

Total retail sales in November 
amounted to $17,635 million, down 
8 percent from October but 3 per- 
cent above November, 1958. 

Tire, battery and accessory deal- 
ers’ sales in November were $211 
million, off 7 percent from the 
month-earlier total but a gain of 8 
percent from November, 1958. 

November volume of service sta- 
tions totalled $1,433 million, down 
2 percent from October but a gain 
of 7 percent from the figure for 
November, 1958. 








fair labor practice cases before the 
National Labor Relations Board 
were made last week by the board’s 
Committee on Rules Revision head- 
ed by board member Joseph A, Jen- 
kins. 

It is estimated that this could 
be shortened by more than 30 per- 
cent if the committee’s recommen- 
dations are adopted. 

The committee would limit the 
number of appeals to the board 
from decisions by NLRB trial ex- 
aminers. 


Churchill Puts 
S-P Earnings 
At $28.5 Million 


CHICAGO.—Harold E. Churchill, 
president of Studebaker-Packard, 
told a meeting of investment an- 
alysts here last week that prelimi- 
nary, unaudited figures indicated 
S-P’s 1959 profit was approximately 
$28.5 million. 

Churchill attributed the increas- 
ed earnings to “uninterrupted pro- 
duction despite the steel strike, 
plus public acceptance of our new 
models, evenly paced production, 
orderly inventory cleanup at the 
end of the 1959 model year and 
minimal dealer warranty costs dur- 
ing the year.” 

Churchill had previously esti- 
mated S-P earnings for the year at 
“in excess of $25 million.” The profit 
will be the first for a full year since 
the company was formed by the 
merger of Studebaker and Packard 
in 1954. 

The Lark market penetration 
goal for 1959 of 2.5 percent was 
achieved, said Churchill, and dur- 
ing the last two months of the year 
actually reached 3 percent. 

“Most significant, regarding earn- 
ings during the fourth quarter,” 
said Churchill, “was the fact that 
we had a level operating rate. We 
had neither sprints of overtime nor 
the extra costs of penalty steel to 
reduce profit as factory sales and 
production pushed ahead past our 
modest breakeven point.” 

He continued, “Important to your 
understanding of our company, and 
our fourth-quarter position, is the 
fact that Studebaker’s break-even 
point is the lowest in the indus- 
try.” 

Churchill said introductory sales 
of the 1960 Lark ran substantially 
ahead of last year. He said the new 
four-door station wagon and the 
Lark convertible accounted for 25 
percent of retail deliveries in the 
introductory period. Nearly 10 per- 
cent of total deliveries were con- 
vertibles, almost double the indus- 
try average. 

Said Churchill, “We can now see 
that this development would have 
brought us solid sales volume even 
if competition had not been handi- 
capped by the steel shortage and 
shutdowns.” 





William H. Alen, right, Lincoln-Mercury 
the symbolic green flag starting Southern 


L-M Dealers Launch PDQ Sale— 





Buick's 10-Millionth— 


The body for the 10,000,000th Buick drops onto its chassis on the assembly line 
at Flint, with a workman who helped assemble the 1,000,000th Buick on hand to 
greet it. Milton Eneix, center, a 45-year Buick employe, was working on the line 


March 21, 1923, when No. 


1,000,000 went through production. 


With him are 


H. Richard O'Hara, left, superintendent of the final assembly plant, and Donald F. 
Taylor, Buick general manufacturing manager. 





Achievement for Rambler— 


American Motors is the first independent auto company ever to build 400,000 cars 
in a single year. The milestone car came off the line at Kenosha, Wis., on Dec. 30. 
Production for the full year totalled a record 401,446, putting Rambler in third place 
in the production race in 1959. American Motors, which built cars on a two-shift 
six-day basis through most of the year, will add a third shift in February. 


Record 12,000 Expected — 
At 43rd NADA Convention 


WASHINGTON.—Advance regis-| 30, at the Shoreham Hotel, and con- 
trations indicate NADA’s 43rd an-/current sales and service sessions 
nual convention and exhibition here| will be held that afternoon at the 
Jan, 30-Feb. 3 will have the largest| same hotel, 


dealer and industry participation in 
the event’s history, according to 
Convention Chairman A, Leftwich 
Sinclair jr. 

Between 12,000 and 13,000 per- 
sons are expected to attend the 
five-day meeting at the Shoreham 
and Sheraton Park hotels, he 
said. Space in other major hotels 
has been assigned for use by 
manufacturers and allied indus- 
try groups who plan hospitality 
events, receptions and parties. 


The convention registration desk 
opens at 8:45 a.m, Saturday, Jan. 


Los Angeles district sales manager, drops 
California Lincoln-Mercury dealers’ “‘price- 


deal-quality” sales campaign. PDQ stands for the sales points to be emphasized dur- 


ing the two-month program involving the largest promotional budget for local L-M 





Participating in the sales pro- 
gram will be Armand J. Gariepy, 
Barre (Mass.), sales training au- 
thority who will speak on “En- 
ergizing Your Sales and Service 
Staffs,” and E. R. Taylor, executive 
vice-president of the Motorola 
Corp., whose topic will be “The 
Swinging Pendulum,” 


Speakers on the Saturday after- 
noon service session will be Clar- 
ence Wickham (Ford), Tarboro, 
N. C., who will speak on “Service— 
The Backbone of This Business,” 
and Donald P. Nelson, president of 
U. S. Parts Corp. and U. S. Indus- 
trial Engine Corp., whose topic will 
be “Better Profit and the Parts De- 
partment.” 


A nonsectarian, layman-led 
worship service—a highlight of 
NADA conventions for five years 
—will take place Jan. 31 at the 
Sheraton-Park Hotel. 


Sunday afternoon also will be de- 
voted to sales and service sessions. 
Speakers include Gariepy, “The 
Latest Creative Selling Skills and 
Techniques;” Arthur Hawkes, 
Chaplin Motor Co. (Cadillac), Port- 
land, Me. and Louis W. King, King 
Motor Co. (Oldsmobile), Fort Lau- 
derdale, Fla. Hawkes will speak on 
the “Relationship of Proper Recon- 
ditioning to Fast Used-Car Turn- 
over,” and King will speak on “The 
Used Car—A Red Ink Eradicator.” 

Service speakers will be Frank 
Tighe, editor of Motor Age, whose 
topic will be “The Service Business 
—Where Did It Go?—Out, What 


dealers in recent years. The drive is timed to take advantage of the buyer interest| Did You Do? — Nothing,” and 
created by settlement of the steel strike. Officers of the Southern California Lincoin-| Robert Young, president of Auto- 
Mercury Dealer's Assn. seated in cars are C. B. Knickerbocker, vice-president, center,| ™Otive Enterprises, Birmingham, 


and Art Hannifin, president, right. 





(Continued on Page 51, Col, 1) 





Local Assn. Held 
Best Dealer Aid 


Akron’s Taylor Rips 
Poor NADA Liaison 


AKRON. — “Belly-achers” and 
“free-loaders” in dealer associations 
were rapped by George R. Taylor 





in a farewell address extolling the § 


benefits of local dealers groups to 
their members. 

Taylor, outgoing president of 
the Akron Automobile Dealers 
Assn., spoke at the group’s 33rd 
annual meeting at which Joe 
Conn (Ford) was named to suc- 
ceed Taylor. 

Taylor said he had beenan AADA 


member for 25 years, and that he/ 


joined for “sound business reasons 
and not because of some whim or 
for social purposes.” 

“We are in business for a profit, 


ALS a, 7S 


wie 


ipamonis hs dace 


and I am a member because it is | 


good business for me to be a mem- 
ber,” he added. 

Taylor said NADA and state as- 
sociations do not understand the 
value of the local dealer group. He 
called the lack of closer relations 
“regrettable.” 

Many of the problems for 
which NADA and the state 
groups are seeking legislative 
remedy already have been dis- 
cussed and resolved on a local 
level, Taylor said. 

“It is in the local association that 
dealers take their coats off and go 
to work in the field of competition 
among fellow dealers,” he added. 

“Local problems like unions, per- 
sonnel, advertising, credit unions, 
finance companies, insurance ad- 
justments, the service shop and 
charge accounts can make or break 
a dealer in a short time. We can’t 
forget a bad situation. We must 
handle it or live with it.” 

Taylor added that NADA, with 
closer ties to the local group, 
“could learn a great deal more 
about the bread-and-butter func- 
tions of an association, as well 
as learn how many NADA-in- 
spired programs disintegrate 
when they are given the ‘field 
test.’” 

He did commend NADA for its 


efforts in improving dealer-factory © 


relations. 
Taylor said all dealers benefit 


Fe) Ninn 


from activities promoted by local — 


associations down through the 
years. He added that “the least any 
dealer can do is to show his appre- 
ciation by always being a member.” 

Urging dealers to take an active 
part in their association, he said 


“if we are to ever raise the stand- © 


ards in this business to insure re- 
spect and dignity, 


we must first © 


gain respect at home. It will never © 


come from the top down.” 


Credit Expansion 
Slows Down in 


Midst of Strike 


WASHINGTON.—The volume of 
auto credit outstanding increased 
by $10 million in November, the 
smallest of 12 straight monthly in- 
creases since the end of the reces- 
sion, the Federal Reserve Board re- 
ported. 

The boost brought auto credit 
outstanding on Nov. 30 to $16,669 
million, a record high and $2,505 
million higher than it was a year 
earlier. 

The board traced the reduction 
in the rate of auto credit expansion 
to the steel strike which cut total 
auto sales. 

All types of consumer credit ex- 
panded in November. Total install- 
ment debt amounted to $38,723 mil- 
lion on Nov. 30, up $302 million dur- 
ing the month and up $5,401 million 
in the last year. 

For some reason, appliance sales 
appear not to have suffered from 
the steel strike, “Other consumer 
goods paper,” a class of debts made 
up largely of appliance loans, in- 
creased by $153 million in Novem- 
ber, compared to a $144-million 
boost in October. Auto debt in- 
creased by $189 million in October. 

Auto loans credit extended in 
November amounted to $1,313 
million compared to $1,564 mil- 
lion in October and $1,103 million 
in November, 1958. 

Auto debt repaid in November 
totalled $1,303 million, compared to 
$1,375 million in October and $1,193 
million in November, 1958. 
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WHEN vou'rRE SELLING CARS -ReEmeEmBER 


The Chicagoans 
with m@re money 
O spend... 
spend mere time - 
with the 
CHICAGO DAILY NEWS 


The Chicago Daily News is read by the families 
who buy new cars—families whose median in- 
come is $1070 a year higher than Metropolitan 
Chicago as a whole. In addition, the Daily News 
median adult reader spends at least 35% more 
time with his newspaper than readers of the 
other Chicago dailies. 








For these and for other reasons, the Daily News 
has been a leader in new passenger car adver- 
tising for many years. If it’s new, tell folks about 
it in the Chicago Daily News! 
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AUTOMOTIVE NEWS PLATFORM 


¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


What Next in Labor? 


oe the standpoint of the public interested in long-term 
labor peace, the steel settlement offers little in the way 
of cheer for the future. 
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It is true that we have slipped past a particular crisis 
which threatened the whole economy, but, as it appears 
to us, it took Big Government to induce Big Industry to 
give into Big Labor so that we could avert the Big Danger. 
Where does that leave us? Waiting for the next crisis? 


Lawmakers should review the labor laws in the light of 
a labor monopoly situation that is as big a threat as monop- 
oly in business ever was. 


Sales Stimulation Needed 


Semel of the steel strike set auto production off 
at a record rate. How long will this continue? Field 
reports from many areas indicate the market has grown 
cold. 


Doubtless the big auto shows, which are just getting 
under way, will help stimulate the market. 


But, it must be recognized, too, that it will take plenty 
of promotion on the part of the industry to get the average 
person back to thinking of autos with the degree of enthusi- 
asm necessary to make him a good prospect. 





Coming 
Events 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., 13th Annual 
samcontion, Eden Roc Hotel, Miami 
eac 


Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

March 20-22— Automobile Dealers Assn. 
of North Dakota, Hotel Ryan, Grand 
Forks, 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn, of 
Alabama, Buena Vista Hotel, Biloxi, 


Miss, 

Apr. 24-26—Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 
ay 1I-3— Georgia Automobile Dealers 

:, British Colonial Hotel, Nassau. 

ne 5-6—Joint Convention of Kansas 

otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 
Muehlebach, Kansas City, Mo, 

May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge,~South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 29-3i—New Mexico Automotive Deal- 
ers Assn.. Western Skies Hotel, Albu- 
qerque, 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
Sept. I1-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 

Beach N. H. 

Sept. 12-13—Minnesota Automobile Deal- 

ers Assn., Leamington Hotel, Minne- 


apolis, 

%& Sept. 18-19—Kentucky Automobile Deal- 
ers‘ Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
pone, The Concord, Kiamesha Lake, 


+ Sept. 19-20 -— Wisconsin Automotive 
_— Assn., Hotel Schroeder, Milwau- 
ee. 
* * * 


Auto Shows 


Jan. 15-25—I nternational Automobile 
Show, Mexico City. 
Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 

cago (includes imports). 
Jan. 17-23—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
— Memorial Auditorium, Greenville, 
Jan, 23-30— Baltimore Auto Show, Fifth 

Regiment Armory, Baltimore. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami, 

Jan. 26-31—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne (includes 
foreign cars). 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
octets imports), 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 9-13— St. Petersburg Auto Show, 
Crossroads Shopping Center, St. Peters- 


burg. 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 19-2I—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

March 30-April. 3 — Louisville Auto Show, 
Kentucky Fair & Exposition Center, Louis- 


ville. 

Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
seeeeinia. (Foreign and Domestic 


ars. 
Apr. oes —ioternationsl Auto Show, Coli- 


seum, New York, 
(See CALENDAR, Page 46, Col. 4) 


was 22.9 miles per gallon. 


10 Years Ago 


A breakdown of 1949 production shows that General Motors, Ford 
Motor Co. and Chrysler Corp. built 85.99 percent of the 5,119,154 units 


produced. 








The Big Stories 


34 Years Ago 

Price reductions ranging from $75 to $205 are announced by Dodge. 
After distributing $33,546,364 in dividends to stockholders, General 
Motors Corp. has reserves in excess of $130,000,000 in cash and secur- 
ities, according to Alfred P. Sloan jr., president. 


20 Years Ago 
Studebaker captured all three places in the grand sweepstakes of 
the Gilmore-Yosemite Economy Run. Rain, head winds and snow 
marked the progress of the race over the 306-mile course from Los 
Angeles to Yosemite. Combined average of the 28 competing cars 


Automotive Cartoon 


Of the Week 





“Hello, Mr. McShane, you said you might buy a new car 
next year—are you ready yet?” 


Letterbox 





used if you so request. 





Wants None of It 

Has Automotive News joined 
NADA in attempting to brainwash 
the nation’s new-car dealers re- 
garding territory security by re- 
sorting to false figures, rigged per- 
centages, slanted editorials and 
comment? 

Your “Capsule Comment” of the 
Dec. 28 issue makes a flat state- 
ment that results of the recent 
Oklahoma poll on territory secur- 
ity “show 686 percent of that 
state’s dealers in favor of such 
legislation .. .” 

This is, according to your own 
publication, an absolutely false 
statement for in your newspaper 
dated Dec. 21, you reported that 
7100 dealers were polled in Okla- 
homa, that only 395 dealers re- 
plied to the questionnaires and 
that only 266 dealers voted in 
favor of territory security. This, 
then, amounts to only 38 percent 
of the dealers polled voting in 
favor of territory security. Where 
do you get the 68.6 percent of 
the state’s dealers? 

Incidentally, I wonder if the Ok- 
lahoma dealers voting in favor of 
territory security, or any other 
dealers pushing for passage of the 
Monroney bill, are suffering from 
any delusions that the manufactur- 
ers will “give’ a dealer an addi- 
tional discount, rebate or allowance 
on new-car sales to persons resid- 
ing in the dealer’s area of respon- 
sibility? 

While appearing as one of the 
Carolina “rebel” witnesses before 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 






















the hearings held last June 23 be- 
fore the Senate Subcommittee on 
Automobile Marketing Practices 
(territory-security hearings) I 
stated that I, as a dealer, had to 
buy my parts books and catalogs, 
advertising brochures, new-car lit- 
erature, special tools, training films 
and even the upholstery and paint 
sample book. 

The manufacturer gives us noth- 
ing but the right to sell his prod- 
ucts and it is inconceivable that, 
with passage of “permissive” legis- 
lation, that manufacturers will 
promptly “give an additional dis- 
count.” 

Already the manufacturers 
have cut the traditional discount 
by 20 percent on the compacts 
and legislation as encompassed 
in the Monroney bill will make 
it quite simple to do the same 
on the full-sized cars and on 
trucks. 

The percentage of discount 
makes but little difference in to- 
day’s market but if, as has been 
suggested, the manufacturers grant 
an incentive for sales within a deal- 
er’s territory, it will simply mean 
that the dealer cost on new cars 
will be raised. 

Suppose that the manufacturer 
decides to pay 5 percent of the list 
price or, in round figures, $150 on 
each unit sold within a dealer’s 
area of responsibility; it is only 
logical that the $150 will be added 
to the factory invoice when the 
unit is shipped and rebated, after 
deducting administrative costs, 
when and if the car is sold within 
the dealer’s area. 

The car will cost the dealer 
more, the car will cost the cus- 
tomer more and the dealer will 
never recover his $150 if the car 
is sold outside his own area! 

Presumably, unless some’ special 
agreement is worked out with the 
Government, the additional $150 
will be subject to the usual 10 per- 
cent Federal excise tax and cannot 
be recovered by the dealer regard- 
less of where he sells the unit. 
Another point I would like to 
make is that while the Monroney 
bill states that “the manufacturer 
and dealer establish the dealer's 
area of responsibility,” I have never 
known a dealer who had any part 
in establishing his area of respon- 
sibility. A dealer merely accepts 

(See LETTERBOX, Page 47, Col, 2) 
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That’s the message to be seen by millions of prospective 
1960 car buyers in General Motors striking new magazine 
advertising campaign. These exciting full-color “‘showcases”’ 
convey in a brand-new way the pleasure and satisfaction 
that only new car ownership can bring to the entire family. 


And right now American families are really ready for that 
new car! They have more disposable income than ever 
before —along with the leisure time to enjoy it like never 
before. Economic authorities predict this trend will continue 
—with income and living standards during the next ten 
years to be far in excess of what we witness even in today’s 
unprecedented prosperity! 


To help insure a continuing share in the benefits of such 
an expanding economy for General Motors dealers, this 
new advertising campaign attaches real excitement to new 
car ownership. Readers are reminded of the pleasure, com- 
fort, safety that go with their purchase of a new car—told 
that nothing they can buy can return so much for ‘so long 
as will their investment in the exciting new styling and 
engineering features of the 1960 General Motors cars. 


These traffic-building ads will be seen by millions in 
leading national publications. Watch for them—you’ll see 
why it’s great to be a GM dealer in the Sixties! 


GENERAL MOTORS 


GO GM FOR 60 


CHEVROLET - PONTIAC - OLDSMOBILE - BUICK - CADILLAC - ALL WITH BODY BY FISHER 
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AUTOMOTIVE WASHINGTON 


Riss’ $90-Million Battle 
Vs. 23 Railroads Is On 


By William Ullman 


Washington Bureau Chief 


$90-MILLION (or more) 


A 


battle between one trucking 


firm and no less than 23 major railroads is under way 


in U. S. District Court in Washington. 


Presiding Judge John J.® 
Sirica told jurors they could 
expect to sit for six months to 
hear the complex and far-reaching 

case. 

It began five 
years ago when 
Riss & Co., Inc., 
Kansas City 
trucking firm 
that is one of the 
country’s largest, 
filed antitrust 
charges against 
85 railroads, four 
trade associa- 

am tions, and one 

William Ullman public relations 
firm. Riss alleges that the railroads 
and associations conspired to re- 
strain interstate commerce by elim- 
inating Riss as a competing firm. 

As the case opened in Washing- 
ton, 62 of the railroads had been 
dropped from the suit, leaving 23 
rails and the five other defendants. 

Riss asks for $90 million in 
damages under the Clayton Act, 
which allows triple damages for 
firms injured in violation of anti- 
trust laws. 

Involved on the case are charges 
of lobbying with local governments 
and of phony publicity campaigns 
aimed at driving one carrier or an- 
other out of business. 

So complicated is the case that 
Judge Sirica took the extraordinary 
step of outlining the case and anti- 
trust laws to the jury in advance. 
Normally, a judge does this after 
evidence has been presented. 

aa * + 


Truck Tonnage Up in ’59 

- TRUCK-RAIL competition out- 
side the courts, railroads car- 

ried more freight in 1959 than 

truckers—but the truckers made a 

bigger percentage gain over 1958. 

The U. S. Chamber of Com- 
merce estimated rails moved 575 
billion ton-miles of freight last 
year, versus 290 ton-miles for 
truckers. But truck tonnage car- 
ried was up 11.5 percent over 
1958. Rails gained only 4.2 per- 
cent. Part of this slow gain was 
blamed on the steel strike. 

In passenger travel, the auto was 
king. The chamber estimated cars 
went 670 billion passenger-miles in 
1959, compared with 22 billion for 
railroads, 24 million for intercity 
bus, and 29 million for airlines. 

+ * om 


GSA Buys Ramblers 


HE General Services Adminis- 
tration, Uncle Sam’s housekeep- 


IH Unit ee 
As Patrol Wagon 
And Ambulance 


SPRINGFIELD, O.—Beach Mfg. 
Co., of nearby Donnelsville, is out- 
fitting 28 International Harvester 
panel trucks for use by the Chicago 
police department. Officials of 
Beach and IH feel the program 
offers a wide sales potential. 

The trucks will be used as com- 
bination patrol wagons and ambu- 
lances. 

Dale E. Miller, special equipment 
supervisor and coordinator of IH’s 
Springfield Works, is talking with 
Officials of several other cities 
about the vehicle’s advantages. 

IH mounts the panel body on a 
B-100 chassis and equips it with a 
BD-240 engine. Beach then takes 
over to install heavy-duty uphol- 
stery on the ceiling and sides, facil- 
ities for carrying two litters and a 
cot, a blanket compartment, spring- 
type seat racks and other features. 

The vehicles also are equipped 
with two-way radio, siren, flasher 
lights and life-saving equipment. 


er and chief purchasing agent, has 
bought some new cars, including its 
first fleet of Rambler Americans. 

Biggest of the new contracts 
was for $5,983,747, and went to 
General Motors for 60 cars and 
3,753 light trucks, 


Contracts also went to Chrysler 


VA 


A 


Corp., totalling $3,114,677 for 1,295 
passenger cars; to American Mo- 
tors Corp., totalling $916,303 for 340 
Americans and 292 standard Ram- 
blers, and to Studebaker-Packard 
Corp., $717,944 for 491 passenger 


cars. 


x * * 


| Social Security in Red 


Ss red for the second year in a 
row in 1959, as lawmakers prepared 
to liberalize benefits this session. 
The deficit last year ran to 
more than $1 billion, officials esti- 
mate, though they expect increas- 
ed contributions which began 
Jan. 1 to put the program back 
in the black this year. 
Meanwhile, House Speaker Sam 
Rayburn, Texas Democrat, pre- 
dicted that a bill to permit work- 
ergs under 50 to receive total dis- 
ability benefits would pass Congress 
this session. A variety of other 


OCIAL SECURITY was in the | 


measures to increase benefits al-|from the Russians in highway de- 
ready are in the hopper. sign? 
& * * 
M2rE than 2,500 scientists, engi-| SBA Advises on Computers 
neers and administrators con-| ~ ATEST of the Small Business 
vened in Washington last week at Administration’s Management 
the 39th annual meeting of the| Aids tells how small firms can use 
Highway Research Board. They|computer services, even if they 
|traded information on new ad-|can't afford to rent or buy the 
|vancesg in highway construction, | electronic brains.” 
traffic operations, driving safety}. SBA says they can buy the serv- 
and city problems. ices from a computing organiza. 


h k ‘ tion. It cited the example of a 
The week-long meeting em- |trucker who wanted to know the 


braced a wide range of problems, | most economical route for his 
including: trucks to follow. A computer came 

Are drivers sitting too low for|up with the answer in just a few 
safety? hours, after analyzing 10 million 


How do tinted windshields affect | Possible route combinations. 


night driving? a a 
Does edge-marking of roads re- Essler Buys AMC Deal 
i ? 
duce accidents? FAIRMONT, Minn.—Howard E. 
Essler of Motor Inn Co. in this city 


® * * 


What is the trend of performance 
characteristics for passenger cars?| and Blue Earth, Minn., has pur- 
Do we have anything to learn! chased Beyer Rambler here. 
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SHOCK ABSORBERS 
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Lawsuits Affecting Dealers ... 
ni | Court Decisions 





. a By Leo T. Parker in Haskell Co. v. Weeks, 237 Fed. 
they a , % Attorney at Law (2d) 263, it was shown that one 
the a : j ONSIDERABLE discussion has|Weeks was employed by Haskell 
Ts 7 arisen from time to time over|Co. to work away from the em- 
serv-§ § ape af = = the legal question: If an auto dealer | ployer’s premises. The contract of 
niza- na ; ' ad 2 "/hires an employe to work away | employment provided that Weeks 
f omar ‘ from the dealer’s would be furnished living facilities, 
the . premises, is the including board and meals, while 
his employer liable he was employed on this job. At 
> . and responsible the job location, Weeks was housed 
“tow to the employe in a dwelling. One day the dwelling 
ion for damage or caught fire and Weeks’ belongings 
" loss of his per- were destroyed. 
sonal belongings? Weeks sued Haskell to recover 
Last month a the value of these articles. In indi- 
New Home for Valley Motor— higher court an- cating that the latter is liable to 
i E. Valley Motor Co. (Ford), has moved into this 23,000-square-foot -building in Salem, swered this ques- Weeks for full value of his destroy- 


city Ore. The dealership, located on an 85,000-square-foot site, features 32 service stalls, pon in the affirm- ee ee Ganda Ge) is i 
- i hop. T f the stalls are equipped to service trucks. | ative. I \ 
a a tek te padean of Oo pcg ed ae a For illustration, L. T. Parker ble under such conditions, for any 
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ONRO-MATIC SHOCKS 
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*99 
- 
“I’m joining one of the biggest promotional millions of car owners twice each morning, 
drives in the automotive service industry to Monday through Friday, over your local Mu- 
bring you more customers for Monro-Matic tual network radio stations. Pi be tying in 
shock absorbers and Load-Levelers*—two with Monroe’s walloping advertising campaign 
products that already have taken the trade in the top-circulation magazines to bring your 
by storm! sales of these two great Monroe ride control 


“My ‘Monroe Sportsreel’ will be beamed to products to an all-time high!” 
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BILL STERN’S “MONROE SPORTSREEL” ) 
ADDS TERRIFIC IMPACT TO THIS BIGGEST Wi: 


OF ALL AUTOMOTIVE SERVICE CAMPAIGNS! 
Millions of car owners—your customers—see big, full-page Monroe ads month 
after month in Lire, THE SATURDAY EvENING Post, PopULAR MECHANICS, 
Sports AFIELD. (This advertising, while national in scope, is designed to whip 
up sales right in your community.) There’s a landslide of Monroe promo- 
tional material available for you—newspaper mats, radio and TV spots, 
24-sheet posters, display stands, window streamers, folders to hand to your 
customers—to help you tie in directly with this all-out campaign! 








































Monro-Matic shock absorb- Load-Levelers*—Monroe . 
ers stabilize a car, keep stabilizing units with built-in — MONROE - 
wheels from bouncing off the ride control for a level ride 













road, prevent hard steering under all road and load con- 
and extra tire wear... give ditions—prevent bumping on 
an extra measure of safety. driveways, swaying on 
The 60-day Free Ride guar- curves, and “bottoming.” 






antees customer satisfaction. Hottest item in the trade! 








If you’re not already tied in with this greatest of all Monroe promotions, 
check today with your jobber for details on the big profit-making deals waiting for you! 


MONROE AUTO EQUIPMENT COMPANY ° Monroe, Michigan 
In Canada, MONROE-ACME LTD., Toronto, Ontario + In Mexico, MEX-PAR Box 21863, Mexico City 


WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 
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negligence which makes the place 
where he required his employe to 
stay, unsafe.” 

* * ok 


Innocent Must Suffer 


HE law is well established as 

follows: Where one of two in- 
nocent parties must suffer, he who 
committed the mistake must bear 
the loss. 

For instance, in Mercantile Ac- 
ceptance Corp. v. Liles Brothers 
Motor Co., 334 Pac. (2d) 983, the 
testimony showed these unusual 
facts: The Liles Brothers Motor 
Co. operates a wholesale used-car 
lot. During 1956 the company sold 
some 15 autos to Sacto Auto Co. 


Liles procured drivers to deliver 
the autos to Sacto at its lot. The 
general practice was established 
between Liles and Sacto that the 
former would send the certificates 
of title with bills of sale and in- 
voices with a sight draft to a bank 
with instructions that the docu- 
ments be delivered upon payment 
of the draft. 

An important part of the testi- 
mony showed that sometimes drafts 
and accompanying papers remained 
in the bank for several weeks be- 
fore being paid, and in the mean- 
time some of the cars would be 
sold by Sacto to purchasers under 
conditional sales contracts which 
were purchased by a finance com- 
pany. This finance company did not 
receive any certificate of title to 
any of the cars at the time it dis- 
counted the contracts. 

* * om 


Finance Company Sues 


L EGAL controversy developed 

when Liles failed to endorse the 
certificates of ownership of certain 
autos and deliver the certificates to 
the finance company. The latter 
filed suit and asked the court to 
compel Liles to endorse and de- 
liver these certificates of title to it. 

The Liles counsel contended it 
should not be compelled to en- 
dorse and deliver these certifi- 
cates to the finance company be- 
cause Sacto already had sold the 
cars to innocent purchasers, and 
further that the finance company 
was stopped from receiving the 
certificates. 

However, the testimony showed 
that officials of the finance com- 
pany had done business with Sacto 
for some time and that up to Janu- 
ary, 1956, no problem had arisen. 
The higher court ordered Liles to 
endorse and deliver certificates of 
the autos involved, saying: 


“Mercantile Acceptance Corp. did 
not have actual knowledge that 
Sacto did not have title to the 
autos. The titles retained by Liles 
in this case were for security pur- 
poses. 

“There is no question but in the 
instant matter, Liles Brothers 
Motor Co. knew that Sacto Auto 
Co. was to sell these cars to the 
general public. Liles, of course, 
knew that with the sale of an 
automobile, financing is generally 
required. 

“Here financing was done by the 
plaintiff (Mercantile Acceptance 
Corp.) and Sacto Auto Co. received 
full payment for the cars. Where 
one of two innocent persons must 
suffer by the act of a third, he, by 
whose negligence it happened, must 
be the sufferer.” 


Cadillac Quality 
Gets New Boost 


DETROIT.—James M. Roche, 
Cadillac general manager, an- 
nounced an organizational re- 
arrangement which he said is in- 
tended to give even greater em- 
phasis to quality. 

The changes involve the creation 
of a reliability function and the 
promotion of E. D. Sols as direc- 
tor of reliability. Solms, who started 
with Cadillac in 1934, is an assistant 
to Roche. 


Under the reorganization, the 
activities of inspection and quality 
control are assigned to the relia- 
bility department. Continuing to 
head the inspection and quality 
control functions is P. J. Galetto, 
a 42-year veteran with Cadillac. His 
new title will be director of quality 
assurance. 


Also reporting to the director of 
reliability is Cadillac’s product im- 
provement engineer, R. J, Milliman, 
who joined Cadillac in 1944. 








Nae nat ta inal 





re 








o 


a 





How is your market coverage ? 


Dodge Dealers now cover 


7 out of 10 new-car prospects! 


Under the Dodge Market-Programmed Sales Agreement, 
Dodge Dealers are geared to today’s changing market 

. with products that compete for 73% of the new- 
car market as well as 98% of the truck market. Highly 
select territories, now available, offer exceptional profit 
opportunities in many areas. 


Hard work and determination are rewarding. But when you 
put in longer and longer days and yet profits don’t keep up— 
you can’t help but wonder. 


Am I caught in a shrinking market? Many a dealer today 
finds himself limited in upward growth. Recent changes in 
consumer buying have reduced his share of the market. 


Is my sales agreement flexible enough? Many dealers are 
caught in a situation where their sales agreement isn’t keep- 
ing pace with market opportunities. They’ve got the gump- 
tion and the desire to go forward—but not the products. 


Dodge expansion keeps pace with market changes 


For 1960 Dodge came up with far-reaching marketing 
changes that answer the dilemma many dealers face today. 
First, the introduction of the Dodge Dart was a bold move 
into the still-growing low-price market. The Dart’s success 
today bears out the wisdom of expanding markets under 
the Dodge masthead. A second move was the repositioning 
of the 60 Dodge, resulting in a new and even more salable 
car in the medium-price field. And third, an already com- 


petitively priced line of trucks was improved and expanded. 
What this 1-2-3 adjustment means is: Now the Dodge 
Market-Programmed Sales Agreement gives a market cover- 
age no single-line dealer franchise can equal. It means that 
Dodge Dealers now can compete actively and effectively for 
7 out of 10 new-car sales and 9 out of 10 new-truck sales. 


Expansion opens choice territories 


Because of this planned expansion of markets, dealer oppor- 
tunities are open in all parts of the country. Some territories 
offering unusual profit potential may very well be located 
in your present trading area. Could the right potential 
justify your making a move? For details on the Dodge 
Market-Programmed Sales Agreement and on specific 
territory openings, contact in strict confidence: 


John B. Naughton, General Sales Manager 
Dodge Division, Chrysler Corporation 
Detroit 31, Michigan 


* * * 


Attention General Managers and Sales Managers 


If you’ve been waiting for the opportunity to step out on 
your own, look into the special Dodge Dealer Enterprise 
Program. For the man who has everything it takes except 
the necessary finances, the Dealer Enterprise Program can 
provide up to 75% of the capital required! 


In 1960 the big deal is | )(_)] (4; 


DODGE DART ¢« '60 DODGE #¢ DODGE TRUCKS 
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Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


ee in Federal aid for highways may. lead to} jake. 
proposals in some states for a revival of toll financing 


to guarantee interest payments on 
bonds for the span, which would 
run from Evergreen Point to Mont- 


New Jersey’s Assembly passed 


as a means of expediting highway and expressway construc-| and sent to the State Senate a pro- 


tion programs. Possibility of 
such a trend was recently in- 
dicated in Delaware, where the 
State Highway Commission asked 
the Delaware 
ee ee Memorial Bridge 
yf ’ Commission to 
study the feasibil- 
ity of converting 
most of one in- 
terstate highway 
project and sec- 
tions of others 
into toll roads, 

Those suggest- 

es ing the Delaware 
Re plan noted, how- 

Bethune Jones ever, that under 
no circumstances would any inter- 
state roads through Wilmington be 
toll highways. Toll barriers would 
be set up so that only interstate 
traffic would be charged so much 
a@ mile and not local traffic. 

The Delaware highway commis- 
sion specifically authorized Chief 
Engineer Richard A. Haber to ask 
the bridge commission to initiate 
a study “to determine whether or 
not FAI-1 (from the Delaware Me- 
moria] Bridge to the Maryland line, 
south of Newark) and perhaps 
other portions of the interstate 
highway system and other express- 
ways in New Castle County could 
or should be converted to toll facil- 
ities.” 

A decision to convert sections 
of Federal interstate highways in 
Delaware into toll roads would 
mean that those sections no 
longer would be built with Fed- 
eral funds, but would be financed 
by State revenue bonds. How 
various sections would be desig- 
nated toll and others free was not 
immediately indicated. 

Haber expressed belief that 
Maryland might join Delaware in 
a partial toll financing plan in view 
of the fact that Maryland also is 
feeling the effects of reduced Fed- 
eral highway aid allocations. 

* * * 


N OKLAHOMA, the State Su- 
preme Court took under consid- 
eration a case challenging the con- 
stitutionality of a toll road enabling 
act passed by the 1959 Legislature. 
The new law is intended to clear 
the way for financing two new toll 
highways. 

Under the Oklahoma act, the 
State would set aside up to $1 
million a year in taxes on gas- 
oline on the State’s 
present turnpike system for a 
trust fund to underwrite interest 
payments on revenue bonds for 
the proposed new pikes. 

The Indiana Municipal League 
recently adopted a resolution pro- 
posing a system of municipal toll 
roads. It urged the enactment of 
State enabling legislation to permit 
the construction of local freeways 
and throughways with the proceeds 
of bond issues to be repaid either 
by collection of municipal gasoline 
taxes, wheel taxes or by tolls paid 
by users. 

Chairman Joseph Lawler, of the 
Pennsylvania Turnpike Com mis- 
sion, has called for prompt action 
to eliminate increasingly serious 
bottlenecks at seven tunnels on the 
western portion of that toll super- 
highway. 

He noted that an engineering 
survey scheduled for early comple- 
tion has been exploring the feasi- 
bility of increasing the number of 
lanes in existing tunnels, building 
new tubes or constructing bypasses 
around the mountains. 

A new Pennsylvania law author- 
izes the pike commission to bore 
another set of tunnels on the super- 
highway. The Pennsylvania Legis- 
lature, however, did not provide 
any funds for the project. Lawler 
said it was estimated each new tun- 
nel would cost $9 million. 


* * . 
Mountain Tunnel 
= Washington State Toll 
Bridge Authority has retained 


consulting engineers to study the 
financial feasibility of constructing 





































The County earlier agreed to con- 
tribute $700,000 a year, if necessary, 


Most of your customers can't! 


posed compact with Delaware to 


a Naches Pass toll tunnel through| create a 10-member, bi-state agency 
the Cascade Mountains. The 1959|to operate the Delaware Memorial 
Washington Legislature appropri-| Bridge, erect a similar span ad- 
ated $100,000 for-the study. 
Meanwhile, the Washington | consider establishing a ferry serv- 
State Supreme Court scheduled a | ice between Cape May, N. J., and 
hearing for Jan. 25 to determine | Lewes, Del. 
the legality of an agreement be- 
tween King County and the State | as the Delaware River and Bay Au- 
Toll Bridge Authority to help | thority. Before it can start to func- 
finance a projected second Lake | tion, the plan also will require 
Washington bridge. 
Lawyers for the bridge agency | Tatification by Congress. 
filed an action asking the court to A Goes 
compel State Auditor Cliff Yelle to ~ THE general field of highway 
sign revenue bonds for the project, 
expected to cost some $30 million.|issuance and highway-user tax 
boosts loom as the probable trend.| 1960 cars were destroyed in a fire 
Among recent developments | at Valley Ford. 


jacent to the present bridge, and 


The new agency would be known 


Delaware legislative approval and 


financing, increasing use of bond 


pointing in this direction, in- 

creases in the Vermont state 

gasoline tax from 6% to 7% cents 

a gallon and automobile registra- 

tion and driver’s license fees by 

$10 and $2.50, respectively, were 
recommended by the governor’s 
fiscal advisory committee to fi- 
nance part of the State’s highway 
construction program in the next 
four years. Bonding also was sug- 
gested to defray part of the costs. 

Gov. James T. Blair of Missouri 
has been considering calling a spe- 
cial legislative session to consider 
problems left unsolved by the 1959 
regular session, including highway 
financing. 

Meanwhile, a joint state legisla- 
tive interim study commission has 
been conducting hearings on the 
highway financing issue, including 
a proposed state gasoline tax in- 
crease. 

The Delaware Legislature re- 
cently enacted a bill authorizing the 
State to borrow $14 million through 
bond issuance for the first year’s 
work on a two-year, $28 million 


Fire Destroys 15 Fords 
BURBANK, Calif.—Fifteen new 





— 


State Highway Department pro- 
gram. 
+ * * 


Tax Boost in Works 


A STATE gasoline tax increase igs 
expected to be proposed in the 
1960 session of the California Legis- 
lature. The boost to be sought may 
be as much as 1% cents per gallon. 
The West Virginia State Cham- 
ber of Commerce again is urging 
legislative action to submit to the 
voters a proposal for a State con- 
stitutional amendment authoriz- 
ing a $200 million highway con- 
struction bond issue. Such a plan 
was rejected by the 1959 West 
Virginia Legislature. 

A $200 million five-year Rhode 
Island road construction plan was 
recommended by Arthur D. Little, 
Inc., a consultant firm. It urged the 
State to borrow $16 million a year 
for five years, with Federal-aid al- 


locations to be used to pay off the © 


bonds. 

Gov. Price Daniel of Texas sug- 
gested that the new one-cent Fed- 
eral gasoline tax, due to expire 
after a 21-month run, should be 
continued by the State to finance 
farm-to-market roads and educa- 
tion. 

The Washington State Highway 


Commission authorized a multi-mil- © 


(Continued on Page 17, Col, 3) 





Winter blizzards and summer thunderstorms have a habit 


of swooping down on us, disrupting busy schedules, leaving 


roads slippery, often impassable. For the woman who can’t 
AFFORD to get stuck (and no woman can), bad weather can 
often mean a minor disaster. Time to start dinner. The children 


cold and upset. And John’s commuter train only five minutes 


from the station. 


Women—as well as men—want mobility when they need it. 


Mobility that will carry them through snow, mud and sand. 


Mobility that only a limited slip differential can give them. 


A limited slip differential stops wheel spin on slick surfaces, 


on unpaved roads, on rough terrain and on curves and turns, 


as long as one wheel can grip the road. 


Make sure that all the cars you demonstrate 


and sell are factory-equipped with limited 


slip differentials. 


CORPORATION 






















Toledo 1, Ohio 


SERVING TRANSPORTATION -— Transmissions * Auxiliaries * Universal Joints * Clutches * Propeller Shafts* Power Take-Offs 


Torque Converters * Axles * Powr-Lok Differentials * Gear Boxes * Forgings *® Stampings* Frames® Railway Drives 
Many of these products are manufactured in Canada by Hayes Stee! Products Limited, Merritton, Ontario 
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bonds authorized by the Alabama 
Legislature early this year for 


L > | Ti R d highway construction. Previously, 
eg is a ive oun up $20 million of these bonds had been 






: sold. 
> ig * * * 
a (Continued from Page 16) Kansas to Consider Changes 
= lion-dollar bond issue to avert| for their highway programs include|/™ Truck Limits in 1960 
— threatened delays next year in con-| Alabama, where the State Highway} TOPEKA, Kans.—The 1960 ses- 
“ struction of the Taco ma-Seattle-| authority recently marketed a $10| Sion of the Kansas Legislature will 
oa Everett freeway. million bond issue. consider changes in truck rules. 





The proposals would increase the 
submit a $26,628,000 arterial road length limit from 50 to 60 feet, 
improvement bond issue to the gross weight limit from 63,890 to 
voters March 8. If approved, the Vermont Doctors Urge oo pounds, keep present axle 
new bond issue would be supple- oad limits, permit two trailers per 
mented by State and Pedsrai Use of Safety Belts truck, increase maximum license 
matching funds. The City’s total MANCHESTER, Vt.— The use | fees from $825 to $900 on the power 
six-year improvement program for| of auto seat belts was recom- | unit and boost trailer fees by $20. 


Seattle’s City Council agreed to This was part of $60 million in 








de 








by traffic congestion relief totals $58,-; mended me 2 —- * * 
or 957,000. unanimously by the house o 
a o t8 delegates of the Vermont Medical | Alabama Defeats 
Society at its annual meetin 
i]- AINE voters at a recent state- y 8 > 
he | : , ; wide referendum overwhelm- a ven en die @ M ove for Uniform 
7 ys . ORLA. wads PEATE REG ooh ingly approved a $13 million State ae resolution no at “ex- 
g- I , highway bond issue. This will be| tensive Orask tae a Auto Assessments 
Special Facilities and Prices for Small Cars— ae =. : Se tain ne Project at C ornell University The Alabama Legislature passed 
* The first outdoor movie to provide special facilities and lower admission prices for authorized in 1957 Medical College and other groups | %, ™easure that was known as & 
ne import cars has opened in Chicago. This new idea in bargain balconies is a feature : has shown that seat belts, when bill to make automobile assess- 


of the 1,600-car Sheridan Drive-In Theatre, where portions of four ramps have been| Among other recent action, the properly installed and used, |™ents uniform throughout the 





a- : i i 

| designed for 100 small cars about the size of the Renault Dauphine. Because they | 1959 New Hampshire Legislature ie tea os dee ¢ | State, but that portion of the bill 
y ) take less space, occupants will get in at reduced rates, paying 75 cents each instead | 2Uthorized a $14 million bond issue eeath “a aoaicme fateey aie was stricken before passage. 

| of the regular $1 admission price. Above, three Renaults are shown in the amount| for highway financing. mobile accidents.” Senator Bert Haltom, Lauder- 


l- of space normally reserved for two bigger cars. Other states using bond financing dale, sponsor of the measure, said 
= = the revised bill was accepted by 


supporters when it became appar- 


ent that the entire bill was in 
danger. 

; As passed, the bill merely pro- 
vides safeguards against owners 
evading first-year taxes on cars 
brought into Alabama from other 
states. 


Haltom said his uniform assess- 
ment bill was aimed at counties 
which assess cars lower than their 
actual value. He said this encour- 
ages owners to go to nearby coun- 
ties to buy their license plates. 


His proposal would have set up 
a commission to decide how the 
asssessments would be determined. 
Meanwhile, revenue department of- 
ficials said they were prepared to 
recommend assessments based on 
NADA figures. 




























Oregon U. C. Unit 
Chooses Roth 


PORTLAND, Ore.—Reuben R. 
Roth has been elected president of 
the Oregon Used Car Dealers Assn. 
He succeeds Ernest J. Bisio, who 
was named board 
chairman, 

Also elected 
were W. J. Ralls, 
vice-president; 
Donald D. Harris, 
secretary, and 
Sidney L. Bryant, 
treasurer. Other 
directors are 
Frances E. Dunn, 
Robert L. Goodie 
and Iver W. 
Swanson. 

The Oregon association has voted 
to become 100 percent affiliated 
with the National Independent 
Automobile Dealers Assn. The ac- 
tion was taken at a meeting at- 
tended by A. H. Schwartz, NIADA 
president. 
























R. R. Roth 















Budd Continues Expansion 


To Keep Pace with AMC 


PHILADELPHIA, — Budd Co. 
plans extensive expansion of its auto 
body plant in Gary, Ind., in order 
to keep pace with recently an- 
nounced increases in body-assembly 
and car-building capacity at Amer- 
ican Motors Corp., according to 
Edward G. Budd jr., president. 


Budd directors have approved 
the second phase of a $5% million 
program, covering the expansion of 
press, assembly and shipping areas 
at Gary. This second phase will be 
carried out in 1960, and will in- 
clude in addition to the building 
expansion, a new underbody assem- 
bly line, additional welding equip- 
ment, new press equipment and 
enlarged shipping facilities. 

The Gary plant is one of the 
newest of Budd’s 12 manufacturing 
locations, Since the inception of 
this operation in 1950, the company, 
at the completion of this present 
program, will have more than 
doubled its original investment in 
plant and equipment. 

Production at the plant is devot- 
ed entirely to automotive body 
parts and subassemblies for Ameri- 
can Motors. 
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Piston Engine Wins 
Vote of Confidence 


By Joseph M. Callahan 
Engineering Editor 
leg egy tetear a month has seldom passed recently without 
the introduction of a “revolutionary automobile engine,” 
the present internal combustion gasoline engine will be 


around for some years. 


This belief was expressed 
to Automotive News by Darl F. 
Caris who is engineer-in-charge of 
GM’s Power De- 
velopment Sec- 
tion and is ac- 
cepted by many 
as the U. S. auto 
industry’s No.1 
engine engineer. 

Among other 
distinctions, Caris 
was a chief aide 
of Charles Ket- 
tering, GM’s for- 

mm mer research 

J. M. Callahan vice-president, 
during the development of GM’s 
high-compression engine which is 
generally considered to be the in- 
dustry’s principal engine develop- 
ment since World War II. 

In his 33 years at General 
Motors Caris has studied and 





checkup 


© -—— SS 
of engine imaginable, but he feels 


that the piston engine, while far 
from ideal, still has too many 
advantages to be discarded. 

“Other types of engines are 
knocking at the door, including the 
gas turbine,” he said. “Our job here 
is to find a better engine. And if 
you look far enough ahead, I’m sure 
you'll find one. I’ve got a group of 
bright young fellows here whose 
only job is to do just that. 

* * 


" E of the principal advantages 

of the piston engine is its light 
load efficiency. It’s far from perfect 
and we’re always looking for an 
engine that will give better light 
load efficiency. The high compres- 
sion engine did much to improve 
this.” 

Light load efficiency is vitally 
important in a volume auto en- 
gine because good gasoline mile- 
age is possible only if the engine 


worked on just about every kind | operates efficiently at idle and 


low speeds, since the average en- 

gine operates mostly in this 

range. 

Caris, whose lack of enthusiasm 
for the gas turbine is well known, 
feels that the turbine “will settle 
in where it can do its best jobs— 
commercial, heavy-duty and marine 
applications. It has to compete with 
the piston engine; so far, it hasn’t 
done so.” 





* * * 


Two-Strokes, Too 


7 the years Caris has had 
quite an interest in the two- 
cycle engine which produces a 
power stroke on every down stroke 
instead of every other down stroke. 

This is partly explained by the 
fact that Kettering was quite in- 
terested in the two-stroke engine 
years ago and Caris gained some 
early prominence at GM in the 
late ’20s by developing a highly 
successful exhaust system for a 
two-cycle engine, 

Caris said, “A two-cycle engine 
will give you a little better economy 
at light throttle and it makes a 
smaller engine, especially for pow- 
ering a rear-engine car. We built 
some very satisfactory two-cycle 
engines. 

“However, they’re very ‘fussy’ 
(meaning they have to be carefully 
tuned at all times). This is quite 
critical when you have to cover a 
wide range of speeds; it’s difficult 
to get a good idle and you need a 
special blower to remove the ex- 
haust gases. 





-- 
GM's Caris and Kettering— 


Darl F. Caris, left, who heads GM's 
Kettering, GM's late research vice-president, on a road trip in the ‘40s. 


* * * 


the odor—they used to be called the 
‘iron skunks.’ ” 
* * 


od 

ARIS thinks the aluminum en- 

gine has a somewhat brighter 
future, although he’s convinced this 
engine’s future is dependent on 
how much the customer benefits. 

“I don’t think we’ll be interest- 
ed in the aluminum engine if it’s 
going to cost more,” he asserted. 
“We ought to get some advan- 
tages for the customer. It must 
be more than different.” 

On previous occasions, Caris has 
pointed out that a light aluminum 
engine can produce fuel savings 
for the customer. The savings come 





“Another thing, we never licked 


Of every 100 persons who get cancer 25 
will be saved, 75 will die. Of these, 
many will die needlessly, because with 

present knowledge they could be saved by 


early detection and prompt treatment. Play 
fair with yourself and your family .. . 
have that cancer checkup soon. 





There has never been enough money to 


indifferent to the enemy that strikes 


1 out of every 4 Americans? 
Your donation—large or small—can help 
save lives. Someday, perhaps your own. 


carry on all the research that needs to 
be done. Can you afford to remain 








Power Development Section, and Charles | 


* * * 








not only from the 100 to 200 pounds © 


of engine weight saved, but from 
the general lightening of the entire 
car that follows. 

In this connection, he said that 
the principal ways in which fuel 
economy will be improved in the 
future will be by cutting the weight 


mission efficiency. 
* * * 


Worked with Kettering 


SKED about his work with Ket- 

tering on the high-compression 
engine, Caris commented, “The 
main thing we did was to demon- 
Strate that an engine with a com- 
pression ratio of 12.5 to 1 could be 
made to operate just as smoothly 
as any other, if the engine was 
|properly designed and if gas with 
;}enough octane was used. 
| “After World War II the pe- 
| troleum industry had a lot of 
high octane fuel and the know- 
how for making it economically, 
| and they were anxious to use it. 
Kettering saw an opportunity to 
| use it and to make engines run 
smoothly.” 


Caris said that since the develop- 
|ment of this engine the auto in- 
dustry has been able to handle any 
fuel available regardless of octane 
and that the next increase in en- 
gine compression ratios is up to 
the oil companies. 

| At present, a virtual lid to fur- 
ther compression increases is the 
“rumble” that occurs at compres- 
Sions of about 11:1 or 12:1. How- 
ever, he feels that a fuel additive 
will eventually be developed to han- 
dle rumble. 

ca ok * 


Wore on this fabled engine, 
often called the Kettering en- 
gine, began shortly after World 
War II and it was first shown at a 
Society of Automotive Engineers’ 
meeting in French Lick, Ind., in 
1947, This was Kettering’s “swan 
song” and he retired shortly after, 
although he was available as a GM 
consultant until his recent death. 
Production versions of this en- 
gine made their initial appear- 
ance on the ’49 Cadillac and 

Oldsmobile. Two years later 
Chrysler came out with a more 

powerful engine which was simi- 
lar to GM’s new power plants in 

many respects, and the horse- 
power race was on. 

Caris agreed that in the past 
decade the principal changes in 
engines were primarily refinements, 
with “quite a trend to power” for 
several years, followed by the de- 
emphasis on power the last couple 
of years. He added that the indus- 
try will probably continue to gain 
in compression ratios, but the gains 
won't be startling. 

Asked about his impressions of 
Kettering, Caris said, “The ‘Boss’ 
was an outstanding man—an in- 
| Spiration—the world’s greatest op- 
timist. He was a fellow who could 
come in when everybody else was 
low and give you a lift. I learned 
this early. If you could get him to 
come in and talk about something, 
the first thing you knew you'd be 
| sitting on the edge of your chair. 

“Everybody had their arches 
pumped up—he really had the abil- 
ity to inspire fellows, plus a mar- 
velous knack of going right to the 
heart of a problem and to refocus 
attention on the problem in homely 
terms. 

“When he was 83, a year before 
|he died, I took a group over to 
hear him. I told the Boss to talk 
about just anything. And he kept 
the whole group sitting almost with 
their mouths open for over an 
hour.” 











of the car or by improving trans- | 
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Latest News 
about Newspaper Readership 


in Delaware Valley, U.S.A. 





Again the two leading 


newspapers almost balance 


in total readership...but The Inquirer 


shows a 30% lead in the sales-active suburbs* 


A year ago, The Inquirer published Sindlinger’s 
readership study of Philadelphia’s two major 
newspapers. It covered 12 of 14 counties in the 
Philadelphia Retail Trading Area, and revealed 
The Daily Inquirer’s greater strength in the subur- 
ban area—the richest part of the market. Here, in 
part, are the results of a new tabulation of 
Sindlinger data, which confirm the original report. 


Again, the two leading newspapers are virtually 
equal in readership for the total area. But in the 
suburban portion—where 58% of the retail sales 
are made—The Daily Inquirer takes a sub- 
stantial lead. 


This latest Sindlinger report is based on 20,701 
interviews, throughout all 14 counties of Delaware 





NEW YORK 
ROBERT T. DEVLIN, JR. 
$42 Madison Ave. 
Murray Hill 2-5838 


CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 
Andover 3-6270 


Valley, U.S.A. during 1958. Here are some of 
the highlights: 


On an average weekday in Delaware Valley: 


Daily Bulletin delivers 
1,410,000 total adult readers 


Daily Inquirer delivers 
1,406,000 total adult readers 


On an average weekday in suburban Delaware Valley: 


Daily Bulletin delivers 
542,000 adult readers 


Daily Inquirer delivers 
706,000 adult readers 


While the city of Philadelphia is a prime target 
for sales, the rapidly growing suburbs demand a 
broadening of advertisers’ sights. Suburban Phil- 
adelphia now accounts for 58% of the area’s pop- 
ulation, 61% of food sales, 65% of automotive 
sales, 56% of drug-store sales, 56% of appliance 
and furniture sales. 


Here are the more significant readership figures 
for suburban Delaware Valley, as revealed by 
Sindlinger & Company: 


Daily Bulletin (suburban) 
542,000 total readers 
269,000 men readers 
273,000 women readers 
429,000 exclusive readers 


Daily Inquirer (suburban) 
706,000 total readers 
359,000 men readers 
347,000 women readers 
593,000 exclusive readers 


In brief, The Inquirer delivers your advertising to 
30% more suburban readers of all types—and it’s 
the suburbanites in Delaware Valley who make 
more, read more, buy more. 


Reasonable conclusion: If you want strong 
readership for your sales message in the city, plus 
superior readership in the suburbs . . . put your 
advertising in The Inquirer! 


*Source: “‘Philadelphia Newspaper Analysis” by Sindlinger & Company, Ine, 


Che Philadelphia Prguirer 


Good Mornings begin with The Inquirer for 1,406,000 adult readers 


DETROIT 
RICHARD I. KRUG 
Penobscot Bldg. 
Woodward 5-7260 


SAN FRANCISCO 
FITZPATRICK ASSOCIATES 
155 Montgomery St. 
Garfield 1-7946 


LOS ANGELES 
FITZPATRICK ASSOCIATES 
3460 Wilshire Boulevard 
Dunkirk 5-3557 
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Pontiac Dealers Cited for Sales Performance— 


Pontiac dealers in the Detroit metropolitan area received the Knudsen Trophy in recognition for peak sales performances dur- 
ing Pontiac's “Car of the Year Sales Campaign.” Area dealers, during a two-month contest period realized a 216.7 percent increase 
in sales over the same period in 1958. Seated, from left, are Ralph R. Cuyler, Priehs Sales Co., Mt. Clemens; Ace E. Wilson, 
Royal Pontiac, Inc., Royal Oak; W. W. Woody, Woody Pontiac Sales, Hamtramck; Norbert Rinke, Rinke Pontiac-Cadillac, Center 
Line; James F. Causley, Jim Causley Pontiac, Inc., Grosse Pointe Park; Roland Rinke, Rinke Pontiac-Cadillac; George N. Higgins, 
Higgins Pontiac, Ferndale; Thomas D. Clohecy, Clohecy Pontiac, Inc., Detroit; David Barnett, Barnett Pontiac, Inc., Dearborn. 
Standing: H. E. Milliken, Pontiac zone manager; J. P. Leclede, Pontiac district manager; Fred Walker, Wilson Pontiac-Cadillac, 
Birmingham; Ace E. Wilson jr., Royal Pontiac; John J. Simpson, Simpson Pontiac Sales, Wyandotte; C. J. Burke, Charlie Burke 
Pontiac, Inc., Detroit; R. E. Clark, Clark Auto Sales, Highland Park; A. A. Holman, Red Holman Pontiac Co., Wayne; W. M. 
Packer jr., Packer Pontiac, Detroit; Arthur C. Moran, Clohecy Pontiac; Robert Barnett, Barnett Pontiac; Bruce Craig, Pontiac dis- 
trict manager, and Philip Western, Pontiac assistant zone manager. 





TO CHRYSLER MOTORS CORPORATION DEALERS: 


Stock these three 


hot MoPar items 





for cold-weather profits! 


Start the new year right. Brighten your profit picture with the Big 
Three of MoPar’s fast-selling, customer-pleasing engine care chemicals. 


Winter driving makes your customers more aware of the impor- 
tance of extra engine care. The selling opportunity is here. And MoPar 
has the products especially designed to maintain top engine performance. 


Stock up on these Chrysler-engineered MoPar engine care mate- 
Dodge, 


rials now. Call your MoPar Wholesaler or Valiant, Plymouth, 


DeSoto, Chrysler or Imperial Dealer today. 


MoPar Fuel Detergent and Valve 
Lubricant. Poured into gas tank, 
it helps protect fuel system from 
carbon deposits. Helps rustproof 
carburetor, fuel tank, intake mani- 
fold, combustion chamber. Part 
No. 1643 272 (6-o0z. can). 


ww 













MoPar Carburetor and Upper Cylin- 
der Cleaner. Poured directly into car- 
buretor throat, cleans out passages, 
frees sticking valves and rings, leaves 
protective film on all upper engine 
parts. Part No. 1643 273 (16-oz. can). 


Baits 
TTT 


PARTS & ACCESSORIES 


MoPar Division, Chrysler Motors Corporation 
Detroit 31, Michigan 





MoPar Crankcase Detergent and Rust 
Inhibitor. Added to any quality motor 
oil, it cleans and protects engine parts, 
including hydraulic valve lifters. 
duces formation of carbon and sludge. 
Part No. 1643 271 (16-oz. can). 
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How They're Pushing Sales... 


Dealer Ad Ideas 


The Best ‘Good Deal’ 

io A letter printed in white ink 
on bright red paper, Prentis 

Cadillac Co., Wyandotte, Mich., told 

customers that “we offer you the 

best ‘good deal’ in town.” 

The letter mentioned six points, 
including “a tradein allowance that 
is most fair in terms of market 
conditions,” able and sincere sales- 
men and an efficient service de- 
partment. 

The letter was signed by Richard 
S. Prentis, dealership president. 

* * * 


Dealer Runs Mileage Test 

is! A full two-column display ad, 
Fort Worth Lincoln-Mercury- 

Lark offered $100 to the person who 

drove a Mercury the farthest on 

1/10 of a gallon of gas. 

If the winner had purchased a 
new or used car from the firm, the 
dealer said he would receive, in ad- 
dition, a full year’s supply of gas- 














Re- 


Invest in your future—buy 100% MoPar 


BE SURE TO VISIT THE MOPAR EXHIBIT 
AT THE NADA CONVENTION IN CHICAGO 





oline. Contestants had to be at least 
21 years of age. 

oe * * 
One Gallon of Gas 


r AN appeal to the economy- 
minded motorist, Jordan Ram- 
bler, Mishawaka, Ind., reproduced 
a map of the area and declared: 
“Less than one gallon of gas will 
bring you to Jordan’s from nearly 
any point on this map IF you are 
driving a Rambler American.” 
* * * 


‘Our °32 Policy Still Holds’ 


oe were you. . .in ’32?” 
McAlister Buick asked in an 
ad recalling prices of used cars and 
other items during the depression 
era when the San Francisco deal- 
ership was founded. 

In a three-column ad in the San 
Francisco Examiner, McAlister re- 
printed in part one of the first 
used-car ads it inserted. The ’32 ad 
said “it is the policy of this com- 
pany to endeavor to price its used 
cars from 5 to 10 percent less than 
anyone else.” 

The current ad then pointed out 
that “today . . as in 1932, Mc- 
Alister always gives you more. Mc- 
Alister’s 27-year-old policy still 
holds true.” This was followed by 
a list of used cars, a description 
and the prices. 

* * ok 


Cars Displayed at Airport 
ARRY BARNES, Chevrolet deal- 
er in Boise, Ia., put about 200 


used cars and trucks on display at 
his airport on the city’s outskirts 


| where buyers had plenty of elbow 
| room, 


Advertising intensively on tele- 
vision and radio, Barnes promoted 
“appraisals and financing arrange- 
ments on-the-spot.” 

Barnes recently turned his Boise 
showroom into a Western-style cor- 
ral, complete with log fences, straw 
and saddles. Salesmen wore cow- 
boy hats and shirts to live up to 
their billings as the “Easy Valley 
Boys.” 


* * * 
Nylon Stressed by Dealers 


N COOPERATION with duPont, 
key Studebaker dealers in To- 
ronto and Montreal are featuring 
a special nylon tire-cord display in 
their showrooms. The display pro- 
vides information about the nylon- 
tire option. 


Daytona Track 
Ruled Off Limits 
To ‘500’ Drivers 


INDIANAPOLIS.—The United 
States Auto Club has declared the 
Daytona (Fla.) Speedway off limits 
for its members, comprised mainly 
of Indianapolis Speedway drivers, 
and their cars “in the interest of 
safety.” 

The action followed an announce- 
ment by NASCAR that it would 
pay $10,000 to the driver who on 
Jan, 31 could hit 180 m.p.h. while 
breaking the Daytona lap mark of 
176.887 m.p.h. 

The mark was set last April by 
George Amick, an Indianapolis 
driver. He was killed two days later 
at Daytona while trying for an- 
other lap record. Marshall Teague, 
another Indianapolis pilot, lost his 
life earlier in a high-speed practice 
run on the NASCAR track. 

Banning USAC members from 
the $10,000 competition, Henry 
Banks, director of competition for 
the club, said: 

“In the interest of safety, we 
can’t permit our drivers to compete. 
Driving at speeds bordering 180 on 
a closed course is too fast should 
difficulties be encountered.’ A driv- 
er’s chance of recovering from a 
deviation is practically impossible.” 

The Daytona track is operated by 
Bill France, NASCAR president, 
and he and the USAC have been 
feuding off and on since he began 
promoting stock-car racing after 
World War IT: 


Links Volvo and Vespa 
EUGENE, Ore.—Robertson & 
Perry Motor Co. has become fran- 
chised dealers for Volvo and Vespa, 
with headquarters at 1365 Willa- 
mette. 
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Makers Help Dealers Woo Owners ... 


AUTOMOTIVE NEWS, 


Service Management 
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Service Revival Gains 


out the dealers having to do too| ate a battery and electrical check, 


A RETURN to wooing the cus- 
tomer by taking care of his 
service needs seems to be under 
way at the dealer level, and it 
should gain momentum this spring 
as the factory programs pick up 
steam. 

Programs like General Motors’ 
Guardian Maintenance, For d’s 
Quality Dealer setup and Chrys- 
ler’s Car Life plan can make the 
motorist service-conscious and 
can bring him to the dealership 
once, but.it’s up to the individual 
dealer to’ make the one-timer a 
regular customer. 

By themselves, the factory adver- 


i tising programs cannot change a 


dealer’s attitude toward service, 
particularly if that dealer feels he 
has been successful without paying 
too much attention to his owners. 
But by focusing the spotlight on 
service, these factory promotions 
are causing many dealers to do a 
lot of thinking—especially when 


_ they see other dealers reaping the 


_ benefits of good service. 
5 * * + 
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T HAS been learned that GM’s 
Guardian Maintenance program 
will be continued another year, 
starting in April, with a promotion 
that will broaden the market cover- 
age considerably, GM will continue 
to reach owners via national adver- 
tising with a heavy radio and news- 
paper schedule. This year the 
Guardian Maintenance impact will 


much about it. 

Some observers claim that if 
there was a weak spot in the pro- 
gram last year, it was the deal- 
ers who did not prepare their 
shops and their staffs to take ad- 
vantage of the extra business 
Guardian Maintenance would 
bring. 

With the increased service em- 
phasis by all factories this year, it 
is expected and hoped that more 
and more dealers will either survey 
their own operations to see where 
they have been weak or will request 
factory assistance in this field. 

* * * 

OOD management and initiative 

are necessary to take full ad- 
vantage of the factory promotions. 


For example, in January, Febru- 
ary and March, Guardian Mainten- 
ance is emphasizing body repair, 
front-end adjustments and wheel 
and tire service, A motorist who 
comes in for this work will appreci- 


be augmented by Chrysler’s “Car| ; 


Care.” 
GM service chiefs claim that 
Guardian Maintenance increased 


their dealers’ service business with-| ! 


Six NADA Talks 
Due on Used-Car, 


Service Themes 


WASHINGTON.—Here is a run- 
down of service activities at the 
NADA Convention here Jan. 30- 
Feb. 3: 

NADA Equipment Exhibition 
opens Saturday, Jan. 30. Exhibition 
Hall, Shoreham Hotel. 

Service Managers Consultation 
Area opens Jan. 30. Exhibition Hall, 
Shoreham Hotel. * 

Used-Car Managers Consultation 
Area opens Jan. 30. Small Ball- 
room, Shoreham Hotel. 

SERVICE SESSIONS 

Jan. 30, Main Ballroom, Shore- 
ham Hotel — “Service — The Back- 
bone of This Business.”—Clarence 
Wickham (Ford), Tarboro, N. C. 
“Better Profit and the Parts De- 
partment,.”—Donald P. Nelson, U.S. 
Parts Corp., Washington. 

Jan. 31, Main Ballroom, Shore- 
ham Hotel—“Where Is the Service 
Business Going?” — Frank Tighe, 
editor, Motor Age, Philadelphia. 
“How Good Is Service Salesman- 
ship?”—Robert Young, Automotive 
Enterprises, Birmingham, Mich. 

USED-CAR SESSION 

Jan. 31, Terrace Ballroom, Shore- 
ham Hotel—“The Relationship of 
Proper Reconditioning to Fast 
Used-Car Turnover.” — Arthur 
Hawkes (Cadillac-Oldsmobile), 
Portland, Me. “The Used Car—A 


Red Ink Eradicator.” —Louis W. 
King (Oldsmobile), Fort Lauder- 
dale, Fla. 





Where to Find 
Automotive News 


NADA Equipment Exhibition, 
Jan. 30-Feb. 4--Booths 1 and 2, 
Shoreham Hotel, Washington. 

ASIA Show, Feb. 10-13, New 
York Coliseum, Booths 1924-1926, 
First Floor. 
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| since these are the greatest causes 


of winter driving trouble. 


A free battery check on every 
car that comes into the shop will 
save many owners from having 
trouble at critical times and 
should result in profit to the deal- 
er and the building of untold 
goodwill 
The need for frequent battery 
checks is underscored by the fact 
that today’s high-compression en- 
gines are much more critical in 
cranking requirements. 

Chances of battery failure are 
heightened by commuting and low- 
speed driving which reduces the 
battery-charging rate. Winter driv- 
ing also increases demands on the 
electrical system because of the 


| greater use of lights and heaters 


and more cold starts. 
ok Oo * 
EALERSHIP servicemen also 
can aid owners by giving them 
(Continued on Page 26, Col, 3) 





Draper Expands Service Facilities— 


Draper Chevrolet Co., Saginaw, Mich., has begun construction of a $53,000 addition 
to its service facilities. Harold D. Draper, president, said the improvement will be com- 
pleted early in 1960. The addition, of concrete block and steel, will provide an addi- 
tional 11,644 square feet of floor space. The diagrammed portion on this aerial photo 


indicates the Draper addition. 











Backshop 


... by Jack Weed 


OW that Bill Power of Chevro- 

let has gone into retirement, 
it leaves a near-void in an indus- 
try that has worn a mantle of 
super salesmanship for years. 

As I see it, only a few remain 


to carry on the work of inspiring 


salesmen and dealers to put out 
that extra little effort that makes 
the difference between common- 
place and outstanding. 

In his talks to dealers Bill always 


pushed for well balanced opera-| 


tions. In many of his “chart talks” 
he pointed out that a successful 
dealer endeavored to keep his serv- 
ice operation in balance with his 
vehicle sales. 

Just thinking about it takes me 
back to one of Bill’s early “explo- 
sions” in which, by use of a slide 
arrangement, he changed chump 
into champ. By moving the slide, 
he put “a head on the chump and 
made him a champ.” If you don’t 
believe it, write chump out in long 
hand and then close the top of the 
“4.7 

And, in my book, we have far 
too few men in a sales capacity in 
this industry that have the inspira- 
tional delivery to close the top of 
the “u’s” out on the retail firing 
line. 

eS kK * 

RAN head-on into Bill and his 

wonderful ability to inspire and 
hold dealer audiences away back 
shortly after the war when he, an- 
other factory man and I were on 
the same dealer association pro- 
gram in St. Paul. 

Bill warned both of us that the 
show would be over when he finish- 
ed his stunt. The other speaker 
didn’t believe him and wanted to 
close the show. 


So he did and the association 





| manager had a bad 15 minutes 
trying to get a corporal’s guard 
back into the meeting room to 
hear the last speaker, 

That was the time when Bill put 
}on his famous rope-skipping act 
and painting-the-grass-yellow stunt. 
His rope skipping was built around 
the theme that, if you are to be a 
champion fighter, you have to keep 
in trim, 

* * + 

om there was his four-pails- 

of-milk deal where he pointed 
out that no one man can carry four 
full pails of milk, bringing home 
the necessity of the dealer’s becom- 
ing a manager and hiring able men 
to run his new vehicle, used vehicle, 
parts and service departments. 

In Power’s nail-driving contest, 
he invited three salesmen to come 
up on stage and drive a nail 
through a plank, giving the first 
to do it a five spot, the second 
two bucks and the third one 
buck. This illustrated that they 
all started with the same tools 
but one became a five-buck man 
while the others fell by the way- 
side. 

Two of Bill’s action-talks that I 
always liked concerned a black 
bass in one and rabbit and deer 
hunters in the other. In the black- 
bass stunt, he had a big glass 
aquarium in which there was a 
bass. When you put in some min- 
nows, they would be gobbled up 
fast. 

If you put a clear glass separator 
between the bass and the minnows, 
the bass would bump its nose 

(Continued on Page 25, Col, 3) 
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Reeord Turnout Due at ASI Show in N. Y. 


us biggest show in the automo- 
tive industry, the Automotive 
Service Industries’ “manufacturer- 
th ro u g h-wholesaler-to-retailer” 
show, opens in New York’s Coli- 
seum Feb. 10, with 476 exhibitors 
of parts, shop equipment, accesso- 
ries and chemicals. 

The four-day show requires 
1,185 booths and 118,000 square 
feet of space for exhibits of the 
latest in service products, 

This is the first such show in the 
east in many years, and because of 
this and the fact that there will be 
few competing “regional” shows, it 
is expected that the 1960 show will 
set an attendance record. 

It also is the first show held since 
the formation of ASIA through 
the merger of the National Stand- 
ard Parts Assn. and the Motor & 
Equipment Wholesalers Assn. last 
year. They have been joined by the 
Motor & Equipment Manufacturers 
Assn, in the sponsorship of the 
show. 

* * + 
As USUAL, the first day of the 
show will be limited to member 
jobbers and manufacturers, On the 
second day the show will be open 
to nonmember jobbers and the 


overseas group, as well as member 
jobbers and manufacturers. 

The third and fourth days— 
Feb. 12 and 13, are Automotive 
Service Trade Days and are open 
to all automotive service trades, 





including automotive vehicle 
dealers, independent garage own- 
ers, service station operators, 
fleet operators, specialty repair- 
shop owners and their personnel. 

The show will be open Feb. 12 
from 10 a.m. until 10 p.m., and on 
Feb. 13 from 10 a.m. to 6 p.m. 

All member jobbers have been 
supplied with complimentary tick- 
ets which are available to adults 
in the automotive service business. 
Each ticket admits one adult only, 


so dealers or dealer servicemen 
planning to attend should get suf- 
ficient tickets in advance for each 


person going and for each day. Any | 


member jobber salesman will be 
glad to supply them. 

This will eliminate lost time in 
trying to get authenticated at the 


registration booths. 
* * * 








exhibits. The restaurant on the 
fourth floor will be open during 
show hours, and there will be 
“sandwich-a n d-coffee” concessions 
on each floor. 

This show also will “play” to a 
large contingent of specially in- 
vited foreign and military visi- 
tors. 

Preceding the show, the ASIA 
will hold its annual business meet- 


LL FOUR floors of the Coliseum | ings. The President’s Reception will 
(Continued on Page 22, Col, 


are being used for merchandise 


1) 





Service Repair Order Averages— 1959 


Feb. March April May June July Aug. Sept. Oct, Nov. Dec. 1959 1958 

Pet. Pet, Pet. Pet. Pet. Pet. Pet. Pet. Pet. Pet. Pet. Pet. Pet. Pet. 
Lubrications _.......... 27.00 27.71 30.00 30.85 32.00 32.42 33.42 32.85 32.57 32.00 30.42 28.42 30.81 28.39 
Oil Changes ............. 22.00 22.71 24.00 25.00 29.00 26.71 27.57 27.00 27.28 26.28 22.71 23.28 25.29 22.77 
Wash-Polish .......... 614 628 17.28 17.28 600 585 5.57 5.71 5.28 5.28 385 442 5.75 5.96 
Minor Motor .......... 45.85 50.00 47.85 46.42 45.14 45.00 46.28 45.28 46.14 46.85 50.57 52.00 47.28 45.56 
Major Motor .......... 771 74.28 «672.28 685 6.71 685 642 600 628 671 671 671 6.79 8.57 
SIN gan ecsacaesavccensess 1L71 12.28 12.85 13.28 15.00 15.42 15.28 14.85 14.00 14.00 13.57 13.28 13.79 13.61 
IID: osssvctceccasccssnense 22.42 23.57 22.85 27.00 28.42 28.57 29.28 28.42 28.58 27.85 26.14 26.28 26.53 27.06 
MUNIN Fido cabs docésassasioens 11.42 12.14 12.85 12.28 13.14 13.28 13.42 12.85 13.00 13.00 12.71 11.28 12.46 12.24 
Miscellaneous ........ 10.57 1042 957 928 942 9.85 10.14 9.28 928 8.71 17.28 685 839 10.53 

Average No. Items 
OD TRIS cccscviscrsess 165 167 160 4172 %4L77 #4180 %4L8l L777 = #2177)~«2199 «276 674) «62195)~= = 168 
—Compiled by John E. Wolf Co. 
* * . * - * 





More Lubes, Oil Changes, Items Per RO— 


Dealers took steps toward doing a better selling job on needed service in 1959, according to an analysis of the John Wolf 


monthly tabulations of franchised dealer service by departments. 
well as the number of items sold per repair ticket. 


dealer repair orders. 

















Dealers increased lubrications and oil changes over 1958, as 
The above table is a compilation of the results from more than 14% million 
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East’s First Big Service Exhibit in Years Opens Feb. 10... 





Record ASI Show Expected 


12:15 p.m. in the Grand Ballroom| will meet at 5 p.m, in the Crystal 
of the Sheraton Park, and the third} Room of the Plaza. 


(Continued from Page 21) 


be held for members and guests in 
the Terrace Room of the Hotel 
Plaza on Feb. 7 from 4:30 p.m. to 
6:30 p.m. 

Registration for members and 
guests will be made on the mezza- 
nine of the Park Sheraton and 
Savoy Hotels from 9 a.m. to 4:30 
p.m, Feb. 7 and 8. 

The business sessions will open 
Feb. 8 at 1:15 p.m. in Carnegie Hall. 
That night the annual membership 
banquet will be held at 6:30 p.m. in 
the Grand Ballroom of the Plaza. 


* * * 


— second general business ses- 
sion will start at 9 a.m. Feb. 9 
at Carnegie Hall. The annual ASIA 
membership luncheon will be at 


general session will start in Car- 
negie Hall at 1:15 p.m. 

An ASIA Wholesalers National 
Council of Sales Executives will 
be held the evening of Feb. 9 in 
the State Suite of the Plaza at 
8:15, This will be an open forum 
meeting. The Young Executives 


Dealers Honor Alexander 


CHARLOTTE, N. C.—The Char- 
lote Ford Dealers Advertising 
Assn. has presented S. Parks Alex- 
ander, Alexander Motor Co., Dur- 
ham, N. C., with a portrait of 
himself in recognition of his 12 
years as chairman of the associa- 
tion. 


J. H. Mehan, manager of Dis- 
tributors Institute, Chicago, will 
give the keynote address at the 
opening business session. Admiral 
Arleigh A. Burke, U. S. chief of 
naval operations, also will speak. 

Others who will appear at the 
business sessions include Charles 
Roazen, Hunt-Marquardt, Inc.; 
Charles E. Cullen, sales develop- 
ment expert, and Charles S. Rogers, 
chairman of the Joint Operating 
Committee. 

Other speakers include: 

Harold T. Halfpenny and George 
Howell, ASIA legal counsels; Tom 
Payne, executive secretary of the 
Oklahoma Automotive Wholesalers 


Assn.; Merrill Palmer, Trackman 
Auto Supply Co.; Charles H. Davis, 
executive editor, Jobber Products 
News, and Jules L. LaMothe, execu- 
tive secretary of the Automotive 
Wholesalers Assn. of Louisiana and 
president of the Automotive Whole- 


salers Trade Assn. Executives. 
+ + ea 


Exhibitors Listed 
MONG the manufacturers whose 
products will be on display 
will be: 

AC Spark Plug; AP Parts Corp.; 
Acme Air Appliance Co., Inc.; Acme 
Quality Paints, Inc.; Acme Rubber 
division; Air Lift Co.; Airtex Auto- 
motive division; Ajax Mfg. Corp. of 
Wisconsin; Allen Electric & Equip- 
ment Co.; Alloy Automotive Co.; 
Alondra, Inc. 

Aluminum Industries, Inc.; 
American Ball Bearing Corp.; 
American Chair division; Ameri- 
can Hammered; American Sponge 
& Chamois Co., Inc.; Ammco 
Tools, Inc.; Anderson Co.; Anthes 










AMMCO 


WORLD RENOWNED 


this AMMCO Brake-Shop-On- Wheels. 


, 


Drum Lathe is kept busy turning drums for brake 


Brake service volume has increased to $16,800 an- 
nually since Al & Bob's Service, Inc., Chicago, added 
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service customers and for other shops that do jeu 


not have this efficient, accurate equipment. 


Brakes are a principal cause of safety-check rejections; 


for only pennies-a-day you can cash-in now! 


With 5 to 6 million cars rolling off as- 
sembly lines each year—many of them 
heavy, with big engines, automatic trans- 
missions, and power brakes (all of which 
mean more rapid brake wear)—it’s no 
wonder demand for good brake servicing 
is jumping by leaps and bounds. Nearly 
half of all cars now in use need a brake 
job every year. Each set of tires sold or 
every 1300 gallons of gasoline pumped 
represents a brake-job prospect for shops 
equipped to do this work properly with 
quality parts and equipment. 

Drivers demand quick-stopping abil- 
ity, and communities are demanding it, 
too, with safety-checks that make im- 
mediate customers of motorists that tend 
to delay. Here’s a whopping, sure market 
—no doubt about it—and there’s no 
better way to boost shop income and 
profits than by setting up to serve this 
big need. Dollar-investment is surpris- 
ingly low. Return is in the “big brackets.” 


A Profit-Bonanza 


Brake-work probably is the most profit- 
able of all automotive services. The av- 
erage complete job is billed out at some 
$45.00, of which about 60% is gross 
profit. Just three jobs a week amount to 
$7020 in billing or $4212 gross profit per 
year. So, with 20% to 25% of all cars on 
the road needing complete brake jobs 
which often also require replacement of 


wheel and master cylinders, springs, etc., 
it’s easy to see why today’s brake busi- 
ness is such a profit bonanza. And, don’t 
forget, one out of every two cars needs 
some brake work at least once a year— 
adjustment, fluid, etc. 

Another money-making advantage of 
being equipped to handle brake business 
is that work usually can be scheduled a 
few days in advance—even after-hours, 
if desired —either for lucrative drive-in 
customers or desirable assignments from 
shops that lack suitable facilities. This 
permits orderly work-loads in otherwise 
slack hours which, again, means more 
output—more profits. 


How To Capture This Business 


With an AMMCO Brake-Shop-On- 
Wheels, brake work can be done depend- 
ably, profitably, anywhere—inside or 
out! This compact, portable unit occu- 
pies only 3’ x 5’ (scarcely more than re- 
quired for a few empty soft drink cases), 
yet includes a Drum Lathe, Brake Shoe 
Grinder, Drum Mike, Brake Cylinder 
Hone, and the accessories needed for 
trouble-free work—all mounted on a 
sturdy bench of heavy-gauge braced and 
reinforced steel. It can be quickly rolled 
to convenient locations by one man, and 
just one job a week not only covers its 
cost but earns a handsome profit, as well. 

The AMMCO Brake Shop at Al & 





Brake Servicing 
Offers Top-Profits 
with Low Outlay 


Brake Shoe grinding assures 
correct lining-to-drum contact 

. eliminates costly come- 
backs caused by noise, pulling, 
grabbing, and other erratic 
brake action. 
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Bob’s Service, Inc., Chicago (see photo 
above) averages 30 jobs per month and 
only 17 labor hours per week, for an 
extra $16,800.00 annually from brake 
servicing alone. This is mighty smart bus- 
iness that used to go elsewhere, and with 
it comes many incidentals to further in- 
crease profits. Al and Bob know that 
work well done—drums resurfaced and 
shoes ground—is a sure way to please 
customers and eliminate come-backs... 
the best way of all to make money. 


Do This— You'll Say “Thanks” 


Shops wishing to investigate the fast 
growing brake service market, and those 
interested in up-dating outmoded equip- 
ment, are invited to write AMMCO fora 
new booklet, just published, that shows 
how the combination of correct equip- 
ment and aggressive promotion pays off 
in attractive top-profits. Including im- 
portant step-by-step tips on brake 
inspection and servicing, this new book- 
let shows how—with AMMCO equip- 
ment—average mechanics can do fast, 
safe, and profitable work by following 
simple instructions. Write today—no ob- 
ligation—for booklet or a demonstration 
in your own shop by one of AMMCO’S 
31 fully-equipped mobile Show-How- 
Units manned by factory-trained tech- 
nicians. AMMCO TOOLS, INC., 2150 

Commonwealth Ave., North Chicago, Ill. 











Force Oiler Co.; Anzick Mfg. Co.; 
= Co.; Armstrong Hydraulics, 
Cc. 

Aro Equipment Corp.; Arrow 
Armatures Co.; Arrow Safety De- 
vice Co.; Arvin Industries, Inc.; As- 
sociated Equipment Corp.; Atlas 
Automotive Products, Inc.; Auburn 
Spark Plug Co., Inc.; Auto Special- 
ties Mfg. Co., Inc.; Auto-Vehicle 
Parts Co. 

Automatic Transmission Parts, 
Inc.; Automotive Enterprises, Inc,; 
Automotive News; Automotive Serv- 
ice Industries Assn.; Automotive 
Thrust Bearings; Automotive 
World. 

Babcox Publications; Bacharach 
Industrial Instrument Co.; Badger 
Mfg. Co.; Balcrank, Inc.; J. A, 
Baldwin Mfg. Co.; Banner Mfg. Co., 
Inc.; Barrett Equipment Co.; Bar’s 
Products Supply, Inc.; Bay Mfg. 
division; John Bean division; Bear 
Mfg. Co.; Behr-Manning Co. 

Belden Mfg. Co.; Bell Co., Inc.; 

J. H. Bender Equipment Co.; 

Bendix Products division; Benja- 

min Reel Products, Inc.; Binks 

Mfg. Co.; Bishman Mfg. Co.; 

Black & Decker Mfg. Co.; M. 

Black Mfg. Co.; Blackhawk Mfg. 











Co.; Blackstone Mfg. Co.; Albert | 


Block & Sons, Inc. 

Bolser Corp.; Bonney Forge & 
Tool Works; Borg-Warner Service 
Parts Co.; Robert Bosch Corp,; 


Boston Woven Hose & Rubber Co.; | 


Branick Mfg. Co., Inc.; Breeze 
Corp., Inc.; Brisko’s Mileage-Saver, 


Inc.; Brown Co.; Brunner division; % 


Buchan Loose Leaf Records Co.; 
Bussmann Mfg. Co.; Buxbaum Co. 


Cal-Van, Inc.; Cam Tool Co., Inc.; 
Campbell Chain Co.; Car-Skin 
Products Corp.; Cardo Automotive 
Products, Inc.; Carter Carburetor; 
Champ Items, Inc.; Champion Lab- 
oratories, Inc.; Champion Pneuma- 
tic Machinery Co.; Champion Spark 
Plug Co.; Chicago Pneumatic Tool 
Co. 
Chicago Rawhide Mfg. Co.; Chil- 
ton Co.; Christie Electric Corp.; 
Clayton Mfg. Co.; Clevite Service; 
Clinton Products Co.; Cloyes Gear 
& Products, Inc.; Coats Co.; Cole- 
Hersee Co.; Columbus-McKinnon 
Chain Corp.; Columbus Metal 
Products, Inc.; Commercial Credit 
Corp. 

Commercial Solvents Corp.; 
Continental Motors Corp.; Cordo- 
matic division; Coronet Parts 
Mfg. Co., Inc.; Crawford Mfg. 
Co., Inc.; Crescent Co.; Christy 
Chemical Corp.; Curtis Mfg, Co. 

D. & B. Mfg. Co.; DL Products, 
Inc.; Dalton Foundries, Inc:; Dana 
Corp.; Dayton Industrial Products 
Co.; Dedoes Industries; Del City 
Wire Co., Inc.; Detroit Aluminum 
& Brass Corp.; Detroit Master 
Products Co.; Detroit Products Co.; 
DeVilbiss Co. 

M. Diamond & Co.; R. 
Co.; Dill Mfg. Co.; Ditzler Color 
division; Doan Mfg.; 


a 


E. Dietz > 
Dole Valve © 


Co.; Dorman Products, Inc.; Doyle © 
Electric Products Co.; Doyle Vac- © 
uum Cleaner Co.; Dupli-Color Prod- © 


ucts Co., Inc.; DuPont; 


Durkee- = 


Atwood Co.; Duro Metal Products | 


Co.; Dutch Brand division; 
namic Center Engineering Co., Inc.; 
Dynatron Corp. 


Dy- j 


Eaton Mfg. Co.; E. Edelmann & 
Co.; Edward Can Co.; H. B. Egan | 


Mfg. Co.; 
Electric Autolite Co.; Elgin Ma- 
chine Works, Inc.; Emrol Mfg. Co., 
Inec.; Equipto division; Etco Tool 
Co.; Everhot Products Co.; Exello 
Accessories Manufacturers, Inc. 

F. & B. Mfg. Co.; Federal- 
Mogul Service division; Felt 
Products Mfg. Co.; Fitzgerald 
Mfg.; Flexonics Corp.; Flower 

City Specialty Co.; Fox Products 
Co.; Fram Corp.; Martin Fromm 

& Associates; Fulton Sylphon di- 
vision. 

Gabriel Co.; Gasoline Retailer, 
Inc.; Gates Rubber Co. Sales Divi- 
sion, Inc.; Gatke Corp.; General 
Armature & Mfg. Co.; General 
Automotive Specialty Co., Inc.; 
General Electric Co.; Gent-L-Kleen 
Products Co.; Glaser Lead Co., Inc.; 
Globe Hoist Co.; Globe Rubber 
Products Corp. 

Gojer, Inc.; Gold Eagle Products 
Co.; Golden Glide Shock Absorber 
Co.; Gould-National Batteries, Inc.; 
Grand Automotive Products; Grant 
& Grant; Graymills Corp.; Green 
Ball Bearing Co.; Grey-Rock divi- 
sion; Grizzly Brake division; Gross 
Mfg. Co., Inc.; Grote Mfg. Co., Inc.; 
Grover Mfg. Corp.; Grover Products 
Co.; Guaranteed Parts Co., Inc.; 
ane division; “Gunk” Chicago 

‘0. 

Hall-Toledo, Inc.; Hampden 
Automotive Mfg. Co.; Harvey F. 

(Continued on Page 24, Col, 1) 
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accentuate the positive 


Sell up your car. Don’t concentrate on 
selling down competitive makes. Comparison selling 
is good, but too often a salesman gets on 
a negative treadmill and forgets to get off. 
His real sales argument—the big, positive 
features of his car—gets lost in the shuffle. 


The effect is something like back-fence gossip. 


It’s good while it’s going down, but somehow 
it always leaves a bad aftertaste. Negative 
selling backfires too often, too easily. 
Use it sparingly. 


All PPG Automotive Safety Glass complies with every recognized safety code. 


st /, 
ip SOLEX® the best glass under the sun 
Vi 
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CARS 





stop, look and listen 


Most good salesmen stop occasionally and take 
inventory of themselves. Try it yourself. 
Would you buy acar from you? How do the clothes 
look? And the smile, is it still coming across? 
How do you sound, does your voice still 
communicate confidence in your product? 
It’s important to look, sound, dress like the top 
man on the floor. A customer always likes 
to go with a winner. 








sell those features 


Talk up your car’s biggest selling features 
—SoLeEx, for example. Tell them how this green 
tint safety glass makes for real driving 
pleasure all year ’round.. . especially with the new, 
bigger look in windshields and rear windows. 
Tell them how SOLEX absorbs more than 50% 
of the sun’s heat .. . a must for air-conditioned 
cars. You can easily sell a feature like SOLEX; 
every moment your prospect spends behind 
the wheel he enjoys SOLEX’s glare- and heat-reducing 
comfort. Order your cars with SOLEX. 
It’s a profitable decision. 


Ip. Pittsburgh Plate Glass Company 


Paints * Glass * Chemicals + Fiber Glass 
In Canada: Canadian Pittsburgh Industries Limited 
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476 Firms to Have Service Exhibits .. . 





Record Turnout Due 


At ASI Show in N. Y. 


(Continued from Page 22) 


Hanson & Co.; Hastings Mfg. Co.; 
Heckethorn Mfg. & Supply Co.; 
Hein-Werner Corp.; Heli-Coil 
Corp.; Hemmeter Corp.; Herbrand 
division; Heyer Industries, Inc.; 
Hinson Mfg. Co. 

Holley Carburetor Co.; R. M. 
Hollingshead Corp.; Ernest 
Holmes Co.; Hoof Products Co.; 
Huffman Mfg. Co.; Hunter Engi- 
neering Co.; Hunter Publishing 
Co.; Hypressure Jenny division. 
Ideal Corp.; Imco Mfg. & Sales 

Co.; Imperial Brass Mfg. Co.; In- 
gersoll-Rand Co.; International 
Metal Polish Co., Inc.; International 
Parts Corp.; Irving-Cloud Publish- 
ing Co.; Jack-Pack Mfg. Co.; Jam- 
bor Tool & Stamping Co.; Jax Mfg. 
Co.; Jaycee Chemical Corp.; Johns- 
Manville Sales Corp.; Johnson 
Bronze Co.; S. C. Johnson & Son, 
Inc.; Joma Mfg. Co., Inc.; Joyce- 
Cridland Co. 

K-D Lamp Co.; K-D Mfg. Co.; 
K & W Products, Inc.; Kal-Equip 
Co.; Kapro Corp.; Kem Mfg. Co., 
Inc.; Kennedy Mfg. Co.; R. O. Kent 
Corp.; Kester Solder Co.; Kex Prod- 
ucts, Inc.; King Bee Mfg. Co.; King 
Electric Equipment Co.; Knicks 
Mend-Rite Co. 

L & S Bearing Co.; Laitner Brush 
Co.; Lamson & Sessions Co.; Las- 
Stik Mfg. Co.; F. H. Lawson Co.; 
Lee Filter Corp.; K. O. Lee Co.; 
Leece-Neville Co.; Lempco Auto- 
motive, Inc.; Lempco Products, 
Inc.; Lincoln Engineering Co.; Line 
Scale Co., Inc.; Link-Belt Co.; Lipe- 
Rollway Corp.; Lisle Corp.; Look 
magazine; Lubriplate division. 

Mac’s Super Gloss Co., Inc.; 
Magic Iron Cement Co., Inc.; 
Magnafiux Corp.; Magnum Prod- 
ucts Co.; Mallory Electric Corp.; 
Malsbary Mfg. Co.; Mansfield 
Tire & Rubber Co.; Maremont 
Muffler division; Marquette Mfg. 
Co., Inc. 

Marshall Eclipse division; Mar- 
son Corp.; Master Parts division; 
May Brothers Mfg. Co., Inc.; Mc- 
Cord Corp.; McGraw Hill; McKay 
Co.; McQuay-Norris Mfg. Co.; Merit 
Muffler division; Midland-Chicago 
division. 

Milesmaster, Inc., of America; 
Milton Mfg. Co., Inc.; Milwaukee 
Hydraulic Products Corp.; Minne- 
sota Automotive, Inc.; Minnesota 
Mining & Mfg. Co.; Miracle Power 
Products Corp.; Miro-Flex Co., Inc.; 
John E. Mitchell Co., Mitchell Mfg. 
Co.; Monkey Grip Sales Co. 

Monroe Auto Equipment Co.; 
Moog Industries, Inc.; Moto Prod- 
ucts Mfg. Co.; Motor & Equipment 
Manufacturers Assn.; Motor maga- 
zine; Murray Co.; Muskegon Piston 
Ring Co. 

National Brake Block Corp.; 
National-Detroit, Inc.; Neapco 
Products, Inc.; New Britain Ma- 
chine Co.; C. E. Niehoff & Co.; 
Nutmeg Chemical Co. 

O.E.M. Products Co., Inc.; L. R. 
Oatey Co.; Olin Mathieson Chem- 
ical Corp.; Otto-Items, Inc.; Over- 
seas Automotive Club, Inc. 

P & D Mfg. Co., Inc.; P-F Auto- 
motive division; G. H. Packwood 
Mfg. Co.; Park Chemical Co.; 
Parker Bros., Parts Mfg. Corp.; 
Paser Mfg. Co.; Paul-Marsh Co.; 
Pendleton Tool Industries, Inc.; 
Penray Co.; Perfect Circle Corp.; 
Perfect Parts. Inc. 

Perfection Gear Co.; Permacel, 
Permafuse Corp.; Permatex Co., 
Inc.; Peterson Machine Tool, Inc.; 
Peterson Mfg. Co.; Pick Mfg. Co.; 
Piston Ring Manufacturers Group; 
Pit-Bar Mfg. Co.; Planet Metal 
Products Corp.; Plasti-Kote, Inc.; 
Plews Oiler, Inc.; Popular Mechan- 
ics magazine. 

Porte Mfg. Co., Inc.; Powell 
Muffler Co., Inc.; Power Brake 
Parts Mfg. Co.; Practical Mfg. 
Co.; Pratt Muffler division; Pre- 
cision Automotive Components 
Co.; Precision Universal Joint 
Corp.; Prest-O-Lite Battery divi- 
sion; Pullman Vacuum Cleaner 
Corp.; Purolator Products, Inc.; 
Pyroil Co., Inc. 

Quickee Products, Inc.; Radiator 
Specialty Co.; Ramsey Corp.; Ray- 
bestos division; Raymond Mfg. di- 
vision; Rebuilders, Inc.; Rem Line 
division; Republic Gear Co.; Rich 
Mfg. Corp.; Richman Chemical 

















Products Co., Inc.; Rinck-MclIl- 
waine, Inc.; Rinshed-Mason Co. 
Rittenbaum Brothers, Inc.; Ros- 
enberg Brothers & Co.; Rubber- 
maid, Inc.; Rupert Parachute Co.; 
Russell Mfg. Co.; Rust Master 
Chemical Co.; 
Corp.; Sav-T-E.ngineering Co.; 
Schauer Mfg. Corp.; Schofield Mfg. 
Co.; A. Schrader’s Son division; 
Schroeder & Tremayne, Inc. 
Sealed Power Corp.; Shaler Co.; 
Shepard-Thomason Co.; Sherwin- 


Tire Guide Available 


NEW YORK.—The 80-page 1960 
Tire Guide, giving tire sizes and 
proper inflation pressures for U. S. 
cars from 1946 to 1960 and for pop- 
ular imported makes, is available 
from Elgar Co., 2 E. Twenty-third 
St., New York 10, N. Y. Copies are 
$2 each and $7.50 for five copies. 


St. Pierre Chain} 





Williams Co.; Shur-Gloss Mfg. Co.; 
Shure Mfg. Corp.; Shurhit Prod- 
ucts, Inc.; Signal-Stat Corp.; Siloo, 
Inc.; Simoniz Co.; Simpson Electric 
Co.; Skil Corp.; Smithy’s Muffler 
Co., Inc.; L. Sonneborn Sons, Inc. 

P. Sorenson Mfg. Co., Inc.; 

Southern Automotive Journal; 

J. W. Speaker Corp.; Speed-Clip 

Mfg. division; Spencer Mfg. Co.; 

Spray Products Corp.; Springfield 

Electrical Specialties, Inc.; Stand- 

ard Motor Products, Inc.; John 

T. Stanley Co., Inc. 

Stanley Publishing Co.; Stanley 
Spring Works, Inc.; Stant Mfg. Co.; 
Star Machine & Tool Co.; Sterling 
Aluminum Products, Inc.; Stewart- 
Warner Corp.; Storm-Vulcan, Inc.; 
Streamline Tools, Inc.; Sunnen 
Products Co.; Supersite Corp. 

S. G. Taylor Chain Co., Inc.; 
Thermoid division; Thompson 
Products Replacement division; 
Thor Power Tool Co.; Tillis Mfg. 
Co.; Timken Roller Bearing Co.; 
Tobin-Arp Mfg. Co.; Toledo Steel 
Products Co.; Trainor National 
Spring Co. 

Tramco Industries, Inc.; Trico 
Products Corp.; Triple-A-Specialty 
Co.; Triplex of America; Trippe 
Mfg. Co.; Albert Trostel Packings, 
Ltd.; Tru-Flate, Inc.; Tung-Sol 
Electric, Inc.; Tungsten Contact 


— 


Products, Inc.; Van Norman Ma. 
chine Co.; Vapor Heating Corp,; 
Vellumoid Co.; Victor Mfg. & Gas. 
ket Co.; Vulcan Mfg. Co., Inc.; Vul- 
can Motor Products, Inc. 

Wagner Electric Corp.; Walker 
Brothers; Walker Marketing Corp,; 
Warner-Patterson Co.; Watervliet 
Tool Co., Inc.; Waverly Petroleum 
Products Co.; Weatherhead Co,; 
Weaver Mfg. Co.; Weld Built Body 
Co., Inc.; S. K. Wellman Co.; Wells 
Mfg. Corp.; Westinghouse Lamp di- 
vision. 

Westley Industries; Whitaker 
Cable Corp.; White Machine 
Works; Wilco Co.; Wilkening Mfg, 
Co.; Winona Tool Mfg. Co.; Wittek 
Mfg. Co.; Wix Corp.; Wohlert 
Corp.; Woodhill Chemical Co, 
World Bestos division; Worthington 
Corp.; Edmund J. Wudel Mfg. Co, 

“X” Laboratories, Inc.; Yankee 

Metal Products Corp.; Zecol, Inc.; 
Zim Mfg. Co.; Huppower division; 
Kraco Products, Inc.; Lee Mfg. 
Co., Life magazine; Standard 
Products Co., Inc.; Truckstell 
Mfg. Co.; Swingspout Measure 
Co. 

Ace Rubber Co.; Bennett-Fera- 
gen; Hull Mfg. Co.; Radson Engi- 
neering Corp.; S.M.S. Auto Parts 
Co., Inc.; Start Pilot Corp.; Thomp- 





coon 


Service Reception— 
Fidelity Oldsmobile Motors, 


Berkeley, 
Calif., has appointed lovely Betty Elmore 
to greet all customers in its streamlined 
new service department on Shattuck Ave. 


Mfg. Co., Inc.; Turtle Wax-Plastone 
Co. 

Unican Plastics Co., Inc.; Union 
Carbide Consumer Products Co.; 
United Engine & Machine Co.; 
United Motors Service; U. S. Air 
Compressor Co.; U. S. Axle Co., 
Inc, 

Vaco Products Co.; Valley Forge 





Western Automotive Co. 


son Mfg. Co., Inc.; Walbro Corp.;} 











CHRYSLER 


Introduces New 
Fuel Filter! 


Utilizing a nylon-6 housing for the first time, 
MoPar fuel filter survives torturous testing! 


Newest of an ever-increasing number of precision 
nylon automobile parts rolling out from Detroit is a 
new MoPar inline fuel filter now being installed in 
8-cylinder Chrysler Corporation automobiles for 1960. 
The filter is currently being supplied to Chrysler by 
the Fram Corp. 


One of an average of 42 nylon parts per 1960 auto- 
mobile, this new MoPar fuel filter features a housing 
molded of Spencer Nylon 404—a heat-stabilized Type 
6 nylon which successfully withstood exhaustive test- 
ing against the wide-range of punishing conditions 
found under the hood of an automobile. 


The new MoPar filter represents one of the toughest 
automotive uses yet assigned to a plastic. And the 
story of the strenuous tests to which the MoPar filter 
was subjected—and how it mastered them all—dra- 
matically illustrates why Detroit is placing greater and 
greater emphasis on precision automobile parts of nylon. 


9 











At Dodge Service Profit Conference— 


Ten Dodge dealer service managers in West Virginia attended a service profit con- 
ference in Charleston, to discuss ways to increase customer-paid labor in dealerships 
and the new ‘Certified Car Care’ program. Front row, from left, are Mark Doctur, South 
Charleston; Lyle Blackwell, Gauley Bridge; Bobby Kitts, Bluefield; Dick Kennedy, South 
Charleston; Arthur Smith, Hilton, and Virgil Sallee and Merle Aleman, both of Parkers- | 
burg. Back row: Wayne Blake, Lewisburg; H. H. Renck, Dodge Charleston district service | 














) representative; P. H. Carroll, Pittsburgh region service manager; Dave Keesee, Blues- | 
field, and Frank White, Charleston. 
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Backshop . 


e e By Jack Weed 





(Continued from Page 21) 


against the glass for a while and| 
then would pay no attention to the 
minnows, Then the minnows could 
swim all around it, pointing out 
that, if you let yourself be stymied 
by a few rebuffs, you'll never get| 
the order. 
* a * | 
ND the deer hunter sits on al 
stump and waits for the deer 
to come to him while the rabbit 
hunter goes out and beats the brush 
piles, the fence corners and other 
hiding spots. 
Bill spent endless days preparing | 
each of his talks which seldom ran| 
over 25 minutes. I’ve known him| 
to work on a single stunt for as| 
long as three months, I know he} 
did on the “chump” deal because} 
I was privileged to see that one in 
several stages of development be-| 
fore he got it ready for the road. 
Bill always built up his audi- 
ences for his talks, usually by 
poking fun at the top men in his 
company and corporation—some- 
thing that many in the audience 


ee 
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For more than 1,000 hours, the MoPar fuel filter quiv- 
ered on a special machine to gauge its ability to with- 
stand vibrations over the entire frequency spectrum. 
Result: Positive! 


To test the heat-cold resistance of the new filter, it was 
“baked” for 24 hours at a temperature of 250° F. Then 
the filter was “frozen” at —40° F. for another 24 hours. 
Result: Positive! 


Oil heated to 140° F. was poured through the MoPar 
fuel filter’s housing molded of Spencer Nylon 404 
housing to determine its resistance to greases. Result: 
Positive! 


SPENCER 
CHEMICAL 
COMPANY 








would have liked to do but didn’t 
dare. His “Yes, Mr. Holler” and 
“Yes, Mr. Sloan” still ring in my 
ears. 

In his early talks, he emphasized 
two facts that were freely admitted 
throughout the industry. They 
were: 

No company was any bigger than 
the solidity of its dealer body and 
no dealer was any bigger than his 
sales and service personnel made 


im, 


* * * 


How Dealers Grow 
ILL used to illustrate how little 
dealers became big by being 
good managers with a big bow] of 
beans in which were placed a few 
ping pong balls. When you shook 





Toyopet Reaches Denver 


DEN VER.— Appointment of 
South Federal Motors, 889 S. 
Federal Blvd., as the only author- 
ized dealer in the Denver area 
for Toyopet has been announced 
by Clarence Kunz, owner. 


And there were other excruciating tests. But through- 
out them all, the molded Spencer Nylon housing 
proved to have excellent heat stability, impact strength, 
and resistance to corrosion and hydrocarbons. Molded 
in two parts, Spencer Nylon was also found to have 
superior moldability and sealability. 


As a leader in the development of nylon-6 for auto- 
mobiles, jet airliners and other products, Spencer 
Chemical Company has the experience and personnel 
that can help you put nylon-6 to work on your require- 
ments. For full information on Spencer Nylon, contact 
Spencer Chemical Company at the address below. 


SPENCER NYLON 


General Offices. DWIGHT BUILDING, KANSAS CITY 5, MISSOURI 
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them up good, the ping pong balls 
would always come to the top. Thus 
the dealer with big managerial po- 
tentials always comes out on top, 
if he and his organization stay ac- 
tive, 

We all feel that the sales and 
service training books and films 
that are being put out by the 
factories today are better than 
they were 10 and 20 years ago 
but where have the sales direc- 
tors who inspired their dealer 
bodies to greater achievements 
gone? 

Many of us who have lived 
through the growing-up period of 
this great industry bemoan the 
passing of the Dick Grants, the 
Norval Hawkinses, the Bill Hollers, 
the Joe Fields and the Clay Dosses 
who fought for their dealers and 
would not allow any policy to go 
out that would prevent their deal- 
ers from being prosperous, Dealers 
would fight for the programs that 
these sales managers instituted. 

I, for one, believe we need men 
of this ability today more than we 
have ever needed them in this in- 
dustry, men who can inspire deal- 
ers to do the things they know they 
should do for the good of their 
own businesses and for the good of 
the industry. 

There’s an old saw that goes: 
“All work and no play makes Jack 
a dull boy.” I would restate it as: 
“All figures and paper work with 
no inspiration takes the punch out 
of what otherwise might be sound 
programs.” 

a oS * 

O ONE knew better than Bill 

Power that it takes both sales 
and service to make a dealer op- 
eration an outstanding one from 
both the profit and the customer 
relations standpoint. 

Each complements the other. 
Sales make service possible and 
good service builds up profitable 
sales and makes customers out 
of owners. 

And, for some reason, it takes 
more than just saying—or the prov- 
ing—to arouse some dealers suffi- 
ciently to apply this truth to their 
own businesses, I believe Bill 
Power was one of the masters of 
this art. 

cs * 


A Book on Sales 


rT IS part of this enthusiasm and 
putting sound practices to work 
that Fred Nissle has caught in his 
book on how to make car salesmen 
click today. 

He uses a case history of Han- 
ford Brewer, a top producer at 
Guaranty Chevrolet, Santa Ana, 
Calif., who made $18,000 a year sell- 
ing Chevrolets. 

Nissle says the secret of Brew- 
er’s success is that he personally 
guarantees the full enjoyment of 
every new vehicle he sells. He de- 
livers care-free driving to his 
customers by seeing to it that 
their car is kept in top operating 
condition, anticipating when it 
will need servicing, making the 
appointment and seeing that the 
car is ready when promised. 

This personal attention is ap- 
preciated. Buyers feel obligated. As 
a result, many have developed into 
annual Chevrolet customers who 
trade cars without ever questioning 
price or terms. 

* 


* 


* * 


7 Dat, says Nissle, Brewer has 
an army of loyal boosters 
throughout southern California, 
who are preselling friends, neigh- 
bors and relatives on why Brewer 
delivers more value for the money 
spent, Brewer’s dedication to serv- 
ice pays off in multiplying sales. 

His phone rings constantly with 
tips on preferred prospects, In a 
highly competitive market, his busi- 
ness flourishes because satisfied 
customers sponsor him with testi- 
monials and endorsements. He can 
always prove he delivers the best 
bargain and that is not based on a 
long trade. 

I know many dealers ,who op- 
erate their businesses this way 
and every one came through 1958 
with little or no hardship, They 
moved cars—and trucks if they 
sold them—at a consistently high 
gross and net. In practically 
every case, they showed a year- 
end profit comparable to those of 
normal years, 

Their eyes never leave the target 
of “taking care of the customer.” 
And that’s the sermon that Bill 
Power preached so effectively and 
so do the sales managers that build 
up such a loyalty among their deal- 
ers that the dealers swear by them 
and not at them. 





——— 


Susanne eee 
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Dealer's Production Tie-In— 


This display shows Oldsmobile parts manufactured by the Central foundry division, 
General Motors Corp., Danville, Ill, The display, located in the showroom of Taylor; million cars that would not start 
Bros., Inc. (Oldsmobile-Cadillac), Danville, has helped create an awareness of the|last year had batteries that were 
gradually failing and which could'customer in, but it is up to the 


close economical tie between the local manufacturer and the retailer. 


MAGNESIUM 





cal trouble. 


Factories Help Dealers Woo Owners. . . 





(Continued from Page 21) 


do not realize the extra drain that 


erating at the same time. 


Says that 40 years ago, the leading 


Whether a man cannot move ee 


stuck or because he can’t get his 
engine started doesn’t make 
much difference to him. In either 
case, he is experiencing the same 
delay, the same inconvenience, 
the same aggravation. 





MAGNESIUM DELIVERS 4 TIMES 
MORE DIE CASTINGS per pound than zinc! 


4 pounds of magnesium make... 





4 pounds of zinc make... 


Magnesium die castings have a long history of successful 
application in automobiles—and for several good 
reasons. You get more volume of lightweight magnesium 
per pound, thus you get more die castings per pound. 
Aluminum, for example, is 50% heavier—zinc and steel 
four times heavier—than magnesium. You save on 
production costs because magnesium can usually be die 


cast 50% faster than aluminum. It can be machined 
faster, too. 


If weight or time saving is your problem, check mag- 
nesium with your die casting supplier or write to: 
Automotive Development Engineering, Magnesium 
Sales Dept. 1100U1-18, THE DOW CHEMICAL COMPANY, 
Fisher Building, Detroit, Michigan. 


A FEW EXAMPLES of the many automotive parts die cast of magnesium. 


Instrument panels and bezel rings 
Fan spacers 
Steering column parts 


THE DOW CHEMICAL COMPANY - 


Engine Parts, including: 
Generator end plates 
Starter end plates 


Fuel pump cover 
Main bearing oil seals 
Drive parts 


MIDLAND, MICHIGAN 


Special Promotions 
Spur Service Revival 


advice about winter driving. Many; have been detected by a simple test. 
If that test had been made in 
is put on the battery in cold starts| the dealer’s service shop, the dealer 
when other electrical units are op-| would have gotten a large percent- 
age of the replacements and the 
The American Automobile Assn.| Profit from the replacements. 
Even a driver who disregarded 
cause of emergency road calls was | the advice and waited until the bat- 
“stuck in the mud,” but now the| tery failed would have thought well 
major cause is battery and electri-| 0f the dealer for warning him that 
he was headed for trouble. 


his car or truck because he is Se speaking, a car 
that breaks down is a car that 
was in need of service and parts. 
So, performing the service and re- 
placing the parts before it breaks 
down is providing an essential 
function that should please the 
AAA says that most of the 13)| customer and profit the dealer. 
Programs like Guardian Main- 
tenance and Car Care can bring the 


— 


dealer to make the checks that will 
point up the needed service and 
then bring these to the attention 
of the owner. 

And this takes management in 
the service shop. 
Granted that there is a rush 
period early in the morning and 
that writeup men may not have 
the time to check each car. There 
still are ways of getting this job 
done while the car is in the shop. 
One of the most valuable is the 
lubrication hoist, and this is where 
management falls down most often. 
Too little thought is given to se- 
lecting the lubrication man and 
outlining his duties. 

Practically every owner can be 
sold a lubrication job, and here the 
customer “exposes his entire ward- 




















what is needed to put his car in top 


operating condition. 
od oe * 


OR those who are afraid of “bar- 

bershopping” their customers, a 
notation on the ticket by the lube 
man will bring these suggestions 
to the owner’s attention. 

But the best procedure, of 
course, is to call the owner so he 
can have the extra work done 
right away, instead of having to 
bring the car back a second time. 

Installing a sound battery-testing 
program along with a complete 


brakes, windshield wipers, lights 
and other points that owners are 
prone to forget is the surest way 
of keeping customers off the emer- 
gency road-service list and out of 
competitors’ shops. It assures the 
dealer that he will get the profits 
that go along with service well per- 
formed. 


» Trade Groups 
In Canada Form 


Service Council 


OTTAWA, Ont.—Five Canadian 
trade associations have formed the 
Canadian Automotive Service Coun- 
cil “as a means of exchanging 
views and keeping up a close con- 
tact among aftermarket industry 
associations.” 

L. W. Nourse, Wix Corp., Ltd., 
is chairman of the council, which 
will meet twice a year, The group 
met for the first time in September 
and will convene again in Toronto 
in May. 


the council are the Canadian Auto- 


ers Assn., Canadian Automotive 


tive Supplies Manufacturers Assn. 
T. H. Whellams has been ap- 
pointed chairman of a committee 


Statistics with industry figures for 
the bureau’s decennial census in 
1961, 


motive Wholesalers & Manufactur- 


Jack K. Abel, Thompson Products, 
Ltd., as chairman of CAWMA’s 
manufacturers division. 


66 Cadillac Men 
Form Club in Ohio 


CLEVELAND.—The Buckeye 
Service & Parts Managers Club has 
been organized by service and 
parts managers of 33 Cadillac dis- 
tributors and dealers in Northeast- 
ern Ohio. 

The club is headed by James A. 
Grant, service manager for Dave 
Towell, Inc., Akron. Thomas C. 
Carruthers, parts manager for the 
same dealership, is secretary. The 
club has 66 members. 

The club’s programs feature 
product discussions. 


UMS Battery Promotion 


Offers Incentives to Buyers 


DETROIT.—United Motors Serv- 
ice has introduced a sales-promo- 
tion program to spur the move- 
ment of Delco batteries, 
Participating dealers have been re- 
minded that they usually can count 
on one battery sale for every 10 
battery checkups. 

Under the program, the dealers 
offer the motorist a free thermo- 
meter with a free battery check. 
And those who buy a Delco DC-12 
battery are entitled to purchase a 
$20.95 portable electric mixer for 
$9.49, tax and postage paid, the GM 
division said, 


safety inspection that includes 


The five groups which make up , 
motive Wholesalers & Manufactur- § 
Electric Assn., Automotive National | 


Distributors Assn., Automotive Ma- © 
chine & Parts Assn. and Automo- / 


to assist the Dominion Bureau of ~ 


Meanwhile, the Canadian Auto- | 


ers Assn, announced the election of | 


robe,” asking suggestions about 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2150 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 32 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 

AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif—Six courses 
starting the first Monday of each 
month; tuneup, Robert Steiner, in- 
structor; automatic transmission 
rebuilding, John Kamuk, instruc- 
tor; Ammco brake, Jack Cronin, 
instructor; auto parts, Fred Ham, 
instructor; engine, Ben Johnson, 


NEW, 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive News. 


For Make Servicemen 


CHRYSLER CORP.—The service 
training courses from Jan. 25 to 
Feb. 19 will cover the most recently 
developed procedures for factory 
approved service maintenance op- 
erations, diagnosis methods, plus 
the proper usage of the latest 
special tools and equipment. The 
courses are offered tuition free for 
service personnel of Chrysler Corp. 
dealers and factory personnel. 

Chrysler training centers are lo- 
cated at: 26001 Lawrence Ave., 
Center Line, Mich.; 5500 Howard 
St., Skokie, Ill.; 2930 Forrest Hill 
Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 550 S. 
College Ave., Newark, Del.; 1111 
N. Brookhurst St., Anaheim, Calif. 
For further information, contact 
your nearest Chrysler training cen- 
ter. 

FORD DIVISION—From Jan. 25 
to Feb. 19, the 35 Ford district 
service school instructors will be 
conducting complete service 
courses on 1960 Ford cars, Falcons, 
Thunderbirds and trucks for dealer 
service technicians. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8. carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 
VESTER — International truck sales 
districts are now conducting serv- 
ice meetings covering three new 
International low-stress V-8 truck 
engines for dealer and fleet service- 
men. The presentation covers note- 
worthy design features. Special em- 
phasis on the proper service meth- 
od of the full-flow bypass cooling 
system, full-pressure, large-capacity 
lubrication system, the new electri- 
cal system and the latest fuel sys- 
tem, 

STUDEBAKER -PACKARD— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
Phases of the 1960 Lark and Hawk 
models as well as Mercedes-Benz 
and DKW passenger cars for Jan. 
25-Feb. 19. These courses are tai- 
lored to meet the needs of dealers’ 
mechanics, are grouped in re- 
lation to basic requirements — (1) 
elementary, (2) overhaul repairs, 
(3) advanced classes on heavy re- 
pair procedures and specialized unit 
rebuilding. A special two-week 
course on Studebaker models is 
Tegularly scheduled for newly ap- 
pointed dealers. Subjects cover a 
brief history of prior models and 
provide a working knowledge of 
the current passenger cars and 
trucks. Training will be conducted 
at New York by F. X. Coghlan, at 
Los Angeles by L. J. Young, and 
at South Bend by A. S. Kidder. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
Performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cult and use of Allen scope. Also 
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instructor. The third Monday of 
each month, a Bear alignment 
course, Jack Cronin, instructor. 
Contact Frank O, Bregnard, Auto 
Mechanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for fur- 
ther information. 

JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, Feb. 1; 
(B) Advanced wheel alignment, 
power steering, advanced suspen- 
sions and minor frame straighten- 
ing, Feb. 8; (C) Collision service of 
front suspension, frame straighten- 
ing and body alignment, Feb. 15; 
(D) Brake servicing, Jan. 25. Com- 
bined courses are also available. 
They are: (ABC), Feb. 1-19; (AB), 
Feb. 1-12; (BC), Feb. 8-9. 


BEAR MFG. CO., Rock Island, 
Ill.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next classes Jan. 18, Feb. 1 
and 15. Address all inquiries to E. 
Miles Bacon, director, Bear Auto- 
motive Service School. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 





This sign was observed at a 
combination cafe and service sta- 
tion in Texas. 





ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 


SLO-CHROME MEANS 
OPERATING ECONOMY =- 


SLO-CHROME—exclusive with McQUAY-NORRIS—is a 
special, unhurried plating process whereby dense, fine 
grain chrome is carefully applied to assure immediate 
and permanent oil control. SLO-CHROME is more ex- 
pensive. to produce than other types of plating, yet 
costs you no more. SLO-CHROME is used on all steel 
rails, and on top chrome rings. 


SEVEN WIPING EDGES.:--:-:- 


The famous Leak-Proof piston ring set (including the 
outstanding ‘‘400” oil ring) has seven (count '’em) 
wiping edges. No other ring set has so many wiping 
edges to save your customers gas and oil. 





27 


the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

CARTER CARBURETOR CO., 
St. Louis.—Class No. 331 will begin 
Feb. 1 and Class No, 332 will begin 
Feb. 15. Both classes last two 
weeks. For further information, 
contact Roy Dean, Carter Carbure- 
tor Co., 2840 N. Spring Ave., St. 
Louis 7, Mo. 

DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 


the West Coast, Attendance at the 
(Continued on Page 30, Col, 3) 
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BECAUSE THEY STAND UP! 


McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS - TORONTO 





EERE SE ER BERRY” EPS NTE 





FORD FAMILY OF FINE CARS CLEARINGHOUSE ¢@ NO. 170 OF A SERIES 





41) 


eet tS 






ri i 
Y qmaae 


sali /_F ss) 2a1 Woe Vine | a PT ee Pa 
ae eo ah * 5 
Le ob Veen ee f se 7 
“ a ee Ms % 





FORD DEALERS’ SALES 
SOAR WITH A-] USED CAR 
GUARANTEE PROGRAM 










For a fun finish to the NADA 


Convention, see the great new 







musical show sponsored by Ford 






Motor Company, on Wednesday, 
February third. Written especially 






for this occasion, the production 










stars: Tennessee Ernie Ford « 





Georgia Gibbs * The Sportsmen 






Quartet * The Goofers * Comedian 






Frank Fontaine*and many others. 






Please check your NADA Infor- 






mation Packet for time and place. 
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{A-/\ PROGRAM BACKED BY POWERFUL 
NATIONAL ADVERTISING CAMPAIGN 


All across the country, Ford dealers are enjoying a dramatic upsurge in used car 
sales. In California, for example, one extensive user of A-1 in local advertising 
reported his used vehicle gross had reached a new high during 1959! This is a 
typical result of top dealer merchandising combined with one of the most effective 
programs in Ford history —the A-1 Used Car Guarantee Agreement — provid- 
ing a Performance Protection Policy to all purchasers of A-1 used cars and trucks. 

Backing the program to the limit, Ford Division launched a massive ad- 
vertising drive that included national magazine support, eye-catching ads in 2,800 
newspapers, and special commercials on Ford’s two top-rated TV shows — Wagon 
Train and The Ford Show! This national advertising campaign will be continued 
throughout 1960. 

Tom Sullivan, Ford dealer in Fenton, Michigan, is one of many who is 
capitalizing on this support with a local campaign that has brought his deal- 
ership a 60 percent increase in sales! “We are playing up the A-] tremen- 
dously,” says Sullivan, “because of the amount of money being spent nationally 
on A-1. I think it would be short-sighted not to tie into it.” 

The A-1 Used Car Program is another example of Ford Division’s contin- 
uing effort to assist Ford Dealers . . . and provide the public with the finest 
transportation on the American road. Another reason why it’s great to be a 


dealer in the Ford Family of Fine Cars. 


MOTOR COMPANY 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD ¢ FALCON * THUNDERBIRD * MERCURY ® LINCOLN 
LINCOLN CONTINENTAL ¢ ENGLISH FORD LINE ° 
TAUNUS ¢ FORD TRUCKS * INDUSTRIAL ENGINES e 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS ¢ 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE ¢ 
FORD MOTOR CREDIT COMPANY 





THE AMERICAN ROAD 
DEARBORN, MICHIGAN: 
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Parkomat Plans 
Travelling Exhibit, 


Service Clinics 


DALLAS.—Parkomat Sales Co., 
Inc., will display its glass air con- 
ditioner demonstrator in a series 
of exhibits throughout the country. 

Distributors in various cities will 
show the visual aid demonstrator 


to the public and also use it in con- || 


junction with service clinics, The 
clinics are a part of a Parkomat’s 
nationwide assistance and service 
program for dealers and mechan- 
ics. 

John Sensenig jr., author of the 
book “Auto Air Conditioning for 
Auto Mechanics,” will accompany 
the demonstrator and conduct the 


clinics, which will be open to all @ 


mechanics interested in automobile 
air conditioning. 


Mechanics and others desiring * 


information and dates of the clinics 
in their areas should write Parko- 
mat Sales Co., Inc., 2000 S, Akard 
St., Dallas 15, Tex. 


Mages Switches to Triumph 


CHICAGO. — Mages Motor Mart 
has dropped BMW Isetta and NSU 





Demonstrator in Glass— 


This glass air conditioner demonstrator 
is being used by Parkomat Sales Co., Inc., 
Dallas, in a series of exhibits and clinics 
throughout the country. The demonstrator 
also will be used in a service program 
for dealers and mechanics. 





Prinz lines and taken on Triumph. 





* 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 27) 


factory school in Toledo is without 
charge for instruction or equip- 
ment. However, a nominal charge 
is made for attendance at field 
schools. 


INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 


NATIONAL TECHNICAL 
SCHOOLS, Los Angeles—Complete 
resident and home study training 
in auto mechanics and diesel, in- 
cluding engine rebuilding, tuneup, 
overhaul, brakes, automatic trans- 
mission, ignition, fuel injection, 
servicing, etc. Day and evening 
classes. Resident schools training 


programs start the first school day 
of every month, Contact Paul 
Peterson, National Technical 
| Schools, 4000 S, Figueroa, Los An- 
geles 37, Calif. For home study 
courses in the same field, write 
Extension Division, same address. 


OKLAHOMA STATE TECH., 


| Peoria School Plans Garage 


For Auto Mechanics Course 


PEORIA, Ill.—Construction of a 
new service garage for Peoria Cen- 
tral High School’s vocational auto 
mechanics courses has been author- 
ized by the Peoria Board of Edu- 
cation, 

The proposed 62-by-115-foot 
building will house a junior and a 
senior auto shop, classroom, office, 
tool-storage room and rest room. 
The senior auto shop also will serve 
as a garage for school bus storage. 





The school hopes to have the ga- 
rage ready by September. 





Robert D. Hughes, President of The Hughes White Truck Sales Company, Dayton, Ohio, and Bob, Jr., work out a customer problem. 


40 years of Business Success 


The Hughes father-and-son team 
stays right on top of every customer 
problem—solving it fast and efficiently. 


They know trucks . 


expect from their trucks 


them the highest quality product, 
custom-engineered for their specific 


Operation, with adequate 


. . know how 
to keep operators satisfied. Bob, Sr., 
puts it this way: ‘‘We insure our cus- 
tomers the top lifetime efficiency they 


by giving 


parts and 


service facilities guaranteed.” 

Bob joined The White Motor Com- 
pany immediately after serving in 
World War I. And on June 21, 1919, 
organized his own company to distrib- 
ute WuiteEs. “I chose WHITE,” says 
Bob, ‘‘because even in those early 
days of the truck industry, WHITE 
quality and dependability convinced 
me that WuHITE would be the future 
leader in the heavy-duty truck field.” 


operators 





WORLD LEADER IN HEAVY DUTY TRUCKS 


WHITE 





Wuite’s outstanding growth and 
development have proved Bob’s choice 
a wise one. 
forward with WHITE to an even bigger 
future—continuing to supply truck 


Now he and Bob, Jr., look 


with custom-engineered 


Waites that give maximum earning 
capacity at lowest operating costs. 
THe Wuite Motor CoMPpANy 


CLEVELAND 1, OHIO 
Branches, distributors, dealers in all principal cities 











Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course wil include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by two technical, sound, 
color, motion pictures showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn, 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 


SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A. Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 


THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the ‘latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools. 

WEAVER MFG. CO.— Spring- 
field, IlL., offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Dura Corp.), 
2171 S. Ninth St., Springfield, Il. 





Snow Tires in California 


Held Illegal Despite Law 

SACRAMENTO, Calif.—S now 
tires in place of chains on moun- 
tain highways are illegal in spite 
of a change in law which was 
effective Dec, 23, according to the 
State Highway Patrol. 

The Legislature approved the 
law allowing approved snow- 
tread tires. The Highway Patrol 
noted that such tires must be 
submitted to it for testing and 
approval, and said that prior to 
Dec. 23 no manufacturer had sub- 
mitted the tires for tests. 
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Ala. Shop Split Up into Special Departments... 
‘Scientific’ Approach to Service 


BIRMINGHAM, Ala.—Service is 
a science in Steel City Oldsmobile 
Co.’s shop, which is managed by 
R. L. Stauffer. 

About 100 cars a day are han- 
died in an operation which is or- 
ganized on a departmental basis, 
according to Stauffer. 

Customers are greeted by service 
advisers in the reception depart- 
ment, which is located outside the 
shop in all but the coldest weather. 
This provides more room inside the 
building for cars and mechanics. 


When the car enters the recep- 
tion area, a numbered card is 
placed on the rear-view mirror, 
windshield wiper or door handle. 
The service adviser then makes 
out a “control sheet” listing work 
to be done. : 

The sheet goes to the dispatch- 
er in an elevated control tower. 
The dispatcher, using the car’s 
number, routes the vehicle to the 
various departments for the work 
designated on the control sheet. 

When the work has been com- 
pleted, the car is returned to the 
reception area where the service 
adviser keeps a record of the time 
the car was promised and the time 
the job was finished. 

Signs calling attention to various 
service specials are placed about 
the reception area and help to 
bring in business, Stauffer said. 

Inside the shop one of three lifts 
is reserved especially for lubrica- 
tion, which Stauffer calls the heart 
of a service department. 

“Lubrication will bring cus- 
tomers back to us more often 
than any other type of service,” 
he said. 

“If we can just get owners com- 
ing back for lubrication and oil 
changes, we know this contact will 
feed our other departments all the 

* * * 





Making Seat Covers— 


Seat covers for all makes and models 
Gre made in the “appearance department" 
of the Steel City Oldsmobile Co. shop in 
Birmingham, Ala. The department also 
handles washing, polishing, upholstery re- 
conditioning and similar services. 


Sealed Power 
To Expand Plant 


MUSKEGON, Mich.—A $400,000 
foundry expansion program which 
will more than triple its semi-pre- 
cision plate, large ring and miscel- 
laneous casting capacity has been 
started by Sealed Power Corp. 

The program will involve the in- 
Stallation of a 12-station molding 
facility, semi-automatic sand con- 
ditioning equipment, electric fur- 
nNaces and new shot blast cleaning 
equipment at the north end of the 
present foundry building, according 
to Gordon E, Reynolds, manufac- 
turing vice-president. 

The new facility will expand pro- 
duction capacity and will provide 
greater flexibility in present foun- 
dry operations, Reynolds explained. 


Woodruff Heads Parts Club 


PORTLAND, Ore.—Ben Wood- 
ruff, parts manager of Braley & 
Graham (Buick), has been elected 
President of Portland Parts & 
Service Managers’ Club. He suc- 
ceeds Frank Heaton, Wolfard Mo- 
tors (Ford). 





business they can handle,” Stauf- 
fer added. 

Another business lure is the serv- 
ice clinic to which Oldsmobile own- 
ers are invited to bring their cars 
for a free checkup. 

The clinics are held from 5:30 to 
9 p.m., and the firm sends letters 
asking Olds owners to bring their 
cars in at a specified time. 

“No attempt will be made to 
sell you any repair work or re- 
placement parts,” the letter says. 
“We and Oldsmobile want to do 
this diagnosis to see that you 
get the most miles and pleasure 
from your car.” 

Stauffer said the cars are in- 





Courts Loses License 

MILTON, W. Va.—State Motor 
Vehicle Commissioner Hubert Kelly 
has revoked the dealer’s license of 
Cecil E. Courts, doing business as 
Cc. & O., Inc., for illegal use of 
dealer’s plates and reissuing ex- 
pired temporary plates. 


ea f 


“Most of our vacation and transient traffic 
finds us through the Yellow Pages” 


says Theodore J. Scott, Scott Pontiac Company, Hampton, New Hampshire. 


“We're right in the middle of a popular resort area, so we get lots of 
transient traffic. Since most of these motorists aren’t familiar with the 
area, they look to the Yellow Pages when they need service. Many of 
them are attracted by our Yellow Pages advertising, especially Pontiac 





spected from bumper to bumper 
and a written report of their condi- 
tion is mailed to the owner. 
“Some of the items (which need 
repair) are safety items and should 
be taken care of right away, and 
others can be taken care of at your 


convenience,” says a letter accom- 


panying the inspection report. 

Steel City’s “appearance depart- 
ment” is another money maker, 
Stauffer said. 

In addition to washing and 
polishing cars, this department 
makes up seat covers for all 
makes and models, Other services 
include spraying original uphol- 
stery and installing floor mats 
and safety belts. 

The “half and half” car is a good 
sales promoter in this department, 
Stauffer said. Half of a car is newly 
painted and upholstered, while the 
other half shows the wear and tear 
of years of service, 

Other similar displays are used 
to promote the department’s other 
services, Stauffer said, Occasionally 


owners who want factory authorized service and parts. 


“Of course summer traffic is only part of the story—we do a big service 
business all year round. I think our newspaper, radio and billboard 
advertising has a lot to do with it. Without the Yellow Pages, however, 


our ad program wouldn’t be complete.” 


You, too, can build business all year by building greater AWHERENESS 
of your services through Yellow Pages advertising. Call the Yellow 
Pages man at your local Bell telephone business office today. 
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Outdoor Service Reception Area— 

Service advisers at desks outdoors greet customers of the service department of 
Steel City Oldsmobile Co., Birmingham, Ala. The route through the shop begins here, 
with a number being placed on the car and a “control sheet” written up. Service 
specials are advertised in the area. 


and employes are given a few 
names daily to contact. 

“We find we have to keep on tell- 
— them about our service,” he 
said. 


contests on sales of seat covers, 
polishing jobs and the like are run 
for service salesmen. 

Stauffer said a complete service 
record is kept on each customer, 





G.M.C. TRUCKS « VAUXHALL « USED CARS 
© I@BITION & BRAKE SERVICE © TURE-EP 
© CARBURETION © BOOBY WORK + WRECKING SERVICE 


phone WA 6-3355 


THIS DISPLAY AD in the Hampton, N. H.., directory, 
plus listings under the Pontiac Sales and Service 
and GMC Trucks trade marks, help sell Scott’s new 
cars and service facilities every day of the year. 





Display this sales-bullding emblem wherever your prospects can see it. 


The Yellow Pages representative will gladly supply as many as you need. 
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Billionth Ad Emblem— 


By Martin L. Whitmyer 
Staff Writer 

Contracts for outdoor advertising 
campaigns on the books as of Dec. 
31, compared with the same time 
last year, were up 15 percent, ac- 
cording to Felix W. Coste, president 
of Outdoor Advertising, Inc., the 
medium’s national sales organiza- 
tion, 

“This very significant increase in 
business,” Coste stated, “indicates 
that 1960 will be the biggest year 
in the medium’s history.” 

Coste pointed to the food, drug 
and auto classifications as current- 
ly showing great potentials for ad- 
vances in 1960. 

“We expect that 1960 will show 


Growth of one of the world's oldest advertising mediums is demonstrated by Albert| an extension of the gains registered 
Lion, president, Lion Bros. Co., Baltimore, who is shown with a few of the more than a| in 1959,” he said. 


billion embroidered advertising emblems produced by his company. Automobile manu- * 
facturers and petroleum products manufacturers and distributors are among the largest All Ab d! 


users of embroidered emblem advertising. Embroidered emblems are used on uniforms, 


work clothing, etc. to make company employes ‘walking ads." Device originated in 


In @ departure from normal 


the 4th Century B. C. first achieved prominence through use by medieval guilds and| promotion techniques, Ladies’ 


craftsmen, according to Lion. 


Home Journal, Saturday Evening 
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Outdoor Sees Big Year... 





Auto Advertising 


Post and American Home maga- 
zine have leased space 20 feet 
square in the middle of the main 
concourse of Grand Central Ter- 
minal in New York and are al- 
ternating in erecting giant ezx- 
hibits there during the first half 
of 1960. 

The American Home is using 
the area during January, the Post 
in February and Ladies’ Home 
Journal during March. The 
monthly cycle of use then will be 
repeated. The magazines have an 
option to renew lease of the space 
for the second half of the year. 


* * * 


Avis Ad Budget Skyrockets 


An increased 1960 advertising 
budget of $5 million has been an- 
nounced by Vincent P. Conroy, 
marketing vice-president of Avis 
Rent-a-Car System, 

The new budget, a 25 percent in- 
crease over last year’s appropria- 
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REMEMBER— BIG PROFIT JOBS 


Do't DRIVE IN=THEY’RE TOWED IN... “iil 
HOLMES TOWING SLING 


Permits Fast, Safe Towing of all cars with- 
out scarring or damaging light chrome and 
body parts. Easy to use —can be installed 
on almost any truck. Send for details. 





Shops equipped to render Modern HOLMES 
WRECKER Service are getting the most profitable work in 
their community. The operation of HOLMES units such as 
shown, does enable a shop to extend its service facilities miles r 
away, pick up new business ... and secure jobs and profits 
that would NOT be possible otherwise. 


Modern Road Service is the key to many of today’s 
most profitable service operations—towing, wreck recondi- 
tioning and all kinds of shop work. Why not cash-in on this 
business by rendering the most up to date Wrecker and Tow- 
ing service in your community? HOLMES offers a wide 
choice of Wrecker units each varying in size, capacity and 
earning ability. Send today for full details. 


HOLMES 525 WRECKER 


~ HOLMES TOWING DOLLY 


A portable unit, easy for one-man to assem- 
ble and position for towing. Handles all cars, 
either with or without wheels. Send for details. 
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. a a 
A 12 Ton, All purpose Wrecker, ideal for _ a 
handling all cars and average size trucks. The 1 — » sa 
unit has a rated capacity of 6 tons per ' rn s he 
boom, long range of operation and is ; F > . 


capable of rendering a wide variety eect 
of work. It is fast, versatile and eco- 
nomical to operate. Moderate size for 
installation on a truck of 1% to 2 
ton capacity. Send for details. 


SEE US AT THE NADA 
SHOW, BOOTHS 124-128 


_—— nm « 
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HOLMES Power WRECKERS 
for all 1960 Chevrolet and 
GMC trucks %4 ten and up. 


ERNEST HOLMES COMPANY 





Chattanooga 7, Tennessee 
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tion, was voted on at a recent meet- 
ing of the system’s advertising and 
policy committee. 


The total advertising budget is 
based on 50 percent for national ad- 
vertising and promotional program 
with an equal amount spent for 
local advertising and promotional 
activities by Avis System stations, 
The new budget has increased more 
than 16 times since the first nation- 
al advertising budget of $150,000 in 
1953. 

During 1960, Avis will place 
greater emphasis on business and 
consumer magazines with full 
schedules appearing in Time, News- 
week, U. 8S. News & World Report, 
Business Week, Fortune, Saturday 
Evening Post and The New Yorker. 
Thirteen trade magazines in the 
airline, hotel, railroad and travel 
industries are included in the pro- 
gram. A 20-city campaign in 40 
metropolitan newspapers will round 
out the consumer advertising 


schedule. 
* * + 


TV Guide Reports ’59 Gains 


TV Guide magazine had substan- 
tial gains in both advertising rev- 
enue and pages in 1959, according 
to Michael J. O'Neill, advertising 
director. 


Advertising revenue for the year, 
as reported to the Publishers In- 
formation Bureau, totalled $10,768,- 
680. This was $3,008,402 or 39 per- 
cent ahead of 1958 revenue of $7,- 
760,278. 

The magazine carried 673% pages 
of advertising during 1959, an in- 
crease of 131% pages over the 1958 
total of 542 pages. 

TV Guide’s advertising prospects 
for 1960 are “very promising,” 
O’Neill said. The magazine began 
the year with 42 percent more ad- 
vertising booked than it had at the 
beginning of 1959. Advertising al- 
ready booked for 1960 totals almost 


$5 million, he said. 
* * * 


Andrews & Koehring Part 


Andrews Agency, Inc., and Koeh- 
ring Co., both of Milwaukee, are 
terminating their agency working 
agreement covering construction 
equipment advertising. The termi- 
nation, which becomes effective 
March 15, ends an association of 15 
years. 

The Koehring construction equip- 
ment account presently includes ad- 
vertising for the following company 
d:visions and subsidiaries: Koeh- 
ring division, Milwaukee;, C. S. 
Johnson Co., Champaign, IIl.; Par- 
sons Co., Newton, Ia.; Kwik-Mix 
Co., Port Washington, Wis.; Buf- 
falo-Springfield Co., Springfield, O.; 
Koehring-Waterous Ltd., Brant- 
ford, Ont.; Koehring-California 
Co., Stockton, Calif. 

* * 


Personnel Changes 


Peter Mummery from manager 
of advertising and sales promotion 
for the Rootes 
Group in England 
to advertising and 
public relations 
manager of 
Rootes Motors, 
Inec., U. S. distri- 
butor in New 
Zorn City... 
Donald D. Cram 
from general ad- 
vertising manager 
to special service 
manager of the 
Mansfield (O.) News-Journal ... 
Joseph A. Gentille from advertising 
staff to general advertising man- 
ager of the paper. 

Walter W. Tait from Detroit 
manager of Babcox Publications, 
Inc., to Detroit manager for Stan- 
ley Publishing co... . Four promo- 
tions at Ross Roy, Inc., Detroit ad 
agency: James B. Jackson, William 
H, Mathews, Joseph R. Neall and 
Edward Simon, all to vice-presi- 
dents. 

H. Milton Gurwitz, Lee Filters 
account executive, to vice-president 
of Friend-Reiss Advertising, Inc., 
New York... Three appointments 
in General Motors public relations 
Edward A. Bracken jr. from New 
York regional public relations man- 
ager to manager of special] projects, 
with headquarters in Detroit; Frank 
R. Faraone from Cleveland to New 
York regional public relations man- 
ager, and A. Bruce Campbell from 
the news relations staff in New 
York to Cleveland regional man- 
ager ... John D. Raymond from ac- 
count group supervisor to eastern 
manager of national sales for the 
Bureau of Advertising of the Amer- 
ican Newspaper Publishers Assn. 


P. Mummery 





| 
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What's New... 


In Parts and Accessory Distribution 





Aro Equipment Opens 
Branch in Minneapolis 

BRYAN, O.—Aro Equipment 
Corp. has opened its new Twin 
Cities factory branch in Minne- 
apolis. The building provides a fac- 
tory showroom, service department, 
warehouse area and sales offices. 

The branch will be the headquar- 
ters of a jobber marketing network 
in Minnesota, North Dakota, South 
Dakota and Western Wisconsin. 
James Thurow is branch manager, 
and Walter Siegel is service man- 
ager. 

* ok * 


°60 Sales Plans Outlined 


By Hastings Mfg. Via TV 

HASTINGS, Mich. — Automotive 
distributors from coast to coast 
were guests of the Hastings Mfg. 
Co. and its subsidiary, Casite divi- 
sion, in a nationwide closed circuit 
radio broadcast. 

The occasion marked the an- 
nouncement of the 1960 sales pro- 
gram for Casite’s three engine ad- 
ditives—Improved Casite Tune-Up, 
3-C and Smooth Seal. Almost 100 
Hastings division and district man- 
agers heard the closed-circuit pro- 
gram while attending the annual 
sales meeting in Hastings. 

* * oe 


Brake-Shoe Bonders 


Adopt Minimum Standards 


CHICAGO.—The Institute of 
Brake Shoe Bonders, a division of 
the Automotive Parts Rebuilders 
Assn., has adopted a set of mini- 
mum standards for brake-shoe 
bonding. Firms meeting or exceed- 
ing the standards will be permitted 
to display a “Seal of Quality” on 
their shipping cartons. 

To qualify for the “Seal of Qual- 
ity,” a member must sign a con- 
tract permitting “open-skies 
inspection” of his plant by an 
independent testing and engineer- 
ing service. ‘ 

* 


0.E.M. Offers Gasket Group 


CHICAGO.—O.E.M. Products has 
announced it is marketing a com- 
pact 105-piece water outlet gasket 
assortment on a free metal dis- 
penser display. The assortment 
contains 12 numbers that serve 
Buick, Chevrolet, Chrysler Corp. 
cars, Ford, Mercury, Oldsmobile 


and Pontiac, the firm said. 
* of * 


3 Management Institutes 


Are Scheduled by ASIA 

CHICAGO.—The Automotive 
Service Industry Assn. will stage 
two sales-management courses and 
a top-level management course for 
automotive-wholesaler members 
this year. ° 

The sales management institutes 
are slated for Apr. 10-15 at San 
Diego State College and May 22-27 
at Syracuse University. The top- 
level management course will be 
May 8-13 at University of Illinois. 
Details are available from ASIA, 
168 N. Michigan Ave., Chicago 1, IIl. 

+ * * 


Hercules Names 


Pennsylvania Rep. 


CANTON, O.—Franconi Auto 
Parts, 584 Market, Kingston, Pa., 
has been appointed Northeastern 
Pennsylvania distributor for Her- 
cules Motors Corp. 

The Kingston firm will handle 
Hercules’ air-cooled and liquid- 
cooled gasoline, diesel and natural 
gas engines for automotive, indus- 
trial and agricultural applications. 
These engines range in capacity 
from five to 600 horsepower. 

Franconi operates a_ 25,000- 
Square-foot auto parts and service 
center in Kingston and has 
branches at West Pittston and 
West Nanticoke, Pa. Aldo and 
Frank Franconi, brothers, head the 
firm. 

+ * * 


Soundex Radio to Move 


BROCKTON, Mass. — Soundex 
Radio Corp., manufacturers of auto 
Tadios, will move frora Worcester 
to Brockton as soon as suitable 
Quarters can be found, according to 








William B. Sandler, president of the 

firm. Soundex is a division of Wilco 

Corp., maker of auto accessories. 
ad cd * 


Martin-Senour Appoints 


CHICAGO. — Walter B. Harris 
has been named territorial man- 
ager for Martin-Senour Paint Co.’s 
automotive division. He will repre- 
sent the company in areas serviced 


by two National Automotive Parts | 


Assn, warehouses. They are Gen- 
eral Auto Parts Co., Kansas City, 
and Britain Brothers, Oklahoma 
City. 

* oa * 


Mitchell Introduces New Line 


Of Economy Seat Cushions 
FORT SMITH, Ark.—Mitchell 
Mfg. Co. hasintroduced a new 
economy line of seat cushions 
known as the Clipper spring cush- 
ion. 
The Clipper line is available in 





four models and lists at prices 
below that of the firm’s Royal line, 


said a spokesman for the firm. 
| * * 


= 
Gertshe Heads Wholesalers 


CINCINNATI. — Walter Gertshe 
is the new president of the Greater 
Cincinnati Automobile Wholesalers 


Assn. Other new officers are G.| 


Earl Koch, vice-president; Robert 
Faulconer, secretary, and Cliff 


Stewart, treasurer. 
* * * 


Boyd Acquires Parts Firm 
CLEVELAND.—Ralph F. Boyd is 


|the new owner of Kavran Auto 
Parts Co., 29017 Euclid Ave., Wick- | 
liffe. He has added a complete line} 


of hand tools and brake cables, 
plus parts for General Motors, 
Ford and Dodge trucks, 

* * * 


Mann Leases Building 


KANSAS CITY.—Mann Auto- 
matic Transmission Co. has leased 


a two-story building at 1900 McGee 
St., a former auto dealership. After 
remodelling it will become Mann’s 
headquarters plant and office, ac- 
cording to L. D. Gilling, president 
of the rebuilding firm. 

* * * 


20 New Members Accepted 


By Automotive Rep Group 


NEW YORK.—The Automotive 
Affiliated Representatives has an- 
nounced the acceptance of 20 new 
members. They are: 

Richard McKenney & Associates; 
W. S. Waterman Associates; Don- 
|}ald P. Waterman; James A. King 
& Associates; G. E. Lewis Co.; Min- 
nich Co., Inc.; Paul Oxley; Shuyler 
Reid Sales Co.; J. R. Tate Co.; Del 
Geib Sales & Service; Phil G. Geir- 
ing Sales Co.; Don Wilcox Sales 
Co.; Burke Sales Co.; R. L. Perrin 
& Associates, Inc.; Harry M. Fisher 
& Associates; Dean Wharton Co.; 
Lee Lookabaugh; Lee & Lee; 
Tommy Tomlinson Co., and Auto 
Parry, Ltd. 


* * * 


Fram Says Its Program 


Produces Top Field Men 
PROVIDENCE.—Fram Corp. be- 

lieves that its Fram Institute of 

Filtration has given the company 





the “best-trained field force in the 
industry.” The program was set up 
15 years ago by the late Malcolm 
McCormick, then marketing re- 
search vice-president. 

It consists of a month-long, full- 
time training course. Classes are 
limited to 10 students to assure best 
individual instruction, according to 
Clint Read, training director. 


Bott Again Heads 
Philadelphia Assn. 


PHILADELPHIA.—C harles A. 
Bott, Inc, (Chrysler-Plymouth), has 
been reelected president of the 
Philadelphia Automobile Trade 
Assn, Other officers are: 

Edward C, Swirsding, Swirsding 
Motors, Inc. (Ford), reelected vice- 
president; Robert S. Lee, Robert 
Lee Pontiac, Inc., treasurer, and 
Kerry Pacifico, Pacifico Ford, Inc., 
secretary. 

Reelected directors were Francis 
J, Lucas, Foss-Hughes Co. (Ford); 
Joseph P. Moore, Moore Motors, 
Inc. (imports); H. L, Peterson, 
H, L, Peterson, Inc. (Oldsmobile), 
Bott and Swirsding. 


LINED BRAKE SHOES 






































are packed with 
“HOW-TC-DO-IT” instruction sheet in each box 


ONE CALL GETS ALL your brake service needs 


from one source—your Distributor of Wagner Products. 


Cry & StAre.............- 


and power brakes. 


There’s no need for you to pass up the 
profits to be made on brake reline jobs. 
With Wagner Lockheed—the Quality line 
—you've got what it takes! 


A “Safety-check” Dash Tag, and “HOW- 
TO-DO-IT” Installation Instructions are 
included in every set of Wagner Lockheed 
Lined Brake Shoes. The easy-to-follow 
instructions enable an average mechanic 
to turn out a good job in minimum time. 


Wagner Lockheed Lined Brake Shoes 
come to you with the lining contour 
ground to compensate for normal drum 
distortion. With correct clearance pro- 
vided towards the end of the shoe, lining 
contacts drum over most of the lining 
surface. This feature helps you produce 
jobs that give safer, smoother stops. You 
will have less grief, and there will be 
fewer “free adjustments”. 

YOU have a choice...“WEB” CoMaX 
Lined Shoes for universal use on cars; 
“WP” Lined Shoes for high horse- 
power cars or trucks equipped 
with or without automatié transmissions 


For details, consult your nearby supplier of 
Wagner Products, or use the coupon. 
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Wagner Electric @rporation | 

6400 Plymouth Ave., St. Lovis 33, Mo., U.S.A. 

(Branches in principal cities in U.S. and in Canada) I 
Please send me: 
() FREE copy of 1960 CATALOG AU-1 | 
(J Details on Lined Brake Shoes i 
NAME______ near | 
FIRM NAME. = 
i cre il 
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Average Price of Used Cars Sold at Auction 
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2-dr., $905; Star Chief 4-dr., $1,055*, 
’55 Star Chief 2-dr, Catalina, $800*. 
RAMBLER—’59 American (6) 2-dr., $1, 
435. 

58 Ambassador (8) 4-dr., $1,310*; Su- 
per (6) 4-dr., $1,300*; American (6) 
4-dr., $1,050. 

STUDEBAKER—’55 Commander (8) sta- 
tion wagon, $590*, 

’53 Champion (6) 4-dr., $280. 

MISCELLANEOUS—’50 Willys pickup, 
$440. 

'30 Essex 4-dr., $300. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are for 
sale of Jan. 5. There was a definite in- 
crease in the demand but we were short 
on good clean cars, 


BUICK—’59 Invicta 4-dr., $2,400* (ps). 


(Compiled by Automotive News from Auction Reports.) 
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April dune 








59 "568 °50 "68 °59 "568 '59 
duly Oct. 


Aug. Sept. 





"5S 59 "59 "60 
Nov. Jan. 
to Date 


Prices of '60s added and ’52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


ies and (ps) indicates power ‘of Bel’ Ae () dour’ wows $1,675; 4- 7a. Pe See. $2,- "6 a 2-dr, hardtop, $920*, $850* $1,545* (ps); sport coupe, $1,535; 2- 
5 , , ; : -dr., ° * : 8) 4-dr., 
. dr., $1,370* (ps), $1,170*; Two-ten (6) $1,650* (ps), $1,600*; Fairlane 500 (8) ’55 Monterey 2-dr. hardtop, $810* (ps). S usee’ cans; cdaoes oar. Ate 
mee wagon, $1,450; 2-dr., $1,235; 4-dr, Victoria, $1,295; Custom 300 (6)| °53 Monterey 4-dr., $245°. 450°; Delray (6) 2-dr., $1,055, $995, 
PORTLAND, ORE. ss ty (8) = sedan, $1,200*. a 2-dr., $1,215, $1,190; Fairlane (8) 4-| OLDSMOBILE—’56 (98) 2-dr. Holiday, $1,- $875. : 
1 Air (8) sport sedan, $1,125*; dr., $1,195*, 000* (ps); (88) Super 4-dr, Holiday,| +57 Nomad (8) 2-dr., $1,475* (ps); Bel 
Portland Auto Auction, Sale every Tues- 2-dr., $1,080*; Two-ten (8) 2-dr., $795; ’ o $995* ( © Ded $890* ( 7 * ’ , 
57 Country Squire (8) 4-dr., $1,495 Ps); r., Ps). Air (8) station wagon, $1,460*, $1,- 
day. Prices are for sale of Jan, 5, Two-ten (6) 4-dr., $715*, : 55 (88) 8 2-dr. Holid $910"; (88 ’ , 
55 Two-ten (6) Delra *; Bel Ai (ps); Fairlane 500 (8) 4-dr, Victoria, per 2-dr. Houday, + (88) 350*; Two-ten (8) 4-dr., $1,100°. 
BUICK—'56 RM 2-dr. Riviera, $1,025* Gia oe oe T/ $1,310; 4-dr., $1,025* (ps); Country| | 2-dr, Holiday, $750. '56 Two-ten (8) station wagon, $1,005*; 
(ps); Special 4-dr, Riviera, $935* (ps). 53 Bel Air 2-dr.. 80°: 6 Sedan (8) 4-dr., $1,300*, $1,270; Cus- ’54 (98) 2-dr. Holiday, $530* (ps). Bel Air (6) station wagon (9 pass.), 
"55 Century 2-dr. Riviera, $750*, $740* a fe. T., $480*; Two-ten (6) tom 300 (8) 2-dr., $1,035, $950; Fair-| °53 (88) Super 2-dr, Holiday, $315* (ps). $850* 
(ps). aoe lane (8) 4-dr., $940*. PLYMOUTH—’59 Suburban (8) 4-dr., $1,- "55S Nomad (8) 2-dr., $985*; Two-ten (8) 
"51 2-dr. Riviera, $175. DeSOTO—'57 Firedome 4-dr., $1,340* (ps).| +56 Fairlane (8) 2-dr, Victoria, $1,015* 800; Belvedere (8) 2-dr., $1,580*. 2-dr., $665; One-fifty (6) 2-dr., $600; 
OCADILLAC—’54 (60) Special 4-dr., $1,-| DODGE—’57 Custom Royal (8) 4-dr., $1,- (ps); 4-dr., $920; Main (6) 4-dr., $755. ’58 Suburban (8) 4-dr., $1,350. Bel Air (6) conv., $595. 
095* (ps). on te (ps). ‘ a ’55 Ranch Wagon (8) 2-dr., $750*; Cus- ’57 Suburban (8) 2-dr., $950; Plaza (8) ’54 Bel Air 4-dr., $485; 2-dr., $450; One- 
CHEVROLET—’59 Brookwood (8 4-dr., : oronet (6) 4-dr., $175*, $130. tom (8) 4-dr., $635*. 4-dr., $720. fifty 2-dr., $375. 
$2,265° soaks Impala (8) ca. $2,-| FORD—'59 Thunderbird (8) 2-dr. hardtop, ’54 Country Squire (8) 4-dr., $640*; Cus- ’56 Suburban (8) 4-dr., $875* (ps); "53 Two-ten 4-dr., $110. 


125*; Bel Air (8) 4-dr., $1,995* (ps), 
$1,935* (ps); 2-dr., $1,800* (ps). 

’58 Impala (8) 2-dr, hardtop, $1,875* 
(ps), $1,845* (ps); Brookwood (8) 4- 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 








COLORADO 








Denver Auto Auction 
@% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [2th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 





DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 
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dr., $1,830*, $1,625* (ps); Bel Air (8) 
sport coupe, $1,675* (ps); Biscayne 
(8) 4-dr., 2 at $1,400*, $1,395*; 2-dr., 
$1,150*; Biscayne (8) 2-dr., $1,275; 


$3,200* (ps); Galaxie (8) 4-dr., $2,- 
295* (ps); Country Squire (8) 4-dr., 
$2,270* (ps), $2,140* (ps), $2,060* 


(ps), $2,055* (ps); Fairlane (8) 2-dr.,' LINCOLN. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 








Need hard to get parts? Automotive News’ 
Want Ads get quick results. 








MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 








19241 Dix—Toledo Highway—Route 25 
Just Y2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 











ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 

- 300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED— HUGO HASHEIDER 
NORB RUCH 
Twin Ring Selling 





For Fast, 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 





$1,895* (ps); Fairlane 500 (8) 4-dr., 
$1,850* (ps); Custom 300 (8) 4-dr., 
$1,785; 2-dr., $1,745*; Custom 300 (6) 
2-dr., $1,425, 


tom (8) 2-dr., $620. 
53 Ranch Wagon (8) 2-dr., $460; Cus- 
tom (8) 2-dr., $405*, $335. 


‘58 Continental Mark III 4- 





NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApito!l 8-0100 for Reservations 








Accurate Directions to 


OTTER AAs 8 ss 
NO HOUSE CARS! 


N-A-D-E 
Every MTN eB 


NATIONAL AUTO 
DEALERS EXCHANGE 


(Copyright, 1960, by Automotive News) 





dr., $3,050* (ps). 
MERCURY — ’58 Voyager 4-dr., 
(ps). 
’57 Monterey 4-dr., $1,295* (ps). 


Savoy (8) 4-dr., $680*. 


PONTIAC—’59 Catalina sport coupe, §2,- 
240° 
$1,415*; 


57 Chieftain 2-dr, Catalina, 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 

Every Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 
Title Protection. (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 


THREE WAY PROTECTION 
MANHEIM AUTO AU CTION 


You're protected from... 
1. Buying a lemon. You have the priv- 





CADILLAC—’59 


$1,700* 


CHRYSLER—’58 Saratoga 4-dr. 


3202 E. 


’57 RM conv., $1,350* (ps); Special 2-dr. 
Riviera, $1,180*. 

’55 Super 4-dr., $515* (ps). 

(60) Special 4-dr., $5,- 
200* (ps), $5,040* (ps); de Ville 2-dr, 
hardtop, $4,800* (ps), $4,550* (ps); 
4-dr. hardtop, $4,550* (ps); (62) 2-dr., 
$4,600* (ps), $4,450* (ps). 

"58 (62) Coupe de Ville, $3,700* 
4-dr., $3,180* (ps); (60) 
dr., $3,360* (ps). 

’57 (60) Special 4-dr., $2,620* (ps); (62) 
2-dr., $1,865* (ps). 

"56 (62) Sedan de Ville, $1,700* 
Coupe de Ville, $1,700* (ps). 

65 (62) 2-dr., $1,560* (ps); 4-dr., $1,- 
530* (ps). 

’54 (62) Coupe de Ville, $1,395* (ps). 

’50 (62) 4-dr., $215*. 


(ps); 
Special 4- 


(ps); 


CHEVROLET—’60 Corvair (6) 4-dr., $2,- 


285*, $2,280*, $2,265*%, $2,245°, $2,- 
075. 
’59 Corvette (8) conv., $3,095, $2,935; 


Impala (8) sport coupe, $2,560* (ps), 


$2,385* (ps), $2,375* (ps), $2,305*, 
$2,295* (ps), $2,290*, $2,285; sport 
sedan, $2,080; Biscayne (6) 4-dr., $1,- 
515. 

’58 Brookwood (8) 4-dr., $1,695* (ps); 


Bel Air (8) sport sedan, $1,565* (ps), 


’52 Deluxe 2-dr., $325*. 


$1,635* (ps). 
(Continued on Page 35, Col, 1) 
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AMARILLO AUTO 
AUCTION, INC. 
10TH 
WE PICK UP AND SELL 

FOR LEASING COMPANIES ANYWHERE 

12 Years Fair Dealing 

Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way 


Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnsen Beb McConkey 


Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They méet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 





hardtop, 





Phone: DR 2-9503 
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055°, = ate icon Pickup, $390; Chevro- es Ona $730. ar., $175 
, e -ton pickup, $190, a oronet 4-dr., . 
7 Model Breakdown EDSEL—’58 Ranger 4-dr. hardtop, $1,055*; 
; Su. FLINT 4-dr., $880*. 
| 6) Of Auction Averages | rorp—'0 Faicon (6) 2-ar., $1,925, 
Flint Auto Auction, Sale every Wednes- I 1960 Dec N ’59 Galaxie (8) 2-dr, Victoria, $2,200*; 
sta- day. Prices are for sale of Jan. 6. Market —s “? ae conv., $2,035*, $2,030* (ps): Country 
seemed to show a little strength. Sales were| Model To Date 1959 1959 Sedan (8) 4-dr., $2,050* (ps); Ranch 
(Continued from Page 34) better. Sold 166 cars from 252 consign- $2,664 eigmves Wagon (8) 4-dr., $1,905* (ps); Fair- 
-kup, ments. 2,432 $2,574 lane 500 (8) 4-dr., $1,685*; Custom 
DeSOTO—’57 Firesweep 2-dr. hardtop, on (6) 2-dr., $890* (ps); Custom 300 meer the LeSabre 2-dr. hardtop, §$2,- 1,560 1 300 (8) 4-dr., $1,535*. 
$940". (8) 2-dr., $820*; Custom (8) 2-dr., 588 | +58 Fairlane 500 | (8) skyliner, $1,660* 
DODGE—’58 Coronet (8) 4-dr. hardtop, eb 120; Custom (6) 4-dr., $700, 50 _—n Estate Wagon 4-dr., $2,625* 1,100 1,153 (ps); conv., $1,565* (ps); Fairlane (8) 
$1,405* (ps), 56 Fairlane (8) 2-dr, Victoria, $810; (ps); 4-dr. hardtop, $2,365* (ps); 4- 7133 790 conv., $1,335* (ps), $1,155; Custom 
EL—’58 Ranger 2-dr., $950* 2-dr., $770*; Ranch Wagon (8) 2-dr., dr., $2,135* (ps); LeSabre conv., $2,- 549 584 300 (8) 2-dr., $1,165; 4-dr., $1,120*; 
Auto § EDS ge ” : $730*; Country Sedan (8) 4-dr., $580*: 360* (ps), $2,355* (ps); 4-dr, hard- Country Sedan (6) 4-dr., $1,120, 
> for § FORD—’60 Thunderbird (8), $4,150* (ps), Ranch Wagon (8) 2-dr., $580. top, $2,325* (ps), $2, 280°, (ps), $2,- 341 373 *57 Country Sedan (8) 4-dr., $1,115*; 
) in. $3,095* (ps), $3,950* (ps). ’55 Fairlane (8) 4-dr., $550*, 250* (ps), $2,140*, $2,1 237 254 Fairlane 500 (8) 2-dr. Victoria, $1,095* 
short 59 Thunderbird (8), $3,550* (ps), $3,- ’54 Ranch Wagon (6) 2-dr., $390, $280; "58 Super 2-dr. Riviera, 1. 735° (ps); 94 (ps); 4-dr. Victoria, $1,010* (ps); 
475* (ps); conv., $3,485* (ps); Gal- Custom (8) 2-dr., $325*; Custom (6) aan, Gil eet Cae Eee eo Ue . 1 Custom 300 (8) 4-dr., $1,000*%; 2-dr., 
). axie (8) 2-dr, Victoria, $2,210* (ps); 4-dr., $200, $190; Crest (6) 2-dr, Vic- Wagon 4-dr., $1,685*; RM 2-dr. Rivi- $835*, $735, 
dr, Country Sedan (8) 4-dr., $2,015*; Fair- toria, $270; Main (6) 4-dr., $250, $200, era, $1,685*; Special 4-dr. Riviera, $1,202 $ 939 *56 Country Sedan (8) 4-dr., $880*; 
on ve hs oso" nn a waco" ee ee ar (ps); 2-dr, Rivi- one te (8) ais $600, $515*; Fair- 
ps); &-dr., 91, : MERCURY—’ . era, $1,560* (ps), $1,310*. ane -dr., ; 
58 Thunderbird (8), $3,035* (ps), $2,- <3. baer ‘a, See adr. hardtop. | 457 special 4-dr., $1,250*, $1,080°; Super ’55 Ranch Wagon (8) 2-dr., $615*, $515*; 
900* (ps), $2,850* (ps); Fairlane 500 $1,475*; 4-dr., $1,400* (ps); ‘Cennmuatae 4-dr., $1,205* (ps). ray (6) 2-dr., $1,090. Fairlane (8) conv., $520*; 4-dr., $400*; 
(8) 2-dr, Victoria, $1,525* (ps), $1,- 4-dr., $1,470*. : 56 Century 4-dr., $690* (ps); Special| ‘57 Bel Air (8) 4-dr., $1,100*; Two-ten Country Sedan (6) 4-dr., $390. 
435* (ps); Fairlane (8) 4-dr., $1,305*, , arnpil - 4-dr. Riviera, $675* (ps); 2-dr., $565* (8) station wagon 4-dr., $1,075*; Two- 53 Custom (8) 2-dr., $250. 
57 Turnpike Cruiser 4-dr, hardtop, $1,- ’ PS); , . +: 
2 at $1,235; Custom 300 (8) 2-dr., $1,- 400*. "| °55 Special 4-dr., $505* (ps). —. (rs oneal (4) win, peee. HUDSON—'53 Wasp 4-dr., $100 
60. , , % *: -dr., ; - -dr., $830. 3 “ . . 
DF ST Thunderbird (8), $2,495*; Fairtane| '°% Monterey 2-dr, hardtop, $650°; 4-dr.,| "4 Supe fdr. Riviere, $855%; Special) 56 Bei’ air (8) sport coupe, $875*; conv., | IMPERIAL —'s8 Imperial 4-dr., $2,4250. 
4 500 (8) 2-dr, Victoria, $1,285* (ps), ; ’53 Super 2-dr. Riviera, $275* $755*; Two-ten (8) station wagon, F $ ; 
LDSM I ’ pe . » $275°*. *: *. $1,445* (ps) 
| $1,230* (ps): conv., $1,200* (ps);| OL-DSMOBILE — '59 (88) 4-dr., $2,325* apmzac—’ $795*; 2-dr., $560*; Two-ten (6) 4-dr.,|  ,.2)sr0e bar. hardtop, $1,110° 
62) Country Sedan (8) 4-dr, (9 pass.) (ps). Cc C—’59 de Ville 4-dr. hardtop, $690, $650*, $475. 3 nterey 2-dr. P, , . 
oe . in ae "54 (88) 4-dr., $600* (ps) $4,050". 55 Be 6) 2-d hardt 765: 56 Custom 4-dr., $450. 
$1,030*; Custom (6) 2-dr., $750*%; 4- . , Ps). 49 2 . 5 1 Air (6) r. ardtop, $ | NASH—’54 Amb ador 4-4r., $118 
a); dr., $700, $635; Fairlane (8) 2-dr.,| PLYMOUTH—'58 Belvedere (8) 4-dr., $1,-| _'49 (62) 4-dr., $150°. club coupe, $600*, $580, $440°; Two-| OF DsMOBILE—'59 (98) 2-dr. Scenic, $2,- 
$715*. 200* (ps), CHEVROLET—’59 Impala (8) sport sedan, ten (8) 4-dr., $455*; 2-dr., $325. ae? toed: 4dr. 02,000° toed; Ge 
$1,- 56 Ranch Wagon (8) 2-dr., $830*, $780* '57 Belvedere (8) 2-dr. hardtop, $1,000*. $2,290* (ps), $2,250* (ps); conv., $2,-| ‘54 Two-ten 2-dr., $325, $315; 4-dr., ede 3 ga ’ 
F , "| '56 Savoy (8) 4-dr., $500*. 170* ( 2.125* : Super 4-dr., $2,340*. 
pe ?> See, eer. enon -—- 58 (88) Super 4-dr., $1,585* (ps) 
. ’55 Country Sedan (8) 4-dr. (9 pass.), 55 Plaza (6) 2-dr., $300. ° (8) 4-dr., $2,120*; Parkwood (8) 4- '53 Two-ten 2-dr., $250; 4-dr., $220*, ‘57 (88 oar. $920°.” ’ . 
$940*: (6 pass.), $880*, $675; Country ae tons Chieftain Safari 4-dr., Sa tee*" cra: I = ie Ry a $115; One-fifty 2-dr., $145. +4 ‘oe? es Holiday, 9060°. 
52,- uire (8) 4-dr., (9 pass.), $735*; 4 ps). ’ (ps); Be r ) 2-dr., ” s , -dr, y ‘ . 
2 eee Wess toy ae. eee; Ramee STUDEBAKER —'S3 Commander (8) 4-dr.,| 700%; Biscayne (6) 2-dr., $1,500. | trellis 5 (88) d-dr., $5204; 2- dr, Holiday, 
yi 8) 2-dr., $455; Fairlane (8 . F eoman (6) -dr * (ps); ‘ j : ae 
8: Sar Wesaain sete; ade. $535° ‘ens: MISCELLANEOUS—’56 Chevrolet %-ton Brookwood (8) 4-dr., $1,410*; Biscayne DeSOTO—’58 Firesweep 2-dr. hardtop, $1,- 54 (98) 2-dr. Holiday, > 4-dr., 
s), Custom (6) 4-dr., $465. , pickup, $600, (8) 4-dr., $1,375*, $1,265*; 2-dr., $1,- eer MOUTH.’ hon oa, *a) 4-dr., $2,- 
5°. 154 Crest (8) conv., $425*. 54 Chevrolet %-ton pickup, $300. 165, $1,365*; Biscayne (6) 4-dr., $1,-| DODGE—'57 Coronet (8) 2-dr. hardtop, | PLYMO —’59 Suburban (8) ’ 
ort ‘53 Ranch Wagon (8) 2-dr., $225; Cus- 53 Ford %-ton pickup, $245. 335*; Bel Air (8) 4-dr., $1,365*; Del- $1,000*; 2-dr., $915*; Coronet (6) (Continued on Page 36, Col, 1) 
1,- tom (8) 4-dr., $150*. 
*52 Crest (8) conv., $160". 
3); *51 Custom (8) 4-dr., $185. 
Ss), 50 Deluxe (8) business coupe, $245. 
2- 9 LINCOLN—'58_ Continental Mark III 4- 
_ dt., $3,100* (ps), 
95, ’56 Premiere 2-dr., $1,350* (ps). 
: MERCURY—’59 Monterey 2-dr., $2,275* 
3e] (ps). 
je ’58 Park Lane conv., $1,975* (ps); Com- 
muter (8) 4-dr., $1,660* (ps). 
+. 56 Montclair 2-dr., $985* (ps). 
y, ’55 Montclair 2-dr., $635*, $630*, 
3 ’54 Monterey station wagon, $450*, 
8) $350*; 2-dr., $350* (ps). 
0; OLDSMOBILE—’57 (88) 2-dr. Holiday, $1,- FORGE A 
; 240* (ps). 
e- ’56 (88) 2-dr. Holiday, $980*; 4-dr, Holi- 
day, $805*; (98) 4-dr, Holiday, $950* 
(ps). C 7: 
'54 (88) 2-dr. Holiday, $475*; (98) 4-dr., 
p, $415* (ps). 


’52 (88) Super 2-dr. Holiday, $275* (ps). 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,925* (ps). 
= ’58 Suburban (8) Custom 4-dr., $1,600* 
(ps), $1,535* (ps); Belvedere (8) 4- 
dr, hardtop, $1,425* (ps), $1,415* (ps); 
Savoy (8) 4-dr., $1,055*. 
’57 Belvedere (8) 4-dr., $i, 070*; Savoy 
(8) 2-dr., $725*. 
’56 Suburban (8) Custom, $825*, 
"54 Belvedere 4-dr., $355. 
PONTIAC—’55 Chieftain 2-dr. Catalina, 
$635*; 4-dr., $350*. 
’54 Star Chief 4-dr., $320* (ps). 
’53 Chieftain 4-dr., $215. 
RAMBLER—’57 Super (8) Cross Country, 
$1,805. 
’51 station wagon, $210. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,- 
600*; 4-dr., $1,420. 
MISCELLANEOUS—’59 Ford (8) Ranch- 
ero, $1,050* (ps), $1,945*; (6) Ranch- 
ero, $1,525. 
’58 Chevrolet (8) %-ton pickup, $1,250. 
’57 Ford (8) Ranchero, $1,285; F-100 
(8) %-ton pickup, $880%; Chevroiet 
(8) %-ton pickup, $835*; (6) 1-ton 
panel, $800. 
"55 Dodge (8) %-ton pickup, $650; Ford 
(8) F-100 %-ton pickup, $650. 
’51 Ford (6) %-ton pickup, $280. 
’50 International walk-in, $300. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of Jan. 
4. The market was slow to steady with 
1955s moving the slowest, Other models 
sold readily but prices were just short of 
December’s market, Sold 104 cars from 
147 consignments. 

BUICK—’58 Super 4-dr, Riviera, $1,675* 
(ps). 

’57 Special 4-dr. Riviera, $1,085*; RM 
4-dr., $890* (ps). 

’56 Special 2-dr. Riviera, $780* (ps). 
‘55 Super 2-dr. Riviera, $520* (ps); 
Special 2-dr. Riviera, $470* (ps). 

’53 Super 4-dr., $150* (ps). 

CADILLAC—’58 Eldorado Seville, $3,060* 
(ps). 

’57 (60) Special 4-dr., $2,480* (ps). 

"56 (62) 4-dr., $1,310* (ps). 

"55 (60) Special 4-dr., $1,350* (ps); (62) 
4-dr., $1,185* (ps). 

CHEVROLET—’'59 Brookwood (8) 2-dr., 
$2,175*; Brookwood (6) 2-dr., $1,740*; 
Bel Air (8) 4-dr, hardtop, $2,000* 
(ps); 4-dr., $1,850* (ps). 

‘58 Bel Air (8) 2-dr, hardtop, $1,500* 
(ps); Impala (8) conv., $1,435*; Two- 
ten (6) 4-dr., $1,225; Biscayne (8) 4- 
r., $1,170*; Delray (8) 4-dr., $1,150; 
Delray (6) 4-dr., $1,145*. 

'57 Two-ten (8) 4-dr., $1,075*; 2-dr., 
$1,075*; Two-ten (6) 4-dr., $1,050, 
$750*; 2-dr., $1,000*; Bel Air (8) 4- 
dr., $1,050* (ps). 

"56 Nomad (8) 2-dr., $1,090*; Bel Air 
(8) 4-dr., $890* (ps), $850* (ps); 4- 
dr, hardtop, $875*; 2-dr., $870, $800*; 
Bel Air (6) 4-dr, hardtop, $875*; Two- 
ten (8) Delray, $760*; 4-dr., $750*. 

’55 Nomad (8) 2-dr., $810*; Bel Air (8) 
2-dr. hardtop, $580; Two-ten (6) 4- 
r., $370, 

’54 Two-ten station wagon, .$475*; 2-dr., 
$250; 4-dr., $160; Bel Air 4-dr., $460*; 
2-dr., $450, $360*; 2-dr. hardtop, $300* 
(ps); One-fifty 2- ‘dr. ., $310, 

53 Bel Air 4-dr., $240, 
CHRYSLER—’57 NY 4-dr., $1,220*. 
DeSOTO—’'57 Fireflite 4-dr., $1,120* (ps). 
DODGE—’55 Custom Royal (8) 4-dr., 

$510*; Royal (8) 2-dr., $470*. 

EDSEL—’ 60 Ranger 4-dr., $2,050*. 

Ay! "58 Citation 4-dr. hardtop, $1,100* (ps); 

Corsair 2-dr, hardtop, $825* (ps). 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,650* (ps). 
*59 Galaxie (8) 2-dr., $2,100* (ps). 
’58 Country Squire (8) 4-dr., $1,510*. 
‘57 Country Squire (8) 4-dr., $1,400* 

(ps); Fairlane 500 (8) skyliner, $1,- 

250* (ps); 2-dr., $1,150*, $925*; Ranch 

Wagon (8) 2-dr., $1,025*; Ranch Wag- 


TO BRING THE 
WANDERING CUSTOMER 
BACK TO YOUR 


SERVICE DEPT. 


A proven sales and service 

traffic builder that provides you with the 
vital link that assures success of factory 
stimulated service programs. 


See A personalized motivator that induces 
car Owners to pass by non-dealer service outlets 


and return regularly to the car dealer. 


If you’re interested in this 


proven service stimulus, send the 


coupon. today. 


KENDALL REFINING COMPANY 


KENDALL Gentnen: 


MTS Pen & mee Maen er ae 








KENDALL REFINING COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists 
SINCE 1881 
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$1,520*; Custom 300 (8) 4-dr., $1,- 


’5S Fairlane 500 (8) conv., $1,315* (ps); 


Fairlane (8) 4-dr., $1,135*. CHICAGO 


AUTOMOTIVE NEWS, JANUARY 18, 1960 


’57 Super (6) Cross Country 4-dr., $950*. 
56 Super (8) Cross Country 4-dr., $625. 


e cs 
Used-Car Auction Prices ‘Country Seda) "Gar. $1,300 
(ps); Fairlane 500 (8) 2-dr, Victoria, Greater Chicago Auto Auction. Sale every 
7. 














$1,235*, $1,100* (ps); 4-dr., $900*;| Thursday. Prices are for sale of Jan. 


Fairlane (8) 2-dr., 
Wagon (8) 2-dr., 


$800* (ps); Ranch] Sold 371 cars from 623 consignments. 
$915*; Custom 300] BUICK—’60 LeSabre 2-dr. hardtop, $2,960* 








(Continued from Page 35) (8) 2-dr., $750*; Custom (6) 4-dr., (ps). 
$700; 2-dr., $675, $675*; Custom (8) ’59 LeSabre conv., $2,320* (ps). 

205* (ps); Fury (8) 4-dr, hardtop, ’57 Super 4-dr, Riviera, $1,155*; Century 2-dr., $680*. ’5S RM 4-dr. Riviera, $1,650* (ps); Spe- 

$1,655*. 2-dr, Riviera, $1,090*, $1,050*. 56 Country Sedan (8) 4-dr, (8 pass.), cial 4-dr., $1,525* (ps). 
’'57 Savoy (8) 2-dr., $625". ’56 Super 4-dr. Riviera, $860* (ps). $855* (ps), $725*; Fairlane (8) 4-dr., ’57 RM 4-dr. Riviera, $1,210* (ps); Spe- 
56 Suburban (6) 4-dr., $560". ’55 Special 2-dr., $310*. $670*; Main (6) 2-dr., $585. cial 4-dr. Riviera, $1,100* (ps); Super 
"65 Belvedere (8) 4-dr., $285; Plaza (6) ’54 Special 2-dr., $130*, 55 Custom (8) 2-dr., $450; Custom (6) 4-dr. Riviera, $1,050* (ne 
4-dr., $235. CADILLAC—’59 de Ville 2-dr, hardtop, 2-dr., $400, ’56 Special 4-dr. Riviera, $1,050* (ps), 
ole oe Abe he a oi $4,035° (ps). IMPERIAL—’57 Imperial 4-dr., $1,450°. ee es. oe eee 
500° be; 4-dr., $1 950*; Catalina | CHEVROLET—'59 Bel Air (8) 4-dr. hard-| MERCURY—'58 Monterey 4-dr. hardtop, ‘55 Special 2-dr. Riviera, $510*, $450* 

Safari 4-dr., $2,330*. top, $2,025* (ps); 2-dr., $1,650, $1,- $1,550*; 2-dr, hardtop, $1,330*. (ps), $420, $300*; 4-dr., $410*; Super 
58 Chieftain 4-dr., $1,465*, $1,425* 620; Impala (6) sport coupe, $1,950°;/ '57 Turnpike Cruiser 4-dr. hardtop, $1,- 2-dr. Riviera, $500* (ps); Century 4- 
‘57 Star Chief 4-dr. Catalina, $1,130* Biscayne (6) 4-dr., $1,610; 2-dr., $1,- 315* (ps); Commuter 4-dr., $1,060*; dr., $415* (ps); RM 4-dr., $350*. 

(ps); Chieftain 4-dr, Catalina, $1,060*, 470*, $1,400, $1,400*, Monterey 2-dr, hardtop, $800*. 54 Super 2-dr. Riviera, $210*. 

675. 4 "58 Brookwood (8) 4-dr., $1,575"; Bis- ’56 Custom station wagon 4-dr, (8 pass.),| _ ae y 
mot: ; or..teo. °° $825*; 2-dr. hardtop, $575° CADILLAC—’60 (62) conv., $5,500* (ps); 
56 Chieftain 4-dr, Catalina, $755*; 4- cayne (5) ” , . at ae Bs ine . 4-dr., $5,150* (ps); 2-dr., $4,945* (ps). 

dr., $655* (ps), $540". ‘57 Bel Air (8) 2-dr. hardtop, $1,340*; 54 Custom 4-dr., $355*. ’59 (62) conv., $4,700* (ps), $4,275* 
55 Chieftain 2-dr., $565*, $405*. station wagon 4-dr., $1,130*; Two-ten| OLDSMOBILE—’58 (98) conv., $1,600* (ps), $4,100* (ps); 2-dr., $4,025* (ps); 

RAMBLER—’59 Super (6) 4-dr., $1,425*; (8) 2-dr., $895. (ps). Eldorado Seville, $4,650* (ps); de 

Deluxe (8) 2-dr., $1,215. ’56 Two-ten (8) 2-dr., $715*, ’56 (98) 4-dr. Holiday, $785* (ps); 2-dr., Ville 4-dr. hardtop, $4.450* (ps); 2-dr. 
’5S7 Super (6) Cross Country 4-dr., $1,- ‘55 Two-ten (8) club coupe, $620*; sta- $715*, $675*; (88) Super 4-dr. Holiday, hardtop, $4,200* (ps), $4,150* (ps). 

010. tion wagon 4-dr., $580*; Delray, $375*; $650* (ps). ’58 (62) 4-dr., $2,975* (ps), $2,560* 
55 Super (6) 4-dr., $510*. Bel Air (8) conv., $580*. '54 (98) conv., $325*, (ps); 2-dr., §$2,600* (ps). 

STUDEBAKER—’57 Commander (8) 4-dr.,| '54 Bel Air (8) 4-dr., $125*. PLYMOUTH—’58 Savoy (8) 2-dr., $840*.| ‘57 (62) Sedan de Ville, $2,150* (ps); 
$655. 53 Bel Air 2-dr, hardtop, $150*. '56 Suburban (8) 4-dr., $620*. Coupe de Ville, $2,100* (ps); conv., 
MISCELLANEOUS—’59 Ford (6) %-ton| CHRYSLER—’55 Windsor 2-dr, hardtop, '55 Savoy (8) 2-dr., $475*; 4-dr., $225; $2,050* (ps), $1,935* (ps); 2-dr., $2,- 
pickup, $1,285. $510* (ps). Belvedere (8) 2-dr. hardtop, $450. 025* (ps), $1,985* (ps); Eldorado Se- 
56 Ford (6) %-ton pickup, $520; Chev- "54 NY 4-dr., $235* (ps). PONTIAC—’59 Bonneville sport coupe, $2,- ville, $2,060* (ps). 

rolet %-ton pickup, $250. DeSOTO—’57 Fireflite station wagon 4-dr., 505°. '56 (62) Sedan de Ville, $1,670* (ps), 

52 Dodge %-ton, $305. $1,000*, $900*. ’55 Star Chief 2-dr, Catalina, $400*; 2- er 5 (ps); 4-dr., $1,300* (ps); 2- 
; , a dr., $325*. Gf, ,280* (ps). 

DETROIT —“—— Royal (8) 2-dr. hardtop, $1, RAMBLER—’59 Custom (8) Cross Country ’55 (62) Coupe de Ville, $1,405* (ps); 
4 =a ° ae tai: Gelade $450° 4-dr., $1,970*; Super (6) 4-dr., $1,610; 2-dr., $1,370* (ps); 4-dr., $1,010* (ps); 

Aptco Auto Auction, Sale every Wednes- 56 Coronet (8) 2-dr. hardtop, ? Deluxe (6) 4-dr., $1,370". 4-dr., $1,005* (ps). 
day. Prices are for sale of Jan, 6. EDSEL—’58 Pacer 2-dr. hardtop, $1,075*. ’58 Super (6) Cross Country 4-dr., $1,-| CHEVROLET—’60 Corvair (6) 4-dr., $1,- 

K—’ Sabre conv., $2,380* (ps). | FORD—’'59 Galaxie (8) 2-dr. Victoria, $2,- 495*; 4-dr., $1,200; Super (8) Cross 890". 

gn Mpouni me r : 7 Country 4-dr., $1,400, "59 Impala (6) 2-dr., $2,300* (ps), $1,- 


58 Special Estate Wagon 4-dr., $1,675". 060* (ps), $2,060*; Fairlane (8) 2-dr., 


“PRESTO... 





and its on! 


Packard “SPRING-RING” Battery Cables Save Time, 
save money and require no special tools. 
What’s more, they are easier to install and 
remove. A squeeze with a pair of pliers and 
they’re on, providing a high pressure contact! 
e Because they are smaller than conventional 
terminals, there is less chance of interference 
with battery filler caps and hold-downs. Packard 
“SPRING-RING” battery cables are made for 
both positive and negative battery posts, and are 
original equipment on many 1960 General Motors 
cars. « For full details contact Packard Electric 


today. Branch offices in Detroit and Chicago. 


Packard (Electric 


Warren, Ohio 
sie 


“Live Wire” division of General Motors 











900*; Impala (8) 2-dr., $2,225* (ps), 
$2,075* (ps); sport sedan, $2,155 
(ps). 

"58 Impala (8) 2-dr. hardtop, $1,580 
(ps), $1,525* (ps); Brookwood (8) 
4-dr., $1,450*; Bel Air (8) 4-dr, 
$1,440* (ps); sport coupe, $1,3385*; 
Yeoman (6) 4-dr., $1,385*; Biscayne 
(6) 2-dr., $1,345*, $1,245*, $1,200* 
(ps), $1,150; 4-dr., $1,175; Biscayne 
(8) 4-dr., $1,275*, $1,130*; Delray (6) 
4-dr., $1,080. 

"57 Bel Air (8) sport sedan, $1,225 
(ps); 4-dr., $1,075* (ps); conv., §$1,-. 
070*; Two-ten (6) 2-dr., $1,005*; sta- 
tion wagon, $950*. 

"56 Bel Air (8) sport sedan, $1,180* 
(ps); 4-dr., $960*, $690* (ps); sport 
coupe. $685*; Two-ten (8) station wag. 
on, $815*; 4-dr., $600*; Two-ten (6) 
2-dr., $410. 

’55 Bel Air (8) sport coupe, §$810*, 
$650*; 4-dr., $515* (ps); Bel Air (6) 
2-dr., $635*; Two-ten (6) station wag. 
on, $590*; 2-dr., $575. 

’54 Bel Air 4-dr., $435; Two-ten 2-dr,, 
$375 (ps). 

CHRYSLER—’55 Windsor 2-dr. hardtop, 
$870* (ps). 

DeSOTO — ‘57 Firedome 4-dr. hardtop, 
$925* (ps). 

’56 Firedome conv., $775*. 

DODGE—’60 Dart (6) Seneca 2-dr., $1,- 
775. 

"58 Sierra (8) 4-dr., $1,450* (ps); Coro- 
net (8) 4-dr., $1,145*. 

’57 Sierra (8) 4-dr., $1,005* (ps); Cus- 
tom Royal (8) 2-dr. hardtop, $900" 
(ps). 

EDSEL—’58 Citation 4-dr. hardtop, $1,- 
350* (ps); Pacer 4-dr, hardtop, §1,- 
040*, $845* (ps); Corsair 4-dr, hard- 
top, $1,000* (ps); conv., $900* (ps), 

FORD—’'60 Thunderbird (8) conv., $4,- 
225* (ps); Falcon (6) 2-dr., $1,800, 

59 Galaxie (8) 2-dr. Victoria, $1,800, 
$1,815*; Ranch Wagon (8) 4-dr., §$1,- 
425*; Custom 300 (8) 2-dr., $1,300 

’58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
460*, $1,320*, $1,305* (ps); 2-dr. Vie- 
toria, $1,160* (ps); Fairlane (8) 4-dr., 
$1,185*; 2-dr., $1,185*, $1,160, $980, 
$975*; Custom (8) 4-dr., $1,100*; 2- 
dr., $1,055, $1,005; Custom (6) 2-dr., 
$1,045; Ranch Wagon (8) 2-dr., 2 at 
$1,000; Custom 300 (6) 4-dr., $900*. 

57 Fairlane 500 (8) skyliner, $1,365* 
(ps), $1,245* (ps), $1,075*, $995* (ps); 
2-dr. Victoria, $1,100*, $1,055* (ps); 
4-dr., $1,050*%; 2-dr., $960*, $840*; 
Country Sedan (8) 4-dr., $1,140* (ps), 
$1,140, $810*; Fairlane (8) 2-dr,, 
$810*; Custom (6) 4-dr., $820* (ps); 
Custom 300 (8) 4-dr., $730*; 2-dr,, 
$710*, $680; Custom 300 (6) 4-dr., 
$720". 

56 Country Squire (8) 4-dr., $825* (ps) 
Custom (8) 2-dr., $595*, $575*; Cus- 
tom (6) 4-dr., $580; Country Sedan 
(8) 4-dr., $540*; Ranch Wagon (8) 2- 
dr., $450*. 

’55 Country Sedan (8) 4-dr., $690*, 
$565*; Fairlane (8) 2-dr. Victoria, 
$550*, $525*, $515* (ps); conv., $275*; 
Custom (8) 4-dr., $530*; Main (6) 2- 
dr., $325. 

"54 Crest (8) 4-dr., $230. 

IMPERIAL—’'57 Imperial 4-dr. hardtop, 
$1,715* (ps). 

LINCOLN—’59 Continental Mark IV 4-dr., 
$3,800* (ps). 

’55 Capri 2-dr., $480* (ps). 

MERCURY—’57 Turnpike Cruiser 4-dr., 
$1,405* (ps); Monterey 4-dr., $990*, 
$935*; 4-dr. hardtop, $885*. 

"56 Montclair 2-dr. hardtop, $590* (ps). 
55 Montclair 2-dr, hardtop, $590* (ps), 
$480*, $445* (ps), 

"54 Monterey 2-dr., $495*, $465*, $200*. 

OLDSMOBILE—’'58 (98) 4-dr. Holiday, $1,- 
850* (ps); (88) Super 4-dr. Holiday, 
$1,850* (ps); (88) 4-dr. Holiday, §$1,- 
600* (ps); 4-dr., $1,490* (ps). 

'57 (98) 4-dr, Holiday, $1,400* (ps); 
conv., $1,275* (ps); (88) Super 4-dr. 
Holiday, $1,140* (ps). 

’56 (88) Super 2-dr. Holiday, $920* (ps); 
(88) 2-dr. Holiday, $695*; 4-dr, Holi- 
day, $625*; 4-dr., $595* (ps). 

’55 (88) 2-dr. Holiday, $780* (ps), $735° 
(ps), $550* (ps); 4-dr., §710* (ps), 
$500* (ps); (88) Super 4-dr., $745* 
(ps); 2-dr. Holiday, $595*. 

PLYMOUTH—’'59 Suburban (8) 4-dr., $1,- 
675*. 

’58 Suburban (6) 4-dr., $1,375; Suburban 
(8) Custom 4-dr., $1,355* (ps); Sport 
4-dr., $1,280* (ps); Savoy (8) 4-dr., 
$1,150*, $1,045*, 2 at $950*; 2-dr., 
$845*; Savoy (6) 2-dr., $900. 

'57 Belvedere (8) 2-dr. hardtop, $1,050* 
(ps), $795* (ps); Savoy (8) 4-dr., 
$670; Savoy (6) 4-dr., $600*. 

’56 Suburban (6) 2-dr., $580; Savoy (8) 
4-dr., $555*; Belvedere (8) 4-dr., 
$550". 

’55 Belvedere (8) 2-dr, hardtop, $475*; 
Savoy (6) 4-dr., $250; Suburban (6) 
4-dr., $205. 

PONTIAC—’'59 Catalina 4-dr. Vista, $2,- 


(Continued on Page 45, Col, 1) 


3-Ring Auction 
In Chicago Sells 
1,600 Cars Daily 


CHICAGO. — Tollway Auto Sales 
has opened a three-arena used-car 
auction here on a 17-acre layout 
on Cicero Ave. between 120th and 
121st St. 

Owners are Thomas H. Sullivan 
and Edwin E. Bard. The $350,000 
plant, geared to handle 1,600 cars 
a day, opened to sellout business. 
Auctions begin at 11 a.m., Wednes- 
day, with the three rings averaging 
180 sales per hour. 

A public address system keeps 
buyers and sellers informed on bids 
and brokers’ blackboards list prices 
paid. Bank-style check-in windows 
can, in a few minutes, check a deal- 
er’s entire consignment. Buyers are 
given a two-hour period to complete 
a sale or reject a car. There is 4 
track for testing cars. 

Electronic equipment handles 
checks and other business records. 
The sales arenas are heated with 
an infrared system and an air- 
conditioning system takes care of 
exhaust fumes. 
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of used car buyers in 
Chicago PREFER to buy 
from franchised dealers! 





NEW and intensive Chicago Tribune research shows that 64% of the 
used car buyers in Chicago prefer to buy from franchised dealers! Why? 
How can franchised dealers in Chicago take full advantage of 
their competitive edge in this rich used car market? | 
To get the full particulars of this new Chicago Tribune study of used 
car buying habits in Chicago—and to learn how you can take 
advantage of the facts it brings to light—phone your Tribune classified 
representative today. Tell him you want to view our comprehensive: 
slide presentation, ““The Used Car Market.”’ Call WHitehall 4-0400. 
Or write A. E. Rozene, Room 1015, Tribune Tower, Chicago 11, Illinois. 


Chicago Tribune 


THE WORLD'S GREATEST NEWSPAPER 
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the investment of your 








3 
customers car... 


with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 
for its enduring protection of 


AVAILABLE TO ALL CAR DEALERS 


Cottage Grove, Ore. Russell F. 


Across the Nation... 





AUTOMOTIVE NEWS, JANUARY 18, 1960 





Auto Dealer Changes 


ALAMOGORDO, N. M.—Pat 
Knight Motors (Chrysler-Imperial- 
Plymouth), has succeeded Ed Har- 
rington Chrysler-Plymouth. Pat 
Knight, owner, has been associated 
with auto dealerships in El Paso, 


Tex., since 1945. 
* 


* * 


Higgins in New Quarters 

CINCINNATI—Mike Higgins 
Autorama, Inc, (Studebaker), has 
opened a new showroom and serv- 
ice building at 7777 Vine. 


* ® * 


Platte Ford Sold 


PLATTE, S. D.—Egbert Kred- 
iet and his sons, Kenneth and 
Gordon, are the new owners of 
Platte Auto Co. (Ford). 

* , + 


Bonesteele Rambler Sold 


SALEM, Ore.—Bonesteele’s Sales 
& Service (Rambler) has been sold 
to Ted Mansfield, who has been op- 
erating a Rambler dealership in 





BOOST SHOP PROFITS 
WITH FAST 
ACCURATE 
ALIGNMENTS 












ECO TIREFLATORS'’ 


for BALANCED INFLATION 4u/omdtica//y/ 


Eco Tireflators deliver the exact pressure needed for 
accurate wheel alignments. Fast, accurate inflation 
saves shop time, improves service standards. Remote 
control or wall models put air where it’s needed — at 
the mechanic’s finger tips. Customers appreciate added 
tire life from accurate inflation. 

Ask your Bennett representative to show you how 
little it costs to install one-step accurate tire inflation 
> your shop. Increased shop profits will more than pay 

or it, 

Remote models let you put the hose wherever it’s 
convenient. 


JOHN WOOD COMPANY 


BENNETT PUMP DIVISION » MUSKEGON, MICHIGAN 


IN CANADA: JOHN WOOD COMPANY LIMITED 
Toronto * Montreal * Winnipeg * Vancouver 












Bonesteele, the selling dealer, has 
been in the auto industry 42 years. 
He is mayor of Salem. 

* * * 


Chrysler Plans Outlet 


BURNABY, B. C.—Chrysler 
Corp. of Canada, will build a 
$500,000 retail auto outlet and 
truck center here to be operated 
by one of its dealers. According 
to real estate circles, Chrysler 
paid $185,000 for the three-acre 
property. Besides the truck cen- 
ter, the building will house a 
Dodge-DeSoto-Simca dealership. 


* * * 


M-B Dealer Expands 


VAN NUYS, Calif—Roy G. Lewis, 
owner of Mercedes-Benz of Holly- 
wood, has opened a second outlet 
at 6530 Van Nuys Blvd. William 


Wathen is general manager of the! 


new location. 
+ * + 


VW Deal Buys S-P Site 


AKRON.—Purchase of the Lloyd 
Oliver property at 450 W. Exchange 





Chrysler of Canada 


Reassuring on DeSoto 


WINDSOR, Ont. — Chrysler 
Corp. of Canada has no intention 
of abandoning the DeSoto, C. O. 
Hurley, sales vice-president, has 
reiterated. 

DeSoto sales are running more 
than double the year-ago rate, he 
said, and production schedules 
have been increased “quite sub- 
stantially.” 








St. by Henry Motors, Inc, (Vcik 
wagen) is announced by Wili 
Henry, president. Lloyd Oliver, ine, 
will continue to be the dealer for 
Mercedes-Benz and Studebake 
Lark at 888 E. Market St. 

* * 


17 Dealers Get 
Triumph Lines 
In 14 States 


NEW YORK.—Seventeen dealers 
in 14 states have received fran. 
chises for handling Triumph cars, 
according to Alan F. Bethell, pres- 
ident of Standard-Triumph. Motor 
Co. The new Triumph dealers are: 

Collins Garage, Columbia, Conn,; 
Best Davidson, Inc., Bradenton, 
Fla.; Tropical Motors, Brunswick, 
Ga.; Cook County Motor Co. and 
Hensen Import Motors, both of 
Chicago; Taylor Buick-Pontiac Co, 
Ine., Rumford, Me.; Mutual Olds- 
mobile, Inc., Springfield, Mass, 
Dixie Auto Sales, Grenada, Miss; 

Munn Auto Sales, West Amity- 
ville, N. Y¥.; Archer Motor Sales, 
Jacksonville, N. C.; Car France, Ine, 
Cleveland; Nick Ciliberti of Kutz- 
town, Inc., Kutztown, Pa.; Pat & 
Syl’s Ramblerville, Inc., Westerly, 
R. I.; P. D. Baxter Motors, Tex- 
arkana, Tex.; Holcomb-Dorris Mo- 
tors, Edinburg, Tex.; Talley Cadil- 
lac Company, Tyler, Tex., and 
Southern Motors, Bristol, Va. 

* oe * 


Kelley Buys Lark Deal 
ST. PAUL.—Jerry Kelley has 





bought Al Mergens Motor Co. 
(Studebaker) from Al Mergens, 
Las Vegas, Nev., and Los An- 
geles. Kelley formerly was in the 


used-car business. 


* * * 


Chevrolet for Coon 


MARTIN, S. D.— Richard Coon 
has purchased Joe’s Chevrolet from 
Joe Papousek. 


Highways & Safety 


The greatest need of the nation’s 
highway program is to inform the 
public of the benefits of new roads, 
according to John W. Gibbons, pub- 
lic relations director of the Auto- 
motive Safety Foundation, 

He said the American Roadbuild- 
ers Assn. has organized a commit- 
tee to launch “a plan of grass-roots 
public education that will empha- 
size immediate and long-range 
benefits” of highway construction. 

The Automotive Safety Founda- 
tion will join with 22 national or- 
ganizations in the program, Gib- 
bons said. 

“The important thing, as we see 
it, is that the American motorist 
should understand the benefits he 
and his family will get from mod- 
ern highway facilities, not the least 
of which will be the saving of 
thousands of lives each year,” he 
continued. 

Gibbons recalled Federal High- 
way Administrator Bertram Tal- 
lamy’s reference to the subject in a 
talk at the annual convention of 
the American Assn. of State High- 
way Officials. 

“Despite the efforts of the high- 
way departments, the Bureau of 
Public Roads and the many organ- 
izations involved in better roads 
movements, the general public is 
not well acquainted with what we 
are doing and why,” he quoted Tal- 
lamy. “We must get the story over 
to the public if we are to win the 
necessary public understanding and 


support.” 
+ * 


N: Y. Acts to Halt Abuse 


Of Licenses by Out-of-Staters 


New York State has taken steps 
to halt the use of New York driver 


licenses by out-of-staters to evade|® 


traffic laws. It affects out-of-state 





inspection campaign conducted by 
the 36 Bulko service stations in 
Chicago operated by Bulk Petro- 
leum Corp., according to W. J. 
Gerwe, Bulk executive vice-presi- 
dent. 

Large display signs at each sta- 
tion announced the free inspections. 
Green-and-white stickers were af- 
fixed to the windshields of cars 
which passed the check, 

* * * 


License Plates Reflectorized 


By Plymouth Dealers in Mass. 


Plymouth dealers in Massachu- 
setts have been congratulated by 
the Registrar of Motor Vehicles for 
their contribution to the State’s 
safety campaign through their li- 
cense-plate reflectorization pro- 
gram, which is available to the 
public. 

Dealers who signed for the pro- 
gram are supplied a kit of paint, 
beads and a reflector application. 
Each kit will reflectorize 50 sets of 
plates, according to Plymouth, 


drivers of commercial vehicles that |f 


do business in New York and out- 
of-staters who take up temporary 
residence in New York. 

William S. Hults, commissioner 
of the Motor Vehicle Bureau, said 
his office now is stamping “Valid 
in New York State Only” on all li- 
censes it issues to drivers who also 
hold permits from other states. 

* + * 


36 Chicago Filling Stations 
Conduct Own Safety Checks 


More than 92,000 autos were 
checked during a two-week safety 


BMC Signs O'Mara— 


James O'Mara, seated, of O'Mara Motor 
Co. (Pontiac), Hutchinson, Kans., signs © 
British Motor Corp. sales agreement to 
handle MG, Austin-Healey, Sprite, Morris 
and Austin cars. Looking on are Arthur 
Mehrle, left, sales manager, Continental 
Cars Distributor, Inc., St. Louis, BMC dis- 
tributor, and Luke Hertl, O'Mara general 
manager. O'Mara is the NADA director 
for Kansas. 
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'ments in mid-December and for 


Sales Conditions in Various Areas... 








Auto Market Reports 


Los Angeles 

A total of 20,017 new cars were 
registered in Los Angeles County 
during November, compared with 
22,143 a month earlier, according 
to Donnelley’s Motor Recorder of 
California. 

By makes, registrations were: 
Ford, 5,285; Chevrolet, 2,720; Ram- 
bler, 1,453; Plymouth, 1,264; Dodge, 
913; Oldsmobile, 819; Pontiac, 719; 
Mercury, 664; Buick, 599; Volks- 
wagen, 554; Renault, 521; Stude- 
baker, 496; Cadillac, 481; Hillman, 
364; Fiat, 299, and Chrysler, 269. 

MG, 195; Valiant, 186; Tri- 
umph, 182; Opel, 163; Austin- 
Healey, 152; Volvo, 135; Peugeot, 
111; Imperial, 107; Metropolitan, 
99; Simca, 96; Morris, 95; Con- 
tinental, 94; Edsel, 93; Mercedes- 
Benz, 89; DeSoto, 76; English 
Ford, 73; NSU, 73; Lincoln, 71; 
Borgward, 58; Jaguar, 56; Taun- 
us, 48; Vauxhall, 47; Austin, 45; 
Citroen, 28; Lloyd, 25, and Singer, 


25. 

DKW, 18; Porsche, 16; Sunbeam, 
15; Skoda, 14; Toyopet, 14; Alfa 
Romeo, 10; Wartburg, 9; Lancia, 7; 
Datsun, 4; 
Goggomobil, 4; Goliath, 4; Aston- 
Martin, 3; AC, 2; Arnolt, 2; Bentley, 
2; Berkeley, 2; Facel-Vega, 2; 
Rover, 2; Willys, 2, and miscel- 
laneous, 33. 

November new-truck registra- 
tions numbered 2,410, compared 
with 2,689 the previous month. 

By makes, they were: Ford, 940; 

Chevrolet, 747; International, 206; 
Dodge, 184; GMC, 109; Volkswagen, 
94; Willys, 28; English Ford, 23; 
White, 23; Kenworth, 8; Stude- 
baker, 7; Diamond T, 5; Mack, 5; 
Peterbilt, 5; Reo, 4; Datsun, 3; 
FWD, 3; Morris, 2; Autocar, 1; 
Diveo, 1, and miscellaneous, 12.— 
(William Carroll.) 

cd 7 + 


Akron 


The sharp drop in automobile 
production during the steel strike 
helped to account for a 23 per- 
cent decrease in Summit County 
(Akron) car sales in November. 

Demand fell off unexpectedly in 
the last half of the month. Dealers 
attributed this at least partially to 
the talk about steel and car short- 
ages. 

Only 1,740 cars were registered in 
November after a bustling October 
when there were 2,258 sales. 

For the first 11 months of the 
year, however, deliveries totalled 
23,003, for a gain of 48 percent 
— the corresponding period of 

958. 

With Chevrolet plants down 
much of that month, Ford locked 
up first place in the county for the 
year by a comfortable margin. Ford 
registrations totalled 5,971 to Chev- 
rolet’s 5,292. 

Plymouth remained third with 
1,680 registrations followed by Pon- 
tiac, 1,435; Rambler, 1,277; Oldsmo- 
bile, 1,265; Buick, 1,163; Dodge, 814; 
Mercury, 735, and Studebaker, 456. 
—(Joe Kuebler.) 

Ba 


Columbia, S. C. 


; A total of 330 new cars was reg- 
istered in Columbia and Richland 
County in November, compared 
with 434 a month earlier. 

By makes, registrations were: 
Ford, 68; Chevrolet, 36; Plym- 
outh, 38; Dodge, 30; Pontiac, 19; 
Oldsmobile, 14; Fiat, 12; Ram- 
bler, 12; Renault, 12; Buick, 11; 
English Ford, 9; Mercury, 9; 
Cadillac, 7; Volkswagen, 7; 
Chrysler, 6; Lincoln, 6; Opel, 6; 
Studebaker, 6; Volvo, 4; DeSoto, 
3; Vauxhall, 3; Edsel, 2; Hillman, 
2; MG, 2; Triumph, 2; Willys, 1, 
and miscellaneous, 3. 

New-truck registrations totalled 
71 in November, compared with 56 
the previous month. By makes, 
they were: Ford, 19; International, 
17; Dodge, 14; Chevrolet, 13; GMC, 
8; Volkswagen, 3; Studebaker, 1, 


and White, 1. 
# 


* * 


Huntington, W. Va. 
“We'll have one of our biggest 


¥ years in 1960.” 


That’s the way Dutch Miller, sec- 
Tetary of the Huntington Automo- 
bile Dealers Assn., summed up the 
Outlook for the new year—not just 
in Huntington, but “for the whole 
industry.” This optimism stems, in 














part, from dealers’ elation that the 
steel strike is over and new cars 
are reaching the showrooms. 

Here’s the rundown as the new 
year bows in: 

Hez Warp Buick, Inc.: Only a 
few models on hand, but they’re 
starting to come in. Could satisfy 
most customers with possible ex- 
ception of some color combinations. 


CoLoniaAL Motors, Inc. (Lincoln- 
Mercury): About a half-dozen on 
hand. Expect things to really pick 
up about Jan. 15. 

GALIGHER Motor Sates Co. (Ford): 
Few cars on hand. Shipments start- 
ing to arrive. 

HuNTINGTON Motor Co. (Stude- 
baker): Stock is slow in coming 
in, but expected to pick up in near 
future. 

Dan Rarvin RAMBLER, INc.: Get- 
ting about 50 percent of normal 
shipments, but able to fill all spe- 
cial orders. 

Roger Dean CHEVROLET: Rapidly 





approaching normal inventory. 

R. F. Sterner Morors, Inc. (Chrys- 
ler-Plymouth): No 1960 models yet. 
Don’t expect shipments to really 


|pick up until later in January. 


Tac GaLtygeaAN (Plymouth-Dodge- 
DeSoto): About 40 cars on hand 
with nearly a full range of color 
and optional equipment combina- 
tions. 

Moses Pontiac Sates, INc.: Re- 
ceived three cars so far. Expect a 
pickup soon. 

The 1959 models, except for a 
handful (mostly demonstrators), 
are gone. 

Compact models, including Cor- 
vair and Falcon, are reported sell- 
ing well as they become available. 
Valiant has yet to be introduced 
in Huntington.—(Bill Francois.) 

+ * a 


Miami 
Strike-stopped General Motors 


and Chrysler dealers in Miami 
finally began getting new car ship- 


|most of them 
| Christmas present. 
Stocks on hand had fallen to an 


months.” 

Tony Abraham of Abraham 
Chevrolet claims he has lost 300 
orders, but adds, “The public’s 
not clamoring for new cars be- 
cause buyers think they’ll have 
to pay too much.” 

Sam Luby jr., Luby Chevrolet, 
said he expects cars to roll in and 
“we're in business again.” 

Registration figures for Novem- 
ber and a portion of December 
showed how Ford, Rambler, Lark 
and English Ford profited by their 
extra supply of steel. GM and 
Chrysler took a licking for the 
time being. 

Burton S. Kahn, head of Colonial 
Pontiac, said he was down to 12 
new cars at one time. “All we need 
is plenty of cars,” said Kahn. 
“We've already got the buyers. This 
next year will be a record breaker.” 

Ed Lane, Studebaker dealer in 
Miami Springs, said, “The Lark 
has been moving exceptionally well. 





it was a Merry 


alltime low. Frank LaPointe, gen- 
eral sales manager for Don Allen 
| Chevrolet, commented, “We’ll never 
be able to catch up on orders for 


Our only worry was that we might 
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not have as many of them as we 
wanted.” 

On the other hand, some deal- 
ers said they weren’t moving cars 
even when they had them. They 
blamed a fear on the public’s part 
that dealers were insisting on the 
“top dollar” and discounts were 
out of the picture altogether. 

W. A. Halloran, sales manager 
for Packard Pontiac, said, “We've 
always had cars, although maybe 
not the particular color desired. 
What we've had is a shortage of 
customers, This stuff about high 
prices is nonsense, The price is the 
same now as it will be six months 
hence, but a lot of people want to 
wait for bargains.” 

Johnny Johnson, sales manager 
for Deel Motors, which has taken 
over Huskamp Ford, said, “We're 
doing 100 percent better than. we 
expected, This year could be the 
best Ford year since 1955.”—(Tres- 
cot Goode.) 


* * * 


Connecticut 


Carl R. Lane, executive vice- 
president of the Connecticut Auto- 
motive Trades Assn., has reported 
that the state’s 879 new-car dealers 
sold 84,225 new cars during the 
first 11 months of 1959, with Ford 

(See MARKETS, Page 40, Col, 5) 









MORE STATIONS 


THAN ANY OTH 


A new national survey of service outlets shows that more stations sell Fram 
Filters than any other brand! This figures—because among motorists who 
know filters by name, more choose Fram for quality than any other filter. 
If you want the utmost confidence of all the car owners you serve, stock 
and sell Fram Oil and Air Filters...and display the Fram name for all 


to see! FRAM CORPORATION, Providence 16, R. I. 
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BUT 
most everybody is convinced that 


are top value! 


Borroughs Flexi Bins have been accepted by Parts Department Managers everywhere. There 
are more Borroughs bins in use today than all other sliding shelf bins combined. Borroughs 
designing and engineering know-how has combined the most desirable of features to meet 
immediate alteration of space requirements. Whenever you think of storage bins remember 
Borroughs, the leader in contributing to greater ease and versatility in the storage of parts and 
bulky items. Illustrated here are but a few of Borroughs many outstanding features. 


send for Borroughs Bin Catalog TODAY! 


Choice of green, gray, buff, 
white or cascade, electrostati- 
cally baked-on enamel. 


at no extra cost 


tension. 


Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
spring tension. 
oxide label holder attached. 


utilizing 





Borroughs sliding dividers 
20 gauge, in 158”, 3%”, 4%” and 
6%” 
Dividers snap over front and rear 
shelf flanges and hold by spring 
Label holder attached. 


heights. 3” 





_ nobody can convince everybody 






Borroughs sliding shelves 


18 gauge steel. 35%” long with 7%” 


front and rear flange. Front flange 


has a %” 


return flange, and is 


pierced at each end to receive 3” 
label holders. 


base flange. 


3” black 


me | 


eine ee 


Seen 


holder 





Borroughs standard trays 


22 gauge one-piece flanged and 
hemmed body, 
strength. Formed pull. Lanced label 
and partition 


for maximum 


slots. 20 


ey gauge back stop spot welded to 


back of tray. 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: 


ATLANTA: 


BROOMALL, PA : 


BUFFALO: 
CHICAGO: 
CINCINNATI: 
CLEVELAND: 
DALLAS: 
DENVER: 
DETROIT: 
FARGO: 

FORT WORTH: 
FRESNO: 


HOUSTON: 


Universal Equipment Co. 
2420 Oakville St. 


Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 
East Coast Distributing Co. 
2010 Boxwood Dr. 

Automotive Bin Service Co., Inc 
20 East North St, 


Felix F, Loeb., Inc. 
8810 S. Vincennes Ave. 


Automotive Bin Service Co., Inc. 


1220 Richmond St. 


Automotive Bin Service Co., Inc. 


8905 Loke Ave. 


W. W. Cannon Co. 
9739 Denton Dr 


Sparkman-Barker Co. 
421 Santa Fe Dr, 


Automotive Bin Service Co., Inc. 


10040 Freeland Ave. 


Adams, Inc. 
6 North 13th St 


W. W. Cannon Co. 
P. O. Box 464 
Healey & Co. 

2302 Tulare St. 


W. W. Cannon Co. 
1901 Winter St. 


INDIANAPOLIS: 
JACKSONVILLE: 
KANSAS CITY, MO.: 
LOS ANGELES: 
LOUISVILLE: 
MEMPHIS: 
MILWAUKEE: 
NEW ORLEANS: 
NEW YORK: 
OAKLAND: 
OKLAHOMA CITY: 
OMAHA: 
PHILADELPHIA: 


PORTLAND, Ore.: 


Automotive Bin Service Co., Inc. SACRAMENTO: 
54 West 30th St 


Bins & Equipment Co., Inc. 


2610 Ligustrum Rd. SALT LAKE CITY: 
Siggins Co. 

706 Broadway ST. LOUIS: 
Green-Penny Co. ST. PAUL: 


4180 E. Noakes St. 


Automotive Bin Service Co., Inc 
204 Builders Bidg. 


Metal Products Co. 
359 Madison Ave, 


Felix F. Loeb, Inc 


SEATTLE: 


SEATTLE: 


864 E. Birch Ave. STERLING, ILL.: 
Edco Metals Inc. 

73 S. Wren St. TACOMA: 
Borroughs Mfg. Corp. 

121 Varick St. TOLEDO: 
William A. Gore Co. 

1634 Adeline St. WATERTOWN, Mass.: 
W. W. Cannon Co. 

P. O. Box 7317 CANADA: 
Siggins Co. 

1236 S. 13th St. HAWAII: 
East Coast Distributing Co 

780 S. 52nd St. 

The Brower Co. PUERTO RICO: 


1633 N.W 2st Ave. 


Paul W. Roeder Co. 

P.O. Box 1552 

1721—13th St. 

Business Equipment Co. 

902 S. Main St. 

Siggins Equipment Co 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Steel! Products, Inc. 
264 N. Beacon St. 
Wickware-Stackbin, Ltd. 

P.O, Box 740, Perth, Ontario 
Hunters’ Office & Industrial 
Equipment Company 

538 Reed Lane, Honolulu 


Automotive Specialties, Inc. 
252 Ponce de Leon Ave., Hato Rey 





OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. alli. KALAMAZOO, MICHIGAN 
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Capsule Reports .. . 


Auto News 


ATLANTA.—Fulton Cotton Mills 
has purchased Ainsworth-Precision 
Castings Co., a division of Harsco 
Corp., Harrisburg, Pa., according to 
Jay Levine, Fulton board chairman. 

He said the sale includes the 
company’s seven plants at Syracuse 
and Fayetteville, N. Y.; Kalamazoo 
and Marysville, Mich.; Springfield, 
Tenn.; Cleveland, and Chicago. 
Levine said the company will oper- 
ate as Precision Castings Co. and 
Ainsworth Mfg. Co., both divisions 
of Precasco Corp., a newly formed 
subsidiary of Fulton Cotton Mills. 

* * * 


Chevy’s St. Louis Plant 


Is Top Tourist Attraction 


ST. LOUIS. — Chevrolet has an- 
nounced that its assembly plant 
here placed second last year among 
local industrial establishments as 
a tourist attraction, with a total of 
27,500 visitors. 

Visitors from 46 states and 25 
foreign nations registered at what 
is considered the most-toured GM 
assembly plant, Chevrolet said. 

* * * 


Simplified Business System 


For Dealer Claimed by Firm 


CHICAGO.W—UARCO, Inc., de- 
signers and manufacturers of busi- 
ness forms, has announced a “sim- 
ple and inexpensive” business 
system for auto and truck dealers. 


Called a “CP” (certified protec- 
tion) register system, it provides 
complete cash or charge accounting 
control for sales, the firm said. A 
three-copy form—one for the office, 
the customer and audit purposes— 
does away with a need for carbons, 
UARCO added. 


* + * 


Liquid Glaze Buys Land, 


Expands Field Force 


LANSING.—Liquid Glaze, Inc., 
maker of car-appearance products, 
has purchased a 5%-acre site for 
a new plant, according to Harvey 
S. Steadman, president. 

The company also has set up 11 
regional offices and has appointed 
11 regional agents and 11 additional 
sales agents. Steadman said the 
firm hopes to increase its sales 
force to 75 men this year. 

x ” * 


Dutch Firm Expands 


Foam Rubber Facilities 


NEW YORK.— The demand for 
foam rubber is increasing among 
manufacturers of furniture, mat- 
tresses and automobile, train and 
aircraft interiors, and the Dutch 
are seeking deeper penetration in 
international markets, especially 
the U. S., according to the Nether- 
lands Trade Commission. 

The commission said one Dutch 
firm has established a new factory 


|to keep pace with demand. At its 


facilities in Nigtevecht bij Weesp, 
N. V. Rubatex, Eerste Nederlandse 
Schuimrubberfabriek is producing 
foam rubber sheeting in any re- 


| quired length and 63 inches wide. 


Hickok Licenses New Firm 


To Handle Auto Safety Belts 


NEW YORK. — American Safety 
Equipment Corp. has been estab- 
lished to market safety devices in 
all fields, according to Kenneth 
Krasnow, president. 

The Hickok auto safety belt is 
the firm’s first product line, Kras- 
now said. ASEC will market and 
promote the belts as the sole li- 
censee for Hickok, he added. 

* * * 


Rheem Acquires Interest 


In Mexican Spring Firm 

NEW YORK.— Rheem Mfg. Co. 
has purchased a “substantial in- 
terest” in Rassini S. A., Mexico City 
automotive spring manufacturer, 
according to A. Lightfoot Walker, 
Rheem president. The name of the 
Mexican company has been chang- 
ed to Rassini Rheem. 

Rheem will provide technical as- 
sistance and some plant equipment 
from its automotive division which 
makes springs and bumpers at 
Fullerton, Calif. Rassini makes 
springs and nuts for automotive 














in Brief 


fabricating plants in Mexico and 
for export to several South Ameri. 
can countries. The company em- 
ploys about 270 persons. 


* * * 
Wheelabrator Acquires 


Lord Chemical Corp. 


MISHAWAKA, Ind.—Wheelabra. 
tor Corp., manufacturer of .blast 
cleaning equipment, steel abrasiveg 
and dust and fume-control equi 
ment, has acquired about 80 pe 
cent of the controlling stock ¢ 
Lord Chemical Corp., according to 
James F. Connaughton, Wheela 
brator president. q 

As a majority-owned subsidiary 
of Wheelabrator, Lord Chemical) 
will continue to operate in York 
It makes vibratory and barrel type 
finishing equipment, including com- 
pounds and media for cleaning, de 
burring and precision finishing of 
metal parts. 

az * * 


Crawford Mfg. Occupies 


Plant in Emporia, Kans. 

RICHMOND, Va.—Crawford Mfg, 
Co., Inc., has moved its Western 
plant from Kansas City to Em. 
poria, Kans. 

The Emporia plant has 100,000 
square feet of floor space and is lo 
cated on an 1l-acre site. Crawford 
also has plants in Richmond and in 
Collingwood, Ont. 


Markets 


(Continued from Page 39) 


leading Chevrolet, 18,440 to 16,251. 

During the similar 1958 period 
the dealers sold 63,070 new cars, 
with Chevrolet leading Ford, 13,455 
to 12,616, Lane said. 

Meanwhile, the State Labor De 
partment has reported that “busi- 
ness conditions in Connecticut con- 
tinued to improve during October” 
and that “all major indicators were 
above the preceding month.” 

The department also indicated 
increased buying potentials in 
reporting that “weekly wages 
paid to factory production work- 
ers in Connecticut were: at an 
alltime peak in mid-Qctober 
1959,” with “the paycheck aver- 
aging $94.43 for a 41.6-hour week 
at an hourly rate of $2.27, also 
a record high.” 

The department’s report, which 
would seem to indicate that Con- 
necticut’s new and used-car deal- 
ers might well enjoy substantial 
benefits from this high-per-capita 
income, explained that “the work- 
week topped 41 hours for the sixth 
consecutive month (as of October, 
1959) and is the longest week 
worked since December, 1956” and 
that “a year ago (1958) weekly 

earnings averaged $88.48 for 40.4 
hours at $2.19 an hour.” 


Meanwhile, State Motor Vehicles 
Commissioner John J. Tynan said 
he expects about a 5 percent in- 
crease in total 1959 Connecticut 
vehicle registrations over those for 
1958.—(Thomas Marks.) 


* * * 


Dallas 


A total of 2,807 new cars were 
registered in Dallas in November, 
—— with 3,667 a month ear- 
ier. 

By makes, registrations were: 
Ford, 777; Chevrolet, 486; Pontiac, 
148; Plymouth, 139; Falcon, 138; 
Rambler, 131; Oldsmobile, 126; Cor- 
vair, 101; Buick, 95; Volkswagen, 
94; Dodge, 71; Fiat, 48; Cadillac, 
47; Mercury, 47; Renault, 45; Stu- 
debaker, 42; Vauxhall, 37; Metro- 
politan, 29, and Chrysler, 25. 

Simca, 22; Opel, 21; Valiant, 14; 
English Ford, 12; Imperial, 12; 
Triumph, 12; Dart, 11; Lincoln, 
10; Peugeot, 10; Edsel, 6; MG, 6; 
Hillman, 5; Taunus, 5; Willys, 5; 
Austin-Healey, 4; DeSoto, 4; Jag- 
uar, 3; Lloyd, 3; Morris, 3; Volvo, 
3; Mercedes-Benz, 2; NSU, 2, and 
miscellaneous, 6. 

New-truck registrations amount- 
ed to 418 in November, compared 
with 437 the previous month. By 
makes: Chevrolet, 150; Ford, 121; 
International, 80; Dodge, 15; White, 
15; GMC, 14; Volkswagen, 9; Mack, 
5; Willys, 5; English Ford, 2; Ken- 
worth, 1, and Peterbilt, 1—(Ruby 
Fenoglio.) 
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ANOTHER EXTRA SERVICE 
FROM ASSOCIATES 


Three helpful 


training films build 
time-sales revenue 
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These 18-minute sound-slide films have proved to be excellent 
sales aids. They cover all the aspects of a sale in some detail, 


and they emphasize financing and its place in your profit 
picture. If the revenue from time-sales is an important part ASSOCTAI NY fs, 
of your income, and you’d like to boost it, these films can be a 


real help. INVESTMENT COMPANY . SOUTH BEND, INDIANA 
To get them, just call your local Associates representative. 


He’ll come out and run them for you or loan you the film and Associates Discount Corporation, Associates Discount 
projector, whichever is more convenient. Give him a call. (Canada) Ltd., Emmco Insurance Company 


See you at the N.A.D.A. Convention, January 30 to February 3, 1960, in Washington, D. C. Visit the Associates suite, Room 200-B, Shoreham Hotel 
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quickly, Martin said. It is seven 
feet long, seven feet wide and seven 
feet high, and two-foot sections are 


firm said. 


































STOP LIGHT SWITCH—A basic advance 
in stop light switch construction has been 
announced by Power Brake Parts Mfg. Co., 
3435 S$. Racine, Chicago, Ill. The Power 
Brake Stop-Lite Switch has a piston type 
construction instead of a diaphragm. The 
switch is enclosed which means that there 
is no freezing and breakage from trapped 
moisture, it is said. The damaging effect 
on the mechanism from excessive heat 
has also been eliminated. Any foreign 
material that gets into the line cannot 
possibly get into the switch and interfere 
with its operation, it is claimed. Air pres- 
sure on the line forces up the self-aligning, 
self-adjusting contactor to meet the over- 


size contacts. 
* 


Clayton Steam-Safe 


A new steam cleaning compound, 
Clayton Steam-Safe, that may be 
used on the anodized or polished 
trim of late model automobiles, has 
been developed by Clayton Mfg. 
Co., El Monte, Calif. 


* * 


LIQUID SPRING—A patented Taylor 
Liquid Spring Shok model 1040SS has 
been announced by Taylor Devices, Inc., 
188 Main St., North Tonawanda, N. Y. 
This unit is said to produce spring action 
by liquid compression between sealed 
area at stud head and sealed area of 
tubular piston providing a net compression 
of liquid to 20,000 psi. The shock force 
is produced by inwardly turned dash pot 
head at tubular piston end plus inertia 
valve area. Taylor Liquid Springs and 
Spring Shoks up to 1,500,000 pounds force 
have been accepted in military and com- 
mercial applications, it is said. 

a 


* 


* 













BRAKE DRUM LATHE—Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo., has 
announced the model B-700 Drum-Dokter 
brake drum lathe. The lathe has a capac- 
ity of from 6 to 24-inch diameter brake 
drums with a full carriage travel of 7 1/16 
inches. It features Timken Bearings, heat- 
treated arbors, tool carriage with adjust- 
able gibs, three speeds and two feeds. 
It is powered by a % horsepower motor, 
and is mounted on a steel streamlined 
base which includes a storage compart- 
ment for adapters and supplies. 

6.38 ow 










POLISHER — A high-speed electric pol- 
isher for “finish conditioning" cars with 
acrylic type lacquers has been announced 
by Black & Decker Mfg. Co., Towson 4, 
Md. This unit is designed specifically to 
meet the demand of car dealers and 
others for higher polishing speeds and 
more power in handling the modern lac- 
quer finishes, it is said. 


available to give extra length, the 





BUG SCREEN—Designed to fit all 1960 
models plus the compact cars, the re- 
designed Shield Guard front end bug 
screen has been announced by Superior 
Industries, 7260 Atoll Ave., North Holly- 
wood, Calif. This protective front end 
fiberglass screen is made to absorb the 
bombardment of pebbles, insects and de- 
bris in all city and country driving, it is 
said. The Shield Guard is made in a 
three section form, easy to store when 
not in use and simple to install when 


needed. 


* * * 





MUFFLER—Powell Muffler Co., Inc., 2501 
W. Twenty-fourth St., Chicago, Ill., has 
introduced its all-welded muffler to the 
foreign car after-market. The muffler is 
identified by its bronze electrostatic sili- 
kote finish, which the company claims 
resists rust and corrosion. 

a 


Clarco 2200 


A new formulation which cleans 
and brightens aluminum in one ap- 
plication is being marketed by 
Clarkson Laboratories, Inc., 930 N. 
Darien, Philadelphia 23, Clarco 2200 
is recommended for cleaning of 
truck and bus bodies. It is applied 
by brush, allowed to dry for one to 
two minutes and rinsed off with 
water. 


NEW PRODUCTS 


Dayton Automotive Products Co., 
Dayton, O. 

The point is said to develop 20 
percent more peak electrical en- 
ergy, and to produce faster start- 
ing in any weather, This is 
accomplished by an oversized su- 
per-tungsten point with a 360-de- 
gree contact area, the firm said. 

<a * + 








DASH LIGHT—A light for front-seat 
convenience has been announced by Auto 
Lamp Mfg. Co., 2909 Indiana Ave., Chi- 
cago 16, Ill. Called the No. 758 All-Pur- 
pose Auxiliary Dash Light, it plugs into 
the cigarette lighter socket and provides 
instant, shielded light when ceiling lights 
are impractical. No switch, no batteries 
are needed. Comes with six-volt bulb. 

a. = Ss 





SPRING COMPRESSOR—The model 438 
spring compressor tool set, manufactured 
by John Bean Division, Food Machinery & 
Chemical Corp., Lansing 4, Mich., is said 
to offer means for installation or removal 
of coil springs and spacers, The set con- 
sists of two contoured plates to fit all 
springs, two compressor rods and three 
spacers. The universal spring compressor 
can be used with the majority of cars 
with coil springs, it is claimed. Installation 
of spacers is accomplished without the 


need to disassemble the suspension. 
oS 3 


ye 


HEADLIGHT PANEL—A repair panel for 





the inside section of the headlights of 
1955 and 1956 Fords has been announced 
by Schofield Mfg. Co., 1151 E. 222nd St., 
Cleveland 17, O. Designated as P-721R 
for the right hand section and P-721L for 
_| the left hand section, the Schofield Head- 
Lite Panel installs easily and quickly, ac- 











TUBING FLARING TOOL—The Proto No. 
351 flaring tool with slip-on yoke is said 
to be designed for tubing from 3/16 
through %-inch O.D, The flaring yoke is 
malleable iron and the tapered cone is 
hardened and polished, and rides on a 
ball-bearing. All steel parts are bright 
plated. Yoke frame is black wrinkle fin- 
ish. Proto Tool Co., 2209 Santa Fe Ave., 


Los Angeles 54, Calif. 
i 


All-Steel Prefab Building 


Called Ideal for Auto Lots 


An all-steel prefabricated build- 
ing, called ideal for auto lot sales 
offices, has been announced by 
Martin Steel Corp., 11 Longview 
Ave., Mansfield, O. 

Called the Stor-House, the build- 
ing ig fireproof and rust-resistant 
and can be assembled easily and 


* 








COMPASS—The Dinsmore auto compass 
is being shipped in a redesigned mer- 
chandising pack, enabling auto parts re- 
tailer to display the compass on a rack 
or peg board as well as in a showcase or 
on a shelf. The pack is attractively styled 
and utilizes a bubble dome to display the 
top, sides and front of the compass, it is 
said. The compass is clearly visible and 
securely held in the package. Dinsmore 
Instrument Co., Box 773, Flint 1, Mich. 


FUEL FILTER—The Ampco fuel filter, 
marketed by American Motor Products 
Co., Fond du Lac, Wis., utilizes a double- 
action filter element that is said to trap 
impurities, including rust, gum, scale, dirt 


cording to the manufacturer, 
that these Head-Lite Panels, now being de- 
livered from stock, produce a perfect job 
and save hours a work. 





and tiny metal particles. The unit's dou- | 


ble-action characteristics are said to be 
made possible by the use of a double- 
faced, pleated filtering element. Fuel-entry 
side of element is faced with blotter-like 
alpha cellulose, which absorbs and holds 
impurities. The flow-out side of element 
is resin-coated, permitting a free-flowing 
strainer action, Element material is almost 


twice as thick as conventional paper types f 


and affords more carburetor protection 
and improved starting, it is claimed. There 
are five Ampco models to accommodate 
most cars and trucks. 


a 


Maker Says Ignition Point 


Ups Peak Energy 20 Pct. 


A one-piece, nylon body ignition 
point, said to be radically different 
from any other point now on the 
market, has been introduced by 


drilling for installation, and can be easily removed for cleaning and repairs, it is said. 












PAINTING EQUIPMENT—Spray painting 
equipment designed for the automoti 
painter and refinisher has been announced 
by Binks Mfg. Co., 3114 Carroll Ave., Chi. 
cago 12, Ill. For repainting jobs, the equip 
ment includes the Steadi-Grip units, the 
siphon cup units and the Wren air brush, 
With the Steadi-Grip unit, the pain 
does not have to carry the weight of 
cup as he works. The cup is hung ono 
nearby hook, and the painter is free to 
move about unhampered. This arrange. 
ment also permits him to turn the gun a 
needed to paint undersurfaces and hard. 
to-reach areas, it is said. The air brush 
is said to provide painters with an easy. 
to-handle tool ideally suited for minor 
touch-up work. 
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TUBING CUTTER—Designed to handle 
metal tubing or conduit from Ye to 1%4-B ox 
inch O.D., the No. 350 is said to be of m 
necessary tool for automotive mechanic® af 
and maintenance men. The. screw and§ oj 
alloy frame, plus the heat-treated alloy§ fa 
steel blade are said to give clean, fast® ay 
cuts and long service. The roller anvil n¢ 
has a special groove to permit cutting 
next to flared tubing ends for greater® ., 
tubing economy. A _ retractable reamer de 
blade is mounted on the frame. Cutting® ; 
blades are obtainable separately. Proto 
Tool Co., 2209 Santa Fe Ave., Los Angeles 
54, Calif. 
a 
D 
SWITCHES—Cole-Hersee Co., 20 Old§ — 
Colony Ave., Boston 27, Mass., has an- 
nounced a switch merchandiser for job- 
bers. This SP-8708 selling aid consists of 
26 individually boxed stop lamp switches 
It is said| for American and foreign cars. The dis- 
play has 12 drawers with movable sep 
arators. The drawers are labeled with @ 
switch number in bold type. 
oe: 
( 
| 
Be 
; for 
GRILLE FOR CORVAIR—A conversion grille for the Corvair has been announced §'*S 
by Auto Trends Co., 222 S. Division, Grand Rapids 2, Mich. The grille requires no r 
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manager for Renault, said “the 
so-called compact cars are not 
competitors of the true small cars 
imported from abroad. The price 
differential is still so great that 










dian market to the new U. S. 
compact cars. 

Roger Le Bouedec, general man- 
ager of Automobiles Renault Can- 
ada, Ltd., Montreal, said his firm 
sold 5,116 units in Canada in the 
first three quarters of 1959, com- 
pared with 2,456 in the whole of 
1958, the firm’s first year in Can- 
ada. 

This year, he added, with a con- 
vertible model, a sports car and a 
smal] truck added to the line, the 
company expects a further gain in 
sales. 

Pierre Vignal, general export 


NSU Prinz 


HE NSU Prinz won the economy 
award in Class 3 at Sebring, 
Fla. 

The Prinz used less gas in the 
International compact sedan race 
than any other foreign or domestic 
compact car entered, an NSU 
spokesman said. 


VW’s Pohl Aids U. S. Outlets ... 





7 Importers Stress Service 


small-car sales will be largely un- 


FOREIGN CAR PARTS 


A Full Line of ... 


dv Brake Parts 
7 ignition Parts 


big as the entire town of Wolfs- 
burg,” he said. 

In addition, Pohl commented on 
the General Motors and Chrysler 
Corp. technical training centers 
around the country. 

“This is an excellent approach 
to the problem of bringing servic- 
ing to the dealer in his own com- 
munity,” he said. “In Germany we 
do not have anything like this, but 
it is a good thing to keep in mind.” 

Although it will be difficult to 
convince any American dealer that 
his customer is not the most diffi- 
cult man in the world to please 
when it comes to service, Pohl con- 
tends that because so much of our 
American life “depends on the 
automobile, more than in any other 
country in the world,” the Ameri- 
can consumer has a much better 
understanding of the problems in- 
volved in keeping his auto in good 
running condition. 


Y 2 By Ed Brown 
\ Staff Correspondent 
NEW YORK.—As pressure for 
increasing import sales mounts, 
jmporters determined to be on the 
scene after the shakeout are con- 
centrating more effort on service. 


Volkswagen recently completed 
a week-long meeting attended by 
the top service men of each VW 
distributorship across the coun- 
try. Gunther Pohl, manager of 
the technical section of VW’s 
service department, came from 
Germany to attend. 

Pohl made an extensive tour of 
the U. S., visiting VW and Ameri- 
ean dealerships. He also toured 
Detroit’s factories and proving 
grounds. 

One of Pohl’s expressed purposes 
on his visit here was to get ideas 
on helping VW dealers improve 
their service. He feels he has been 
able to do this through his visits 
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dv Renault Parts 
dv Peugeot Parts 


dv Also many other 
imported lines 
available. 
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DISTRIBUTORS WANTED — 


lucrative territories still open | 
Albert Wepper Corporation 


Factory Representatives 
53 Park Place 
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affected.” Renault claims 10 percent 
of the imported market in Quebec 
and the Maritime provinces, and 
4% to 5 percent in the other Cana- 
dian provinces. It igs aiming at 10 
percent of the small-car market 
from coast to coast, Vignal said. 





H DISCOUNTS! 







New York 7, N. Y. 
Tel. WO 4-0966 











to all kinds of domestic and im- 
port installations across the coun- 
try. 

“I believe, on my return to Ger- 
many, that I will be able to formu- 
late a number of ideas for our U. S. 
distributors which will help us 
strengthen our service to the ulti- 
mate customer in the U. S.” Pohl 
said. 

Surveys indicate VW dealers 
enjoy one of the most enviable rec- 
ords in the industry for return of 
original owners to the VW dealer- 
ship for service. Some 70 percent 
of the original owners return for 
their service, as opposed to between 
30 to 40 percent for other domestic 
and imported lines. 

According to Ferry Porsche, 
of the auto which bears his name, 
the first sale of an auto may be 


| hard. 
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minor 


Patines. 


Aba. 


S i 
Roc 


7 











“The European customer, is 
much more excitable about his 
automobile. The least little 
scratch on his bumper or fender 
and he is in his dealers’ service 
station looking for the maximum 
amount of attention. It is un- 
heard of in Europe for one car 
to touch another, for instance, in 
parking. If this happens the two 
drivers are out of their cars in 
a flash, excitedly arguing with 
each other on the relative dam- 
age to their automobiles.” 
Because Europeans usually keep 
their autos for a long period of 
time, he explained, they are apt to 
baby it more than will an American 
consumer. 

One of the functions of Pohl’s 
department is to keep “quality con- 
trol” on VW’s at a high peak. 

























made from the showroom, but | Every Monday morning he attends 
the second and all subsequent | a meeting at which such problems, 
sales are made in the service sta- | as reported from al] over the world, 
tion. VW apparently believes this | are discussed. 
philosophy and has gone a long One such problem which came 
way toward cementing it in prac- | out of the U. S. was the valve guide 
tice. on early VWs which resulted from 
andie® One of the things which impress-|the high lead content in U. S. gas. 
1% ff ed Pohl in the U. S. is the fact that| Little by little this problem was 
be o§ many VW dealerships are top-notch| licked and the new valve guides 
onis® affairs, with the maximum in effi-| Were installed on VWs. s 
ond ciency and cleanliness. The two| Another problem was the addi- 
alloy# factors count strongly in the VW/tion of an antisway bar on the 
fos! approach to effective service busi-| front axle of the Karmann Ghia 
anvil ness. to defeat that problem. This in turn 
ting “ —— * led to a request from U. S. distribu- 
eater aoaea ogee a a a or wer tors to add this same device to the 
‘tingg Cealer to visit Europe to see good sedan itself, = 
all installations. There are actually R 
‘eles ANY in this country just as good, ootes 


from small ones to the big city 
complexes. 

“It is amazing,” he added, “what 
a great service job has been accom- 
plished here in three or four years. 
In Europe we have had about 10 
years to do the same job.” 

The job VW dittributors have 
done in setting up service schools 
and clinics for their dealers was 
Praised by Pohl. 

During his Detroit visit, Pohl was 
shown around the Ford testing 
grounds. 

“The testing ground at the Ford 
Dearborn installation is almost as 


pyhitcanx car makers apparently 
have a higher regard for the 
American driver as a mechanic 
than do American auto manufac- 
turers, judging by the number of 
tools that come with new cars 
today, according to John T. Panks, 
managing director of Rootes Mo- 
tors, Inc., which imports Hillman, 
Sunbeam Rapier, Humber and the 
Sunbeam Alpine sports car, 

He noted that Rootes cars come 
to this country with enough tools 
to make several repairs and ad- 
justments. The Hillman, the Rootes 
group’s lowest priced model, has 
tools for adjusting distributor 
points, removing and replacing 
spark plugs—in addition to jack, 
lug wrench and hub-cap remover, 
he said. 

“Most U. S.-produced cars,” 
Panks said, “come equipped only 
with a jack and lug wrench.” 

x # Om 


..-.and make your lot a more inviting place to 


One of the car lots in the photos 
above made money last winter. The 
other did not. Can you tell which was 
the profitable lot? 


UP TO 36 MONTHS TO PAY 


Install Childers Carports now 
under low-cost Childers 36- 


Sure! It was the lot protected by Month Finance Plan. Let your 


Childers Carports. And Childers Car- 
ports may be the difference between 
your lot losing money or making a 
profit this winter. 


carports pay for themselves in 
savings on clean-up and lighting 
costs plus extra profit through 
increased sales! 


Old 
an- 
‘ob- 
hes 
dis- 


ep- 
1@ 


Open every day. You see, Childers 
Carports turn your lot into an attrac- 
tive, 365-day outdoor showroom. With 
Childers Carports protecting your 
stock, even the heaviest snow can’t 
cover your cars and put you out of 
business. 


1. More sales and faster turnover. 
Expert dealer accountants say it costs 
$3 a day to “board” a car—yet Child- 
ers Carports cost only a few cents per 
car per day. 


Mercedes-Benz 


POURIETS planning to purchase 
a Mercedes-Benz for European 
delivery this summer are advised 
by the American Automobile Assn. 
to place their orders immediately. 

The AAA reports that the earliest 
delivery date for the new 220 sedans 
is July or later, and that smaller 
sedan series, the 180 and 190, also 
will not be available until early 
summer. 


2. Higher prices for cars that are 


Pay for themselves. And because always clean and comfortable. 


Childers Carports cost only pennies per 
car per day, they quickly pay for 
themselves in savings on clean-up 
costs alone. In addition, Childers Car- 
ports cut your costly winter light bills 
50% and more because they concen- 
trate your lights directly onto your 
cars . .. let you use fewer lights for 
a more attractive night display. 


3. Architect-designed to harmonize 
with existing buildings and displays. 


4. Easy to install. Your own men 
can do it with ordinary tools. 


5. Easy to move if you are on leased 
property ... or if you want to change 
the arrangement of your outdoor dis- 
play. 


Freight-free. Your carport is shipped 
direct from the factory, freight pre- 
paid and allowed to you. 


For complete details on Childers 
Carports and pictures of actual installa- 
tions, just fill out and mail the coupon 


x + * 
Renault 


FRErAU’, INC., has purchased 
a building in Maspeth, N. Y., 
for use as a warehouse for Renault 
automobile parts shipped from 
Paris. The building contains 120,000 
square feet. 

Officials of Regie Nationale des 
Usines Renault report they have no 
fear of losing sales in the Cana- 


Year-round protection. And best of 
all, Childers Carports increase your 
sales and cut your overhead all-year- 
round—not just in the winter! Dealers 
everywhere in the United States have 
erected Childers Carports and are en- 
thusiastic about them. Here are a few 
reasons why: 


Kew Import— 

Driver's compartment of the Mercedes- 
Benz panel truck features ample space 
for driver and passenger and a compact 
istrument panel. This is the hinged door 
Model; the unit also comes with sliding 
front doors. 














Snow, sleet, rain or hail never touch these cars protected by Childers Carports. 
With Childers Carports on your lot you’re open for business 365 days a year! 


Now! CHILDERS Carports Keep Your Cars 
Springtime Clean On Winter’s Dirtiest Days 



























stop, look and deal! 


below. We'll include a list of 300 deal- 
ers in 32 states who have installed 
them (you can telephone any two deal- 
ers on this list at Childers’ expense). 
You still have time to protect your 
cars this winter with Childers Car- 


ports. 









WE PAY FREIGHT 
TO ANY DEALER IN U. S. 
r——-MAIL THIS COUPON TODAY" 


Childers Manufacturing Co., Dept. AN-5 
3620 West 11th Street i 
i 
| 








Houston 8, Texas 


Please rush me complete details on 
Childers Carports, along with a list of | 
300 dealers in 32 states who have in- i 
stalled them, and pictures of actual | 
dealer installations. ; i 
i 







(] Check here for independent engi- 
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| neer’s report on 35-lbs. per sq. ft. 
| snow load test of Childers Carports. 
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| (] Check here if you would like to | 
j Pay for your carports while they | 

earn profits for you. We finance up 
to 36 months. 
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Dealer Wins Award— 


For the tenth year in a row, Arlington 
Motor Co., Inc., Arlington, Va., has won 
the Ford Four-Letter Award “in recogni- 
tion of outstanding achievement and for 
serving the community with quality rep- 
resentation" of the Ford franchise. A 10- 
year plaque is presented to D. R. Collins, 
left, Arlington president, by William P. 
Bave, center, Washington Ford district 
sales manager, while Burton Kephart, right, 
dealership vice-president, looks on. 


WHEN WILL 
BLAKE'S CAR 
BE READY? 
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Auto Personnel 


John A. Marshall has rejoined 
the Wolverine Tube division, Calu- 
met & Hecla, Inc., as sales man- 
ager of the firm’s new San Fran- 
cisco office. 

H, F. Powell, formerly technical 
sales representative in Wolverine’s 
Dallas district, has been appointed 
sales manager of the firm’s new 
Los Angeles office. 

* + 
Arvin Moves Bowling 

John Bowling, for five years a 
member of the production planning 
staff at Arvin Industries, Inc., Co- 
lumbus, Ind., has been named a 
sales representative in the firm’s 
automotive replacement parts divi- 
sion, 


* 


* + 


Kratzer Joins Radson 
Dallas A. Kratzer, former sales 
manager for Westberg Mfg. Co., 
Napa, Calif. has joined Radson 
Engineering Corp., Macon, Ill. as 


* 


Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCT 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


ION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 


Representatives instruc 


t your people in the 


proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., 


Name 


Firm, 





415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 








Address. ities 
In Canada—331 Bartlett Ave., Toronto 
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ew York 17, N. Y. 








sales manager of the automotive 
and marine division. 
* + af 


IH Transfers Coble 


J. F. Coble jr. has been appoint- 
ed assistant manager of the Inter- 
national truck sales district in Lit- 
tle Rock, Ark. He formerly was 


manager of the International truck |. 


sales branch in Nashville. 
* * * 


Goodrich Promotes Bartley 


Edward R. Bartley has been 
named to the new post of manager 
of marketing research for B. F. 
Goodrich Co. 

« « ad 


Fisher Body Names Klaasen 


General Factory Manager 


Leonard H. Klaasen has been ap- 
pointed as general factory manager 
for all fabricating 
plants for Fisher 
Body division, 
General Mo- 
tors Corp., De- 
troit. 

Klaasen for the 
past three years 
has been execu- 
tive assistant to 
S. J. Sabourin 
who is retiring as 
general fac- , 
tory manager L. H. Kiaasen 
under provisions of the General 





Motors Retirement Program, Klaa-| 


sen joined Fisher Body in 1938 as 
a tool designer in the Grand Rap- 
ids stamping plant. 


* * *” 


Keane Joins Lyon Sales 

Henry J. Keane has joined Lyon, 
Inc., Detroit, as assistant sales 
manager of automotive products. 
Keane has been manager of the 
Chrysler accessory styling studio 
since 1953. 

+ * * 


GMAC in Dearborn 











Harvard W. Sanders has been 
appointed branch manager of the 


U.S. Road Travel 
Tops 664 Billion 
Vehicle-Miles 


WASHINGTON.—T otal motor- 
vehicle travel in 1958 amounted to 
664.7 billion vehicle-miles, an in- 
crease of 2.7 percent over the 647.0 
billion figure for 1957, according to 
Bertram D. Tallamy, Federal High- 
way Administrator. 


Figures were compiled by the 
Bureau of Public Roads, U. S. 
Department of Commerce, from 
information supplied by state high- 
way departments and toll authori- 
ties. For 1959, total travel is esti- 
mated at 696 billion vehicle-miles, 
based on reports for the first three 
quarters of the year. 


Of the 1958 travel, 40 percent was 
performed on main rural roads, 
comprising. 14 percent of the na- 
tion’s total of 3.5 million miles of 
roads and streets. Another 46 per- 
cent of the travel was on urban 
streets, which comprise only 11 
percent of the total mileage. Local 
rural roads, which make up 75 per- 
cent of all mileage, accounted for 
only 14 percent of the travel. 


Passenger cars represented 83 
percent of the vehicles and per- 
formed 82 percent of the travel in 
1958; trucks and combinations ac- 
counted for 16 percent of the 
vehicles and 17 percent of the 
travel; similar figures for buses 
were less than one percent. 

The average motor vehicle travel- 
led 9,658 miles in 1958, almost half 
of it in cities, and consumed 776 
gallons of fuel at a rate of 12.44 
miles per gallon. The changes from 
1957 were too small to be consid- 
ered significant. 








The average passenger car trav- 
elled 9,494 miles in 1958, an increase 
of 1.1 percent over the 9,391-mile 
average in 1957, and consumed 664 
gallons of fuel in 1958 as compared 
with 652 gallons in the previous 
year. The average passenger-car 
fuel-consumption rate of 14.30 miles 
per gallon in 1958 was 0.7 percent 
lower than the 1957 rate of 14.40. 
Fuel consumption rates of buses 
and trucks remained virtually un- 
changed from 1957 to 1958. 





newly established General Motors| held staff responsibilities in retgj 
in| merchandising before beco mij 


Dearborn. He joined GMAC in| manager of dealer promotion. 
te 


Acceptance Corporation office 


1941, 


* * 


Friddle Heads Atlanta 
C. L. Friddle, a 24-year veteran 


* 


with Firestone, has been named/(Co,, Hudson, N. Y., has been clectes 


Conveyor Equipment Maker, 
Namee Johnson Presideni 







Orlan A. Johnson, Gifford-Woo, 


manager of the company’s Atlanta| president of the Conveyor Equip 
sales district. He succeeds E. E.| ment Manufacturers Assn. Oth "5 


Casey. 


* * * 


Goodyear Opens Two Offices;|Syracuse, vice-president; G, } 
Woodland, Chain Belt Co., Milwa 


kee, secretary, and H. A, Barbe 
Five staff changes and the open-| Barber-Greene Co., Aurora, JJ 
ing of two new field offices to serve| treasurer. 


5 Staff Changes Announced 


vehicle manufacturers at the origi- 
nal equipment level has been an- 
nounced by Goodyear Tire & Rub- 
ber Co., Akron. 

William A, Thomas, formerly au- 
tomotive products representative at 
Detroit, has been named account 





ra 
W. A. Thomas 
executive in charge of the new 
Cincinnati office, and Charles T. 
Kaiser, formerly manufacturers’ 
sales representative at Milwaukee, 
has been appointed account execu- 
tive in charge of the new Philadel- 
phia office. Atlee Wise jr., formerly 
manager of mobile home and in- 
dustrial tire sales on the Akron 
staff of manufacturers’ sales de- 
partment, has been named to fill 
the post vacated by Kaiser; D. W. 
Hardman has been appointed to 
Wise’s former position from re- 
sponsibilities as manager of off-| 
the-road sales on the Akron staff | 
of manufacturers’ sales department, | 
and David B. Squibb jr., formerly 
a staffman in the manufacturers’ 
sales department, has been named 
to succeed Hardman. 
ca * * 


Ramsdell Joins Highway 


Charles F. Ramsdell has been ap- 
pointed Eastern regional sales 
manager of the utility division, 
Highway Trailer Co. Ramsdell had 
been with Halline Utility Equip- 
ment Co. as Eastern division re- 
gional manager. | 

* * * 


Young Joins Machine Firm 


Ray A, Young has been appoint- 
ed general sales manager of Seneca 
Falls (N. Y.) Machine Co., manu- 
facturer of automatic machine 
tools and electronic components. 
He had been a sales representative 
for L. W. Hodson Machinery Co., 
Cleveland, 


Cc. T. Kaiser 


Thor Power Tool Names 


Two District Managers 


Thor Power Tool Co., Aurora, IIL, 
has promoted Robert J. Grace to 
district sales manager of the Chi- 
cago branch, and George A. Gam- 
bee to district sales manager of the 
Denver branch, 

L. J. Hepworth will move from 
Salt Lake City to San Francisco 





G. A. Gambee 


R. J. Grace 
to succeed Gambee, and R. J. Hor- 
rocks from Denver to Salt Lake 
City to succeed Hepworth as serv- 
ice engineers. Thor also announced 
that M. A, Sorenson will transfer 
from Denver to the contractor tool 
division in the Chicago branch. 

” + ob 


Goodrich Names Brozey 


Manager of Mileage Sales 

E, H. Brozey has been appointed 
manager of mileage sales for B. F. 
Goodrich Tire Co., a division of 
B. F. Goodrich Co. He had been 
manager of dealer promotion for 
the tire company since 1957. 

Brozey joined Goodrich in 1937 
and served in field assignments 
until he moved to Akron in 1954 
as budget sales coordinator, He 














officers for 1960 are: 


E. H. Woodberry, Lamsom Cor 


* * . 
Thompson Names Robbins 
Jim Robbins has been appoint 








sales engineer for Thompson Prod ra’ 
ucts Piston Ring division. Robbingl , 
with nine years of sales and engi 
neering experience in the Detroj 
area will be an addition to th@ =! 
present Thompson Products Detroig§ oy 
staff. 
* * * r 
Goodyear Shifts Stroud §™ 
C. F. Stroud, Eastern trade sal 
manager for Goodyear, has beg 
appointed sales manager of th W. 
company’s tire division with s 
sponsibility for trade sales in Good a 
year’s six regions, rea! 
—<— 8 pi 
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makers. New, improved design for 
ing and demounting tubeless truck G 
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USED IN PAIRS 


Mounting first bead 


Demounting first bead 
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Final step in demounting first bead 
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Demounting second bead ALS} 


SEE YOUR JOBBER! 


SAVE LABOR, TIME AND MONE 
INSIST ON KEN TOOLS. Finest Quali 
and Design. Largest Exclusive Mfrs. 
Tire Changing Tools and Equipment. 
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The KEN-TOOL Mfg. © 
AKRON 5, OHIO 
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-Woo4 
lecte 340*; sport coupe, $2,300*; 2-dr., $1,- 
“quip 400 
Oth 58 Bonneville conv., $1,600* (ps); Star 
Chief 4-dr. Catalina, $1,465* (ps); 
Super Chief 4-dr. Catalina, $1,405*; 
Corp Chieftain Safari, $1,375*; 4-dr., $1,- 
a Mgaiart 4-dr., $1,180* ¢ Star Chief 
; 5 ® Safari 4-ar., ° ps); Sta 
ilwe Paar. Catalina, $1,170* (ps), $1,080* 
‘arbder (ps), $975* (ps); Chieftain 4-dr., 
a, i $945*; 2-dr., $900, 
156 Star Chief 4-dr. Catalina, $860* (ps), 
$765*; 4-dr., $675* (ps); 2-dr, Cata- 
: lina, $645*; Chieftain 4-dr., $490*; 
ins conv., $320*, 
: 55 Chieftain 2-dr, Catalina, $565", 
dint $510", $335°. 
Prod RAMBLER—’59 Super (6) Cross Country, 
bbing $1,675, $1,625; 4-dr., $1,610, $1,425. 
" 58 Super (6) Cross Country, 2 at §S1,- 
engi 350; 4-dr., $1,265; Ambassador (8) 
etroi Super 4-dr., $1,165*. 
9 57 Super (6) Cross Country, $1,135*. 
- 56 Super (6) 4-dr., $665*. 
‘etroi sTUDEBAKER—'59 Lark (8) Regal 4-dr., 


1,350*. 
ae Silver Hawk (8) 2-dr., $600*. 
MISCELLANEOUS—’60 Chevrolet (6) '%- 
ton pickup, $1,720. 
54 Ford (6) %-ton pickup, $295. 


d 
Sale 
eel WAREHOUSE POINT, CONN. 


f 
1 Southern Auto Sales, Inc. Sale every 
x Wednesday. Prices are for sale of Jan, 6. 
70008 nealers started off the New Year with 
real enthusiasm. This was shown by the 
spirited bidding and the high percentage 
of units sold. 
; BUICK—'56 Super 4-dr., $800* (ps); Spe- 
[| cial conv., $725* (ps). 
"55 Special 2-dr., $300. 
53 Super 4-dr., $165*, $110. 
CADILLAC—’57 (62) Sedan de Ville, $2,- 
o 165* (ps). 
aa 55 (62) 4-dr., $1,000* (ps). 
53 (62) Coupe de Ville, $480* (ps). 
49 Ambulance, $155. 
CHEVROLET—’'59 Kingswood (8) 4-dr., 
$2,150* (ps); Impala (8) conv., $1,- 
925. 
'58 Bel Air (8) 4-dr, hardtop, $1,435* 
(ps); Biscayne (8) 4-dr., $1,260. 
’b7 Bel Air (8) 4-dr., $1,200* (ps); Two- 
gn ten (6) 2-dr., 2 at $1,025; Two-ten 
(8) 4-dr., $900, 
56 Bel Air (8) 2-dr., $885; 4-dr., 
D $860* (ps); conv., $750*%; Nomad (6) 
2-dr., $850*; Two-ten (6) 2-dr., $835. 
’655 Bel Air (8) 4-dr., $685*; Two-ten (8) 
ES 2-dr., $600*; Delray, $550; Two-ten 
(6) 4-dr., $500; 2-dr., $490*. 


’53 Bel Air 4-dr., $310* (ps), $295; Two- 


ten (6) station wagon 4-dr., $265*; 4- 
dr., $170*, $155*. 
jing ’52 Deluxe 2-dr., $175. 
CHRYSLER—’55 Windsor 4-dr., $645*, 
r mo $420* (ps), 
ick ’53 Windsor 2-dr. hardtop, $100* (ps). 
ns DeSOTO—’'56 Firedome 4-dr., $670* (ps), 
2 $655* (ps). 
Si DODGE—'54 Coronet 4-dr., $185*. 
Lei ’53 Coronet 2-dr, hardtop, $150*. 
FORD—'57 Fairlane 500 (8) conv., $1,- 
080*; Fairlane (8) 2-dr. Victoria, 
$910*; Custom (6) 2-dr., $825, $820*, 
$630. 
"56 Country Sedan (8) 4-dr, (9 pass.), 
$625*; Fairlane (8) 4-dr., $490, $320. 
'55 Fairlane (8) 2-dr. Victoria, $475*; 
Custom (8) conv., $470*. 
"54 Custom (6) 2-dr., $395, $195; Crest 
: (8) skyliner, $190*; Main (8) 4-dr., 
‘ $165. 
am 6= 53 Custom (8) 2-dr, Victoria, $305*; 2- 
2 dr., $155, $125. 
| "MERCURY—'58 Monterey 4-dr., $1,205* 


(ps), $915*. 


























» °56 Monterey 2-dr. hardtop, $500* (ps); 
Custom station wagon 4-dr, (8 pass.), 
$470". 

"55 Montclair 2-dr. hardtop, $570* (ps); 
Custom 4-dr., $275*; 2-dr., $260. 
"64 Monterey 4-dr., $300*. 
"53 Monterey 2-dr., $155. 
/NASH—'54 Ambassador 4-dr., $175. 


OLDSMOBILE—'53 (98) conv., $185* (ps). 

PLYMOUTH—’57 Savoy (8) 4-dr., $825*, 
$575; Savoy (6) 4-dr., $700*. 

56 Savoy (8) 4-dr., $600*; Belvedere 
(8) 2-dr. hardtop, $460*; 4-dr., $435*. 

"b4 Savoy 4-dr., $335; Belvedere 4-dr,, 
$255". 

"63 Cranbrook 4-dr., $145*. 


SPONTIAC—'5S8 Star Chief 4-dr. Catalina, 
$1,640* (ps). 
‘57 Star Chief conv., $1,190* (ps), $1,- 
050* (ps). 
"66 Chieftain 2-dr., $750*; Star Chief 
conv., $715* (ps). 
'STUDEBAKER—’56 Commander (8) 4-dr., 
’ $405*. 
. "54 Champion 4-dr., $255. 
’ ISCELLANEOUS—’'54 Willys Jeep, $710. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
ery Wednesday. Prices are for sale of 
mn. 6. Strong activity after long holiday 
on. Prices were firm. Sharp clean cers 
bringing top dollar, with later models 
Swing renewed interest. Still a great de- 







(Continued from Page 36) 











da for foreign cars and trucks, Sold 

Percent of 403 consignments, 

DICK—’'59 LeSabre 4-dr., $2,230* (ps); 
Invicta 2-dr. hardtop, $2,125*. 

© °58 Special 4-dr. Riviera, $1,630* (ps); 
Super 4-dr. Riviera, $1,625* (ps). 

|°57 Special 2-dr. Riviera, $1,225* (ps), 
$1,050* (ps); 4-dr., $1,100*, $1,050*; 
4-dr Riviera, $960*; Century 2-dr. 
Riviera, $1,125* (ps); RM conv., $975* 

Be: (ps). 

"56 Century 4-dr Riviera, $900* (ps); 
RM 4-dr, Riviera, $850* (ps); Special 
2-dr. Riviera, $750*; 4-dr., $700* (ps) 

5 55 Special 4-dr. Riviera, $610* (ps); 2- 
dr, Riviera, $570*, $520*; Super 2-dr 
Riviera, $530* (ps), $515* (ps) 

CADILLAC—’58 (62) 2-dr. hardtop, §$3,- 
030* (ps). 

"57 (62) Sedan de Ville, $2,325* (ps); 
Coupe de Ville, $2,150* (ps); 4-dr. 
hardtop, $2,100" (ps). 

NE "56 (75) Limousine, $2,200* (ps); (62) 
vali conv., $1,625* (ps); 4-dr., $1,435* 
(ps). 
ss @ CHEVROLET—’59 Impala (8) 4-dr. hard- 
nt, top, $2,360* (ps), $2,140* (ps), $2,- 
O75* (ps); Bel Air (8) 4-dr., $1,790*, 
$1,630*, $1,585*, $1,450*; 2-dr., $1,- 
760* (ps); Brookwood (8) 2-dr., $1,- 
650; Biscayne (8) 2-dr., $1,470. 
"58 Impala (8) conv., $1,750* (ps), $1,- 


670* (ps); 2-dr. hardtop, $1,680* (ps), 
$1,680* (ps); Brookwood (8) 4-dr., 





$1,510*, $1,350*, $1,335*; Bel Air (8) 
sport coupe, $1,490* (ps), $1,440"; 
sport sedan, $1,460* (ps), $1,450*; 4- 
dr., $1,440* (ps); Biscayne (8) 4-dr., 
$1,375*, $1,180*, $1,150; 2-dr., $1,340*, 
$1,300, $1,290*, §$1,200*; Delray (8) 
4-dr., $1,300; Delray (6) 5-dr., $500. 

’57 Two-ten (8) 4-dr. hardtop, $1,190*, 
$1,010* (ps); station wagon 4-dr., $1,- 
185; Bel Air (8) 2-dr., $1,045. 

"56 Two-ten (8) 4-dr., $825, $760*; Del- 





ray, $800*; 2-dr., $775*; One-fifty (8) 

2-dr., $620; station wagon 4-dr., $520. 
’54 Bel Air 2-dr, hardtop, $450; Two- 

2-dr., $400. 

53 Bel Air 2-dr. 
205; Deluxe 2-dr., 
dr., $125, 

’52 Deluxe 4-dr., 





hardtop, 
$175; 


$295; 4-dr., 
Two-ten 2- 


$155*. 


CHRYSLER—’58S NY Town & Country, 
$1,775* (ps), 
’57 Saratoga 4-dr., $1,140* (ps). 





56 Windsor 2-dr, hardtop, $750* (ps). 
’54 NY 4-dr., $365* (ps). 

DeSOTO—’'5S Firesweep conv., §$1,410* 
(ps); 4-dr., $1,315*; Fireflite 4-dr., 
$1,360* (ps). 

’S7 Fireflite 4-dr. hardtop, $1,100* (ps); 
4-dr., $980* (ps). 

DODGE—’'57 Royal 4-dr., $1,050* (ps); | 
Custom Royal (8) 4-dr., $1,050* (ps). 

"55 Royal conv., $380*. 
"53 Coronet 2-dr. hardtop, $190*, 

FORD—'60 Galaxie (8) conv., $2,400. 

'59 Fairlane 500 (8) 4-dr., $1,900* (ps); 
Custom 300 (8) 4-dr., $1,700; Custom 
(8) 2-dr., $1,560*; 4-dr., $1,490. | 


iit oe ee ee ee “ees 








aes) # 


’58 Thunderbird (8) 2-dr, hardtop, 
700* (ps); Country Sedan (8) 
$1,345*, $1,275*; Fairlane 500 (8) 2- 
dr, Victoria, $1,330* (ps); 4-dr, Vic- 
toria, $1,320* (ps); 4-dr., $1,275* (ps); 
Fairlane (8) 4-dr., $1,140*, $1,105*; 
Custom 300 (6) 4-dr., $875. 

‘57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
260* (ps); 2-dr. Victoria, $1,000* (ps), 
$945*; conv., $1,050*, $525*; Country 
Sedan (8) 4-dr., $1,150*; Ranch Wag- 
on (8) 2-dr., $820*; Custom (8) 4-dr., 
$800; 2-dr., $755*, $715; Custom (6) 
2-dr., $600, $480. 

’56 Fairlane (8) 2-dr, Victoria, $825* 
(ps), $760*; Country Squire (6) 4-dr., 
$715; Custom (6) 2-dr., $550, $550*; 
4-dr., $525. 

‘55 Fairlane 

(6) 2-dr., 


$2,- 
4-dr., 


(8) 2-dr., $775*; Fairlane 

$325; Country Squire (8) 4- 
dr., $700* (ps); Custom (8) 4-dr., 2 
at $530*; Custom (6) 4-dr., $320*. 

’54 Custom (8) 4-dr., $315*; Custom (6) 
2-dr., $235; Main (6) 4-dr., $135. 


’53 Custom (6) 4-dr., $225*; Main (6) 
2-dr., $115. 
HUDSON—’'54 Jet 2-dr., $200*. 
LINCOLN—’57 Premiere 4-dr. hardtop, 
$1,470* (ps). 
MERCURY—’59 Park Lane 2-dr. hardtop, 
$2,500* (ps), 
’58 Montclair conv., $1,400* (ps); 4-dr., 
$800*; Monterey 2-dr., $1,170, §$1,- 


000*. 
’56 Monterey 4-dr. hardtop, $725*; 2-dr. 
hardtop, $720*; Medalist 2-dr., $570. 
’54 Monterey 4-dr., $335*; 4-dr, hardtop, 


$300". 
OLDSMOBILE—’59 (88) Super 2-dr. Sce- 
nic, $2,450* (ps); 4-dr, Holiday, $2,- 


350* (ps). 

’57 (88) 2-dr., $1,050*; (98) 4-dr., $1,- 
000* (ps). 

'56 (98) 2-dr. Holiday, $975* (ps), $900* 


(ps); 4-dr., $800* (ps); (88) 4-dr. 
Holiday, $800* (ps); 2-dr. Holiday, 
$700". 


America’s modern way of doing business 


% 


. 


Youngster is inoculated with vaccine from Chas. Pfizer & Co. Inc., 


PLYMOUTH—’59 Fury (8) 4-dr., $1,800* 
(ps). 

’58 Suburban (8) 4-dr., $1,590* (ps), 
$1,440* (ps); Fury (8) 2-dr, hardtop, 
$1,450* (ps); Belvedere (8) 4-dr., $1,- 
025*; Savoy (8) 2-dr., $1,025*. 

’57 Belvedere (8) 4-dr., $960*; Belvedere 
(6) 4-dr., $765*; Savoy (8) 4-dr., 
$750*; Plaza (6) 2-dr., $500. 

’56 Belvedere (8) 4-dr., $725*; Plaza 
(8) 4-dr., $670*; Savoy (8) 4-dr., 
$660*; 2-dr. hardtop, $650*. 

’55 Belvedere (6) 2-dr., $355*. 

’54 Belvedere 4-dr., $225. 

PONTIAC—’60 Catalina conv., $2,900* 
(ps). 

’59 Chieftain 4-dr, Vista, $2,300* (ps). 

’57 Chieftain 4-dr, Catalina, $1,000*; 
2-dr., $830; Star Chief conv., $920* 
(ps). 

56 Star Chief 4-dr, Catalina, $810*; 4- 
dr., $300*; Star Chief 2-dr, Catalina, 
$700* (ps); 4-dr., $700*, $675*, $610; 
conv., $675. 

’55 Star Chief 4-dr., $750*. 

RAMBLER—’51 Ambassador (8) Custom 
4-dr., $1,950*; American (6) station 
wagon 2-dr., $1,525*. 

"58 Ambassador (8) Super 4-dr., $1,- 
275*. 


’56 Custom 4-dr., $690, 
53 Custom station wagon 2-dr., $160. 
STU DEBAKER—’57 Commander (8) 4-dr., 
$725*. 
’56 Commander (8) 4-dr., $505*, 
"55 Regal (6) station wagon 2-dr., $400. 
MISCELLANEOUS—’55 Chevrolet %-ton, 
$585; 3-100 Panel Truck, $460, 
’53 Ford %-ton, $350. 
’52 Chevrolet %-ton panel, 
’45 Willys Jeep, $275. 


DYER, IND. 


Dyer Auto Auction, Inc, Sale every Fri- 
day. Prices are for sale of Jan, 8, Sold 223 
cars from 343 consignments, 


BUICK—’56 Super conv., $650*. 


$185. 





a se 


world famous pharmaceutical manufacturer 


’55 Special 2-dr, Riviera, $525*; 2-dr., 
$480*, $450; 4-dr., $430*; Super 4-dr., 
$410*, $185*; 2-dr. Riviera, $340*. 

’54 Super 2-dr. Riviera, $265*, $210*; 
Special 2-dr. Riviera, $165*. 

’53 Super 4-dr., $200*; 2-dr., $150*; 2- 
dr, Riviera, $145*; Special 2-dr., 
$200*; 2-dr. Riviera, $150*; 4-dr., 
$150*. 

CADILLAC—’58 (62) 4-dr., $2,850*. 

’57 (62) Coupe de Ville, $2,050*. 

’53 (62) 4-dr., $185*. 

CHEVROLET—’59 Impala (8) 2-dr., $2,- 


105*. 
’56 Two-ten (6) 2-dr., $650, $570. 
’55 Bel Air (8) 2-dr. hardtop, $530*; 


2-dr., $470*; Two-ten (8) conv., $410*; 
Two-ten (6) 2-dr., $400*, $370*, $245, 
’53 Two-ten 2-dr., $170; Bel Air 2-dr., 
$145. 
CHRYSLER—’54 Windsor 4-dr., $160*. 


DODGE—’'57 Coronet (8) 2-dr., $815*. 
’56 Coronet (8) 2-dr., $590*, 


EDSEL—’59 Ranger 2-dr., $1,720*. 


FORD—’59 Fairlane (8) 2-dr., $1,740*, 
’58 Custom 300 (8) 2-dr., $1,125, $1,- 
070*; Custom 300 (6) 2-dr., $1,055, 
"57 Ranch Wagon (8) 2-dr., $1,130%, 
$950*; Custom 300 (8) 2-dr., $925%, 

$620. 

"56 Fairlane (8) 2-dr, Victoria, $715*; 
4-dr, Victoria, $575*; Country Sedan 
(8) 4-dr., $650*; Custom (8) 4-dr., 
$450*; Custom (6) 2-dr., $430, $410, 
$405; Main (6) 2-dr., $370, 

‘55 Ranch Wagon (8) 2-dr., $610*; Fair- 
lane (8) 4-dr., $550%; Custom (8) 2- 
dr., $485*; Main (8) 2-dr., $400. 

*54 Custom (6) 4-dr., $395, $230, $210, 
$185, $205, 

’53 Custom (8) 2-dr., $120, $100, 

’52 Custom (8) 4-dr., $105. 
LINCOLN—’52 Capri 4-dr., $100*, 
MERCURY—’57 Monterey 4-dr., $1,070*. 

‘56 Monterey 4-dr., $670*, $560*, $495°; 
Montclair 4-dr, hardtop, $665*. 
(Continued on Page 46, Col, 2) 





Air Express speeds vaccine to Doctors...in just hours | 


A child comes down with flu. Then another. And another. The local Board of Health’s supply of 
vaccine runs low. A wire is sent to Pfizer. A few hours later, all the children are inoculated. Only 
AIR EXPRESS delivers so fast, so dependably—anywhere in the U. S. This high-priority shipping service, 
the nation’s most complete, is America’s new way of doing business—even for day-to-day shipments. 
Kid-glove handling. Jet-age speed. Amazingly low cost. 


And just a single phone call is necessary. Whatever your 
business—parts, perishables or new models—with AIR 
EXPRESS you're FIRST TO MARKET... FIRST TO SELL! 


CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY « 





AIR EXPRESS 


GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 


































































































46 AUTOMOTIVE NEWS, JANUARY 18, 1960 
— 

’59 Fairlane 500 (8) 4-dr., $1,915* (ps), (8) sport coupe, $1,535*; 4-dr., 

U. C. Dealer Seeks $1,800 (ps); Custom 300 (8) 4-dr., 385°, $1,385° (ps), §-,385*, $1.04 
* se $1,540*; 2-dr., $1,265. (ps), $1,300*%; Brookwood (8) 4 
R f Li ’58 Fairlane 500 (8) 2-dr., $1,325*; Fair- $1,490*; 2-dr., $1,250*, $1,240*; 
eturn o i1cense sed- ar uc ion rices lane (8) 2-dr., $1,300° (ps); Custom cayne (8) 4-dr., $1,305*, $1,280¢, 
300 (8) 2-dr., $960. 270*, $1,195*, $1,175*; Biscayne 
CHARLESTON, W. Va.—Officials ’57 Fairlane (8) 4-dr., $1,000; Ranch oer $1,105*; Delray (8) 4-cr., 

a Wagon (8) 2-dr., $890; Custom (8) . t 
= Soeene ae ieee ae tee 4-dr., $675*. ’57 Corvette (8) conv., $2,125; Bel 
ieveme Court 4 aa te. ; e (Continued from Page 45) '56 Fairlane (8) 2-dr., $815*; Fairlane (8) sport sedan, $1,230° (pe). S208 

e urin, e term . ‘ (6) 2-dr., $490*; Custom (6) 4-dr., , , $1,050*; 4-dr., ,135*; 2 
which began Jan. 13 to explain) ,°° Monterey 2-dr., s600°, $440°, $245°.) °S4 Super 2-dr. hardtop, $256°; 4-dr., $550", $550. , $940*; Bel Air (6) 2-dr., $940*; Tw, 
why they should ot be ord to 54 Monterey 2-dr., $170*. _$130*. 7 ’55 Fairlane (8) 2-dr. Victoria, $770*, ten (8) station wagon, $1,190*; 2 

y 0 no ordered 50 2-dr., $150. STUDEBAKER — '55 Commander 4-dr., $650*; Custom (8) 2-dr., $550, $405; $1,015*, $995*; Two-ten (6) 4-5) 
restore the license and dealer plates | o, nsmoBiILE—'s6 (88) 2-dr., $800*; (88) $375. Main (6) 4-dr., $205*. $1,035*. 
of Har Ellis, Lo W. V. su 4- e “a , MISCELLANEOUS—’57 Ford (8) %-ton, ’54 Crest (8) 2-dr., $400; Main (6) 4- ’56 Bel Air (8) sport sedan, $1,1598 

Ty Ss, gan, - Va, - (es) a, [a * s350° $985. $150 $850*, $810*; 2-dr., $850*, $685*: 

Ellis, who heads Harry’s Used 54 (88) rm $475°*, $255*; conv., $170° ’55 Chevrolet %-ton Wrecker, $730; Car-| MERCURY—’57 Montclair 4-dr., $1,145* Air (6) 2-dr., $760%; Two-ten (8) 
Cars, seeks a court order to restore| ‘53 (88) 2-dr., $110* , ; , ryall, $385. (ps). dr., $1,025%, $800*, $665*; Two-ten (6) 
, dg tarne”. '51 Chevrolet %-t 10 , 2d e: 
his license and six dealer plates 52 (88) 4-dr., $120*, $105. 7 evrolet %-ton, $310. 56 Monterey 2-dr., $770*. r., $690; 4-dr., $660*; One-fifty 
51 (88) 4-dr., $145. 49 Chevrolet %-ton, $165. ’55 Monterey 2-dr., $600*. (8) 2- dr., $730. 
which were revoked Nov, 23 by ; ae . ma 48 Ford %-ton, $135. ‘'52 Monterey 4-dr., $320, '55 Two-ten (8) 2-dr., $635* (ps); 4-dr, 
Philip R. Simms, deputy commis-| PACKARD—’55 Clipper 2-dr., $435°. OLDSMOBILE—'59 (88) Super 4-dr., $2,- $580*; Bel Air (8) sport coupe, $625 
> ’ 53 Clipper conv., $140*. MASON CITY TA 400* (ps) $500*; 4-dr., $525°. 
sioner of motor vehicles, er howe oon al? 4-dr., ’ . 58 (88) 2-dr., $1,110*. ’54 Bel Air sport coupe, $400*; Two-te 
Ell regu ; ; Savoy (6) 2-dr., $395. Central States Auto Auction, Sale every| '57 (98) 4-dr., $925* (ps). 4-dr., $375*. 
een seeds “io * = 55 Belvedere (8) 2-dr., $430*; Savoy (6) | Wednesday. Prices are for sale of Jan. 6.| PLYMOUTH—’59 Fury (8) 4-dr., $1,850°; ’53 Bel Air 2-dr., $310*; 4-dr., $300, 
P e, Msg co |, conv., $210. Market slow — Retail activity still very Suburban (8) 2-dr., $1,365. CHRYSLER—'57 Saratoga 4-dr. hardtop, 
tends that a hearing established 48 4-dr., $110, quiet. Prices dipping a bit. '58 Belvedere (8) 2-dr., $980*; Savoy (6) $1,250* (ps), $960* (ps). 
that Ellis did not keep adequate|PONTIAC—'56 Star Chief 4-dr. Catalina, | BUICK—'59 LeSabre 2-dr., $2,000*. ez ar, $710°. 56 NY 4-dr., $890* (ps), $755* (ps); 
records as required by law y $750*; 4-dr., $685°. ’57 Special 2-dr, Riviera, $1,130* (ps). 57 Belvedere (8) 4-dr., $1,075* (ps); Windsor conv., $650* (ps). 
E 7, n aeeer, aoe ¢ oo” 56 Century 2-dr, Riviera, $600*. Perea. (6) 4-dr., $680*. ’55 NY 4-dr., $645* (ps). 
an = er Sar... - | CADILLAC—’57 (62) 2-dr., $2,025* (ps).|_ "55 Plaza (6) 4-dr., $115. * 
Wondering how new-car and truck pro-| "54 Star Chief 2-dr., $400*, $270*, $255*; | +55 (62) 2-dr., $1,075* (ps). , P®): | PONTIAC—'60 Bonneville sport coupe, $3,- meng ty ye Seeoe al 
duction and sales are making out? AUTO- Chieftain 4-dr., $165*. 53 (62) 2-dr., $550* (ps). eon: D , z a 
MOTIVE NEWS gives you the entire story | RAMBLER—’55 Custom (6) 4-dr., $295,| CHEVROLET—'57 Two-ten (8) station 59 Star Chief 4-dr., $2,215* (ps). et Sierra (8) 4-dr. (9 pass.) 
every week throughout the year. $285, $215, wagon 4-dr., $1,125*; 2-dr., $725. $2,3 
'56 Two-ten (6) station wagon 4-dr., CHICAGO FORD—’59 Country Sedan (8) 4-dr., $1.8 — 
$850*. 995*; Galaxie (8) conv., $1,785* (ps)— ~ 
’55 Two-ten (6) 2-dr., $490; Two-ten (8) Arena Auto Auction, Sale every Tuesday. Custom 300 (6) 2-dr., $1,470; Custom 
4-dr., $400. Prices are for sale of Jan, 5, Market 300 (8) 4-dr., $1,450*; 2-dr.., $1,380; 
’54 Bel Air (8) 4-dr., $280*. steady. Sold 397 cars from 679 consign- Ranch Wagon (6) 2-dr., $1,180*. 
’53 Bel Air 4-dr., $395. ments. ’58 Country Sedan (8) 4-dr., $1,429 
CHRYSLER—’57 Windsor 4-dr., $995* (ps). | BUICK—’59 Invicta 4-dr., $2,515* (ps); (ps); Fairlane 500 (8) conv., $1,385; 
"56 NY 4-dr., $885* (ps). 4-dr, hardtop, $2,375* (ps), $2,320* Fairlane 500 (6) 4-dr, Victoria, $1, 
'55 Windsor 4-dr., $625*. (ps), $2,140* (ps); Electra 4-dr. hard- 140° (ps); Fairlane (8) 4-dr., $990: 
DODGE—’52 Coronet 4-dr., $150. top, $2,495* (ps), $2,460* (ps); Le- Fairlane (6) 4-dr., $950*; Ranch Wag. 
FORD—’59 Fairlane 500 (8) 4-dr., $1,250. Sabre 4-dr. hardtop, $2,390* (ps). on (6) 2-dr., $980; Custom (6) 4-dr,, 
s ‘57 Fairlane 500 (8) 4-dr., $975* (ps); ’58 Special Estate Wagon, $1,450* (ps); $645*. 
Custom 300 (6) 2-dr., $790. 4-dr, Riviera, $1,450* (ps). ’57 Fairlane 500 (8) 4-dr. Victoria, $1, 
Uj e | A | l ’54 Ranch Wagon (8) 4-dr., $405; Cus- ’57 RM 4-dr., $1,400* (ps); Super 4-dr. 205* (ps); conv., $1,185* (ps); . 
tom (8) 2-dr., $295°*. Riviera, $1,290* (ps); Special 4-dr. liner, $1,100*; 2-dr. Victoria, $1,050" 
al MERCURY—'58 Colony Park 4-dr., $1,- Riviera, $1,280* (ps); Estate Wagon, (ps), $1,040* (ps); 4-dr., $1,015°3 _ 
650* (ps). $1,150* (ps); 2-dr. Riviera, $1,100* $1,000*; 2-dr., $960; Fairlane 500 (6)— = 
gon OLDSMOBILE—'55 (88) 2-dr., $725*. (ps); Century Estate Wagon, $1,205* conv., $665*; Country Sedan (8) 4-dr,, 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- (ps); 2-dr, Riviera, $1,100* (ps). $1,030*; Ranch Wagon (6) 2-dr., $905; 
y 565. ’56 Super 4-dr, Riviera, $860* (ps); Spe- Custom 300 (8) 4-dr., $800*; Custe 
’58 Belvedere (8) 4-dr., $1,265*. cial Estate Wagon, $810* (ps); 4-dr. 300 (6) 4-dr., $755* (ps); Fairl 
’57 Belvedere (8) 4-dr., $815*; Savoy Riviera, $650* (ps); Century 4-dr, Riv- (8) 4-dr., $770*. 
(8) 4-dr., $800*; 2-dr., $790*. iera, $645* (ps). ’'56 Fairlane (8) 4-dr, Victoria, $8 
‘@ PONTIAC—’55 Star Chief 2-dr., $690*; ’55 Century 4-dr, Riviera, $715* (ps); 2-dr. Victoria, $815* (ps); 4-dr., $765" 
Chieftain 4-dr., $515*. Special 4-dr. Riviera, $595* (ps); $670* (ps), $595; 2-dr., $600*; Fair 
'54 Chieftain 2-dr., $200*, conv., $520*, $470* (ps); 2-dr. Riviera, lane (6) conv., $760*; 4-dr., $508 
i“ i MISCELLANEOUS—’52 Chevrolet %-ton, $490* (ps), $420* (ps). Custom (6) 2- dr, Victoria, $465* (ps); 
mM $500. 54 Century 2-dr, Riviera, $450*, $410*. = ye oo a. an ms 
CADILLAC—'60 (62) 2-dr., $4,850* (ps). a etees Sar. Bi08": Palriane (6) Ee 
VALDOSTA, GA '59 de Ville 2-dr. hardtop, $4,175* (ps); case gig 
: . (62) 2-dr., $3,925* (ps): 4-dr., $3,815* 5610; Fairlane (6) ¢-dr., 9800". 
Tom Hewitt Auto Auction, Inc, Sale (ps), $3 775* | (ps) Pave ex "54 Custom (8) 4-dr., $420*, $400; 
every Friday. Prices are for sale of Jan. 8. 58 (62) Sedan de Ville $3,190" (ps); tom (6) 2-dr., $350. 
A red hot sale. Sold 75 percent of 200 é-ér $2,725* (ps); ’ conv $2 600* "52 Custom (8) 4-dr., $395. 
consignments. (ps): (60) Special 4-dr., $3,175* (ps), | IMPERIAL — '57 Imperial 4-dr. hardte 
BUICK—’56 Special. 2-dr., $880* (ps). $2,890* (ps). $1,595* (ps); Crown 4-dr., $4,575 
CADILLAC—’56 (62) 4-dr., $1,415. "57 (62) 4-dr., $2,050* (ps), $1,900* (ps); 4-dr, hardtop, $1,550* (ps). 
CHEVROLET—’60 Impala (8) 4-dr., $2,- (ps); Coupe de Ville, $2,040* (ps);| LINCOLN —’59 Premiere 4-dr., $3,30 
900* (ps); Corvair (6) 4-dr., $2,015*. 2-dr., $1,865* (ps), $1,840* (ps). (ps). 
"58 Impala (8) 2-dr. hardtop, $1,440; ’56 (62) conv., $1,560* (ps). ’57 Premiere 4-dr. hardtop, $1,735* (ps), 
Brookwood (8) 4-dr., $1,285*; Bel Air ’55 (62) 2-dr., $1,130* (ps), $1,080* ’54 Capri 4-dr., $410* (ps). 
(8) 2-dr., $1,285*; Biscayne (8) 4-dr., (ps), $890* (ps); 4-dr., $890* (ps). MERCURY—’58 Park Lane 4-dr. hardte 



















FOUNDRY WMBIOS : 


MAIN OFFICE AND MANUFACTURING 
THATIANOOGA 2, ANS: 


We invite side-by-side comparisons of the 
fabulous Du Mont EngineScope with any other 
make and model of engine analyzer — scope 
or otherwise. Only EngineScope has a full 
trace for each cylinder. We'll show you why 
this patented system provides more informa- 
tion, more clearly, than the single line 
parade sweep or any other system devised. 
Write today to arrange for a free demonstra- 
tion in your place of business or for detailed 
literature. 


ov Mon 
EnginScope’ 


*Trademark 


Automotive Test Equipment Division 


ALLEN B. DUMONT LABORATORIES, 
750 Bloomfield Ave., Clifton, N. J. 


INC, 


$1,140. 
57 Bel Air (8) 
(8) 2-dr., $735. 
’56 Bel Air (8) 4-dr., $800*; 
4-dr., $700*; Two-ten (6) 2-dr., 
’55 Bel Air (8) 2-dr., $585. 
'54 Windsor 4-dr., $200* (ps). 
DODGE—’ 57 Coronet (8) conv., $840; 2-dr. 
hardtop, $800*. 


4-dr., $1,070; Two-ten 


Bel Air (6) 
$560. 





56 Coronet (8) 4-dr, hardtop, $565*. 
FORD—’60 Galaxie (8) 4-dr., $2,600* 
(ps). 


BORDENTOWN, N. J. 
Fiat—’58 4-dr., $675. 
Ford (English)—’'57 Prefect 4-dr., 
Mercedes—’59 2-dr., $3,175*. 
Renault—’59 Dauphine 4-dr., $900. 
Volkswagen—’59 2-dr., $1,560. 


CALDWELL, N. J. 
MG—’58 MGA 2-dr. hardtop, $1,280. 
Triumph—’58 TR-3 roadster, $1,275. 


CHICAGO 


Volkswagen—’59 Karmann-Ghia, 
58 Kombi, $1,250; sunroof 2-dr., 


DETROIT 
Ford (English)—’58 Anglia 2-dr., $580. 
Metropolitan—’58 2-dr. hardtop, $820. 
Opel—’ 59 2-dr., $1,235. 


DYER, IND. 
Opel—’53 4-dr., $230. 
Triumph—’59, $1,705. 


FLINT 
Vauxhall—’58 4-dr., $960. 
Volkswagen—’59 2-dr., $1,410. 


DAYTONA BEACH, FLA. 
MG—’ 57 conv., $750, $715. 
Morris—’53 Minor station wagon, $160. 
Renault—’58 4-dr., $650. 
Triumph—’59 TR-3 conv., $1,575. 
Volkswagen—’58 Microbus, $1,000. 


LOS ANGELES 
Fiat—’57 Multipla, $425. 
MG—’57 MGA roadster, $1,295. 
Sunbeam—’57 Rapier sport coupe, $785. 


$490. 


$1,810. 
$1,160. 













Volkswagen—’'59 2-dr., $1,295. 
’57 sunroof 2-dr., $1,210. 
55 sunroof 2-dr., $695. 






MANHEIM, PA. 
Austin—’59 4-dr., $900. 
Borgward—’59, $1,680. 

Fiat—’59 conv., $635; (500), $625. 
’58 1100 4-dr., $735; $660; 4-dr., 
Jaguar—’59 4-dr., $2,900. 
’58 Mark VIII 4-dr., $1,950. 
’56 Mark VII 4-dr., $625. 
Lancia—’60 2-dr. hardtop, $3,025. 
’59 Appia 4-dr., $1,450. 
Mercedes—’'58 Benz 4-dr., $1,950. 
$1,590. 


$575. 


Opel—’60 2-dr., $1,630. 

59 station wagon 2-dr., 
Porsche—’57, $1,760. 
Renault—’59 4-dr., $635. 

'58 4-dr., $790. 

’57, $670. 

Triumph—’59 4-dr., $935. 

’58 2-dr., $1,490. 

’57 2- -dr., $1, 200; roadster, $910. 


Used Import Car Prices 


53 (62) Coupe de Ville, $435* (ps). 


CHEVROLET—’60 Corvair (6) 4-dr., 
905*, $1,900. 

’*59 Impala (8) sport sedan, $2,225* 
(ps), $2,185* (ps), $2,180* (ps), $2,- 
165* (ps), $2,100*, $2,090* (ps); Bel 
Air (8) 4-dr., $1,770*, $1,650*, $1,615", 
$1,600*; Brookwood (8) 2-dr., $1,525*; 
Biscayne (8) 4-dr., $1,465*. 

"58 Impala (8) 2-dr. hardtop, $1,755* 
(ps), $1,750* (ps), $1,720*, $1,680* 
(ps), $1,675*, $1,430* (ps); Bel Air 


$1,- 





Volkswagen — '60 2-dr., $1,660, $1,560, 2 
$1,550, 2 at $1,535, 2 at $1,530. 
’59 Microbus, $1,370. 
"53 2-dr., $425. 
Volvo—’59 2-dr., $1,620. 


MASON CITY, IA. 
Volkswagen—’58 conv., $1,275. 


PORTLAND, ORE. 
Hillman—’58 station wagon 2-dr., $650. 
Renault—’59 Dauphine 4-dr., $1,150. 

’57 Dauphine 4-dr., $550. 
Volvo—’58 2-dr., $1,200, $1,120. 


SALT LAKE CITY 


Hillman—’56 station wagon, $450. 
Volkswagen—’59 2-dr., $1,475. 


WAREHOUSE POINTE, CONN. 
Jaguar—’'54 XK120, $750. 


Renault—’'57 Dauphine 2-dr., $600. 


WEST PALM BEACH, FLA. 


Jaguar—’57 conv., $1,400*. 
MG—’58 conv., $1,400. 
Volvo—’59 2-dr., $1,300. 


Calendar 


(Continued from Page 10) 


Oct. 15-23 — National 

Cobo Hall, Detroit. 
Jan. 9-17—Memphis Auto Show, Ellis Audi- 
torium, Memphis. 


Automobile Show, 


* 


General 
Jan. 24-27—19th Annual Truck Trailer Man- 
ufacturers Assn. Convention, Hotel del 
Coronado, Coronado, Calif. 
Jan, 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 
Feb. 7-9—Automotive Affiliated’ Represen- 
satives meeting, Manhattan Hotel, New 


or 
10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York. 
March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers' Assn.,° Queen 
Elizabeth Hotel, Montreal, 
%& March 21-25—National Assn. of Fleet 
Administrators, Inc. annual convention, 
Sheraton-Cadillac Hotel, Detroit. 
May 10-12 — Eighth Highway Transporta- 
tion Congress, Washington, Cc 


Sept. 6-16, 1960—Production’ Engineering 
Show, Navy Pier, Chicago 
Sept. 6-16, 1960—Machine fool Exposition, 


International Am phitheatre, Chicago, 












$1,210*, 
$1,20 
Montclal 


$1,450* (ps); Monterey 4-dr., 
’57 Monterey 4-dr. hardtop, 
(ps); 4-dr., $975*, $800*; 
4-dr., $1,075*. 
"56 Custom station wagon, $640*; 
terey 4-dr., $570*; 2-dr., $480*, 
’55 Monterey 2-dr. hardtop, $585*; 
$490*; Custom 2-dr., $550. 
’54 Monterey 2-dr, hardtop, $520*. 
NASH—’56 Ambassador (8) Custom 4-dr,, 
$485*. 
OLDSMOBILE — ’58 (98) 
$1,865* (ps), $1,805* (ps), $1,730° 
(ps); conv., $1,830* (ps), $1,720* (ps), 
"57 (88) Super 4-dr. Holiday, $1,460° 
(ps); 4-dr., $1,270* (ps), $1,260* (ps); 
(98) 4-dr, Holiday, $1,345* (ps); (88) 
4-dr, Holiday, $1,300* (ps), $1,180" 


Mo 
$300. 
4-dr., 


4-dr. Holiday, 


4-dr., 


(ps). 
’56 (98) 2-dr. Holiday, $950* (ps); 


$790* (ps); (88) 4-dr, Holiday, $575" 
(ps). 

’55 (98) 4-dr., $595* (ps); (88) 2-dr, 
$575*; 4-dr,. Holiday, $370*. 


’54 (88) Super 4-dr., $315* (ps). 
PLYMOUTH—’58 Suburban (8) 4-dr., $1; 


240*. 

’57 Suburban (8) 4-dr., $1,170* te 

Belvedere (8) 4-dr, hardtop, $905" 
(ps); 4-dr., $885*; 2-dr. hardtop, 
$800*; Belvedere (6) 4-dr., $770% 
Savoy (8) 2-dr. hardtop, $795*; 2-dry 
$660; Plaza (8) 4-dr., $625*. 

’56 Plaza (6) 4-dr., $500*; 2-dr., $325% 
yal (6) 4-dr., $450, $400; 2-dr, 
$44 

PONTIAC—'59 Bonneville 4-dr, Vista, $2, 
600* (ps). 

’58 Star Chief 4-dr. Catalina, $1,620°@ 
(ps); Chieftain 2-dr., $980*. = 

’57 Star Chief 4-dr, Catalina, $1,205° 
(ps). 

’56 Chieftain 4-dr., $540*; 2-dr., $535°. 


’55 Chieftain 2-dr, Catalina, $450* (ps); 





2-dr., $375. 
RAMBLER —’'59 Ambassador (8) 4-dr. 
Custom, $1,650, $1,625. 
’58 Ambassador (8) 4-dr, Custom, $1, 
405* (ps), $1,375* (ps). 
WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction, Sale 


every Thursday, Prices are for sale 
Jan, 7. Buyers were looking for clean ones 
and very selective in their bidding, Retail 
very spotty in Florida area at this time, 
but auction activity was still very good. 





BUICK—’59 LeSabre 4-dr. hardtop, $2, 
150* (ps). 

’58 Super 2-dr. Riviera, $1,735* (ps). 

’57 Special 4-dr., $1,2€5* (ps); Super 
4-dr, Riviera, $1,080* (ps), $1,075° 
(ps). 

’56 Special conv., $650* (ps). 

’55 Century 2-dr, Riviera, $405* (PS), 
$350* (ps). 

’54 Super 2-dr. Riviera, $400*. 

CADILLAC—’60 (62) 2-dr. hardtop, $4" 
750* (ps). 

*5S (62) 4-dr., $2,915* (ps); Sedan de 
Ville, $2,625* (ps). 

’57 (62) 4-dr. hardtop, $1,800* (ps); 
2-dr. hardtop, 2 at $1,650* (ps). 

56 (62) Coupe de Ville, $1,410* (PS); 
2-dr, hardtop, $1,330*; 4-dr., $1,315 
(ps), $1,130*. ‘ 

"55 (62) conv., $1,050* (ps). 1 

’54 (62) 2-dr, hardtop, $700* (ps). 


CHEVROLET—’60 Impala (8) 4-dr. hard- 
top, $2,650* (ps). 


’59 Nomad (8) 4-dr., $2,150* (ps); Im- 
pala (8) 4-dr., $1,875* (ps). 
’58 Nomad (8) 4-dr., $1,575*; Bel Alt 
(8) 2-dr., $1,200* (ps). 
’57 Two-ten (8) 4-dr., $1,000*, $970} 
(Continued on Page 47, Col, 2) 














mar | PROTECTION TO TEN BELOW 






a 
cs- 

ERLIN.—The British motor in- 

dustry has taken the lead in 
sales, production and exports from 
the German industry. Many feel 
that, in the long run, the industries 
in both countries will be about 
equal—with France and Italy fol- 
lowing in that order. 

As a safeguard against unpleas- 
ant surprises when expressways 
with no speed limits are opened 
in England, Austin is testing its 
cars at high speeds on the Ger- 
man autobahns. 





WINDSHIELD WASHER 
ANTI-FREEZE 
and Solvent 
















ten (6) weet 











Keeps spray jets, hoses, 
jar or bag free-flowing to 
10° below. Non-foaming. 
Removes ice and snow 
from windshield. Non-in- 
jurious to car finish, metal 
or rubber. No sticky after- 


NTI-FREE 





Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe 





all of France is waiting for a VW, 
the company had to cut its prices 
in France by 8 percent. The VW 
Standard, with its steel-cable-oper- 
ated brakes, may be sent to France 
in the future. 

Europeans who have driven the 
Corvair believe that Chevrolet has 
reduced the tendency to oversteer 
to a large degree. 

* *” * 


Talbot Draws Criticism 





film. 16-0z. can. If jobber 


) Despite Volkswagen’s belief that 
can’t supply, order direct. 









7 son of Chrysler stylist Virgil 
Exner is said to have designed 








AUTOMOTIVE NEWS, JANUARY 18, 1960 


the Talbot with Simca chassis 
which was shown at the Paris 
show. The car with its bubble top 
and other futuristic features drew 
some criticism. 

Opel is taking the lion’s share 
of station-wagon sales in Ger- 
many. Its Caravans outsold the 
nearest competitor, Ford, by 
nearly three to one in the first 
half of this year. 

For the bus making stops in re- 
mote areas, FAKA of Bueckeburg, 
Germany, offers a ticket counter. 
The unit is under the dash while 
the bus is travelling. When needed, 
air pressure lifts the counter into 
reach for the sale of. tickets. 


47 


bad business, but such jobs are 
rare. 


New Renault? 


—— publications report that 
the good, old Renault 4-CV, 
which dates from the Porsche era 
at Renault, is doomed. 

Renault is said to be ready 
with a new small car with front- 
wheel drive, following the new 
Estaffete delivery van with such 
type of drive. 

Renault’s brea d-and-butter car, 
the Dauphine, is no way connected 
with the rumored change. 

* * + 


Taking the Pledge 


OLKSWAGEN dealers in certain 
areas of Germany require new- 
car buyers to sign a pledge that 
the cars will not be exported with- 
in four months after delivery. 
It is estimated that in 1959 about 





* * 










The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 














$845*, $675*; station wagon 2-dr., 

$735; Two-ten (6) 2-dr., $685*, $575*. 

’55 Nomad (8) 2-dr., $750*; Bel Air (8) 

4-dr., $700*, $475*, $425*; Two-ten (6) 
4-dr., $515*. 

* "54 Two-ten Delray, $620*; 4-dr., $425*; 

: DEFIANCE: OH/O 2-dr., $370; One-fifty station’ wagon 
4-dr., $395. 





































35°. ~—47- FAN--- serve. Their area could be limited 
ps); ’ to the city limits of their city, or 
-dt . to a certain area within a city; 
$1 51,273 Copies Sold their territory can now and could, 


he 


station wagon 4-dr., 
(6) 2-dr., $875. 
56 Bel Air (8) 
Two-ten (8) 


$930°; 


2-dr, 













’53 Two-ten station wagon 4-dr., $355. 
CHRYSLER—'57 Saratoga 2-dr. hardtop, 
$1,225* (ps). 
’56 NY 4-dr., $850* (ps). 
ry e "55 NY 4-dr., $460* (ps). 
First Again DODGE — '55' Coronet (8) 2-dr, hardtop, 
$270. 
FORD — ’60 Galaxie (8) conv., $2,710* 
»..as usual! (ps); Falcon (6) 2-dr., $1,665. 
’59 Ranch Wagon (8) 2-dr., $1,690, 
SAL! ’58 Fairlane 500 (8) 4-dr., $1,225* (ps); 
4 2-dr, Victoria, $1,225*; Fairlane (8) 
the complete line 2-dr. Victoria, $1,150*' (ps); Custom 
F ibe7e1 eu 300 (8) 2-dr., $1,075. 
"57 Fairlane (8) conv., $1,055*; 4-dr. 
° odels Victoria, $925*, $885*; Custom 300 (8) 





FIBERGLASS 
eee tS 


iy SAG 





Order Today! 


’ 
os AUTOMOTIVE 
4 A PRODUCTS 










2-dr., $820; 4-dr., $675; Custom (6) 
4-dr., $700*; 2-dr., $650; Ranch Wag- 
on (8) 2-dr., $700* (ps); Ranch Wag- 
on (6) 2-dr., $625. 

’56 Fairlane (8) 4-dr., $815* (ps); 2-dr. 
Victoria, $725*; Country Sedan (8) 
4-dr., $680, $675, $600, $595*; Ranch 
Wagon (8) 2-dr., $600, $465; Main (8) 
4-dr., $595; 2-dr., b 

’'55 Fairlane (8) 4-dr., 
$515*; 

’54 Custom (8) conv., 


2-dr., 
$500*. 
$350*; 


$530; 
Country Sedan (8) 4-dr., 
$575, $435*, 


2-dr. Victoria, $460*; Main (8) 2-dr., 
immediate shipment! $380; Main (6) 2-dr., $160; Crest (6) 
4-dr., $160. 


’53 Custom (6) 2-dr., $300; conv., $155*. 
IMPERIAL — '57 Premiere conv., $1,350* 
(ps). 


"53 Capri 4-dr., $280* (ps). 


X MERCURY —’ re 
2055 N. Ruby St., Melrose Park, lil. wae al ee ee 
’55 Monterey 4-dr., $500; 2-dr., $490; 

Custom 4-dr., $545*, $400. 





Automotive News 


ALMANAC 







YOU TOO 


’54 Monterey 2-dr, hardtop, $415*; Cus- 
tom 4-dr., $385. 
’53 Monterey 4-dr., $315*; conv., $250*, 
$175. 
OLDSMOBILE — ’'58 (98) 4-dr., $1,875* 
(ps); (88) conv., $1,745* (ps). 
"56 (98) 4-dr., $910* (ps); (88) 4-dr. 
Holiday, $850* (ps); conv., $720* (ps). 
"55 (98) conv., $700* (ps); (88) 4-dr., 
$575*, $540. 
’54 (98) conv., $505* (ps). 
PACKARD—’53 Clipper 2-dr., $200*. 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 


525*. 


Letterbox 


(Continued from Page 10) 


the area designated by the manu- 
facturer in the sales agreement or 
he ceases to be a dealer for that 
manufacturer! 

Proponents of territory security 
have absolutely no assurance that 
they will continue to have the same 
area of responsibility they now 









under territory security, be reduced 
by a third or a half or by three- 
quarters! 

Dealers opposing territory se- 








Used-Car Auction Prices 


(Continued from Page 46) 


Two-ten 







hardtop, $850*; 
station wagon 4-dr., 


Sold 162 cars from 220 consignments, 
* 


sale. 
644 consignments, 



















$755. 


’58 Savoy (8) 4-dr., : : : 
A tion in Australia. 


’57 Belvedere (8) 4-dr. hardtop, $800*; 
ower id. 4-dr., $700*; Plaza (8) The Rootes Group of England 
-dr., ° will $35 

55 Belvedere (8) conv., $500* (ps); i invest another e —— 
Plaza (6) 4-dr., $345. n increased facilities. is 

‘58 Coeeers 6-€r., $225. group’s cars have had excellent 

; -dr., . 

PONTIAC—’59 Catalina sport coupe, $2,- =o at the motor shows. 

060* (ps); 4-dr., $1,925* (ps). loyd is pleased with the recep- 
'57 Chieftain 2-dr, Catalina, $1,050*;| tion of the new Arabella. Produc- 
2-dr., $765. ; : ; 
'56 Chieftain 4-dr. Catalina, se2o*. | tion, now at 100 units a day, will 
‘55 Chieftain 2-dr. Catalina, $770* (ps).| be stepped up to about 200 by the 
54 Star Chief 4-dr., $310* (ps). end of the year. A larger plant with 

"53 — 2-dr. Catalina, $355*; 2-dr., 


RAMBLER — ’53 Custom Cross Country, 
$285. 
STUDEBAKER—’58 Commander (8) 4-dr., 
$500. 
’55 Champion (6) 2-dr., $375. 
MISCELLANEOUS—’58 Ford (6) 
pickup, $855. 
’56 Ford (8) %-ton pickup, $580. 
53 Ford (8) %-ton pickup, $375. 
* * * 


Off to Fast Start 


%-ton 


new 700 model. 


— Auctions in Brief — 
CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Jan, 7, Deal- 
ers were bidding very cautiously this week. 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day, Prices are for sale of Jan, 8. A ho’ 
Prices are firm, Sold 87 percent of 


is desert white. 


New Herald Sells Well 


TANDARD-TRIUMPH’S Herald 
drew more than 3,000 orders in 
the first five days after introduc- 


a test track is planned to meet de- 
mand for the company’s products. 
* * * 


MW is said to have more than 
40,000 orders on hand for 
Rumors say the 
Isetta may be dropped. 

* * 


Long Live the King 
ING HUSSEIN of Jordan has 
purchased his second Aston 
Martin DB 4, which has a top 
speed of about 160 m.p.h. The color 


Said the king, to whom money 
is no object, “I enjoy having an- 
other Aston Martin.” 

Looks like being king is not a 


20,000 new VWs were sold to the 
U. S. via the so-called gray market. 
* * * 


Piston Pillow 


AN, maker of “silent” diesels, 

also has a patent which stems 
from research on piston seizing in 
engines. 

Cylinder liners are inclined to 
swing against the engine struc- 
ture, which comes from the hard 
knocks which the piston exerts 
during the power stroke against 
its thrust side. 

By making the cooling flow so 
narrow in the region of thrust, a 
steam cushion will appear which 
keeps the cylinder liner from trans- 
ferring the hard knocks to the en- 
gine structure. 

ed oe * 


International Auto 


CCORDING to Volvo of Sweden, 
Volvo makes only 29 percent of 
the component parts in a Volvo 
auto. Another 45 percent comes 
from other Swedish firms, 17 per- 
cent from other European coun- 
tries, 7 percent from the U. S. 
(axles by Dana Corp.) and 2 per- 
cent from other Scandinavian coun- 
tries. 
Among major suppliers are Rob- 
ert Bosch, electrical equipment, and 
ZF, steering. 


its 


FOREIGN CAR PARTS 





LARGEST 








STOCK IN U.S.A. 


Immediate Delivery 


BRITISH CAR PARTS 


HEPOLITE—Pistons & Rings 

WELLWORTHY—Pistons & Rings 

JAMES—Valves & Guides 

TERRY—Valve Springs 

PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 

FERODO—Brake Linings, Fan Belts 

LUCAS—Ignition, Lamps, etc. 

GLACIER—Engine Bearings 

VANDERVELL—Engine Bearings 

RANSOME & MARLES—Ball & Roller Bearings 

WHITELEY—Water Pumps, Tie Rods, Universals 
e other top lines 


ITALIAN CAR PARTS 


MARELLI—Ignition, Spark Plugs 

SPESSO—Gaskets 

AKRON—Oi! Seals, Rad. Hose 

R.1.V.—Ball and Roller Bearings 
@ other top lines 


WHOLESALE ONLY 
Only Dealers may 
apply for catalog 


GERMAN CAR PARTS 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 
F & S—Clutches 
REINZ—Gaskets 
SIMRIT—Oil Seals 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 
BOSCH—Spark Plugs & Ignition 
ENERGIT—Brake and Clutch Linings 
VARTA—Batteries 

e other top lines 


FRENCH CAR PARTS 


MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
VANDERVELL of FRANCE—Engine Bearings 
COUSSINETS MINCES—Engine Bearings 
SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 
SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 
JAEGER—S.N.A. —Speedometers, Instruments 

e@ other top lines 


Sale 
of curity had better get busy and 
a ee the — of the = 
ms ate subcommittee—Senator Mon- 
1. Can Increase roney, Senator Case, Senator 
$2,- Thurmond; they had better write 
Your Sales by owning a copy of to their own Congressman and 
per “HOW TO GET MORE BUSINESS their own Senators and express 
75* BY TELEPHONE” their opinions before it is too 

aeaaliiees by Jack Schwartz, late. 

al er telephone selene. And I certainly hope that all the 
MAIL THIS COUPON TODAY! Senators and Representatives get 
their facts from someone other 
54, ce, SCHWARTZ TELEPHONE ro than NADA and Automotive News 
de 1-18-60 f}, . . when, out of 700 Oklahoma 
ty Angeles 2a) Calin e  tation  5o20 || dealers polled only 266 were in 
©) TF Gentiemen: favor of territory security ... when 
s); lease rush —__ of "HOW TO §| only about 165 New Jersey dealers 
15° SET MORE BUSINI BUSINESS. BY TOLEPHONE” out of 1,100 dealers polled voted in 
JAA Mailing cost. 10% discount for 3 oe — favor of territory security it is ob- 
: ihe: in eile ante -Aeeinese vious that the Monroney Bill is 
rd- SMILE MIRROR NOT a mandate from the dealers 
al 1) Enclosed is my check. [] Send C.O.D, J} and that territory security is NOT 


desired by any majority of the na- 
tion’s dealers, regardless of propa- 
ganda by NADA and editorial com- 
ment by Automotive News. — JoHN 
W. Sustare (Ford), Nashville, N. C. 














Quick Service Available In All Parts of the VU. S. A. 
and Hawaii Through Authorized Beck Distributors 


BECK DISTRIBUTING CORP. 


70 East 131 Street, New York 37, N. Y. 
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The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1960, by Automotive News) 

BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr. sed., $2,756; 4-dr, hardtop, $2,991; 
2-dr, hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invicta—4-dr, sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, $3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3,841; 4-dr. 3-seat stat. wag., $3,945. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 

$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 


225.) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 


de Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr, hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 
Sixty Special—4-dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine. 
$9,748. Eldorado Brougham—4-dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
CHECKER—Superba — 4-dr. sed., $2,- 
542.42. (Price does not include dealer prep- 


aration charge.) 
CHEVROLET— (Prices are for six-cylin- 


Chevy Dealers 
Seek to Build 
Public Confidence 


DETROIT.—A year-long cam- 
paign designed to gain the confi- 
dence of the car buyer in the hon- 
esty, integrity and dependability of 
its 36 members was launched last 
week by the Greater Detroit Chev- 
rolet Dealers Assn. 

“This campaign puts the accent 
on people rather than product,” ex- 
plained Dick Shalla, owner of Shal- 
la Chevrolet, Inc., and GDCDA 
president, “It has only one purpose 
—to build and hold the confidence 
of the car buyer and to win his re- 
spect.” 

Keynoting the campaign is an 
emblem with a picture of clasped 
hands against a silhouette of a man 
and the inscription: “It’s the man 
behind the deal that makes the 
difference.” 

Shalla said a “code of conduct” 
has been adopted by the association 
to back up the pledge of providing 
the public “with America’s finest 
cars and trucks at the fairest 
prices, with legitimate tradeins and 
dependable service.” 

The code of conduct, prominently 
displayed in GDCDA advertising 
and in dealer showrooms, promises 
the car-buying public: 

To merit public confidence by 
truthful, accurate advertising of 
new Chevrolets, used cars and ac- 
cessories; to maintain public re- 
spect by stating the details of each 
transaction in a simple, under- 
standable way; to demonstrate the 
highest professional dealer stand- 
ards in the thorough inspection of 
all vehicles in preparation for de- 
livery to customers; to provide 
properly manned, perfectly 
equipped service departments to 
assure performance engineered and 
builtin by the factory, and to con- 
duct all phases of business with 
honor and integrity .. . and to es- 





tablish a bond of confidence firmly 
tied to complete customer satisfac- 
tion. 





Campaign Poster— 


The Greater Detroit Chevrolet Dealers 
Assn. has launched a campaign to gain 
the confidence of the car buyer in the 
honesty, integrity and dependability of 
its 36 members. Here Dick Shalla, GDCDA 
president, displays one of the campaign 
posters which also will be featured in an 
intensive newspaper and radio advertis- 
ing campaign prepared by W. B. Doner 
& Co 
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Current Prices on U. S. Cars 





der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
pala—4-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr, 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr. 3-seat stat, 
$3,814. Saratoga—4- dr. sed., $3, 929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50: 4-dr, 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat. wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 


wag., 


CORVAIR—500 Series—4-dr. sed., $2,- 
038; cpe., $1,984. 700 Serles—4-dr. sed., 
$2,103; cpe., $2,049. 

DeSOTO—Fireflite — 4-dr. sed., $3,017; 
4-dr, hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 


(TorqueFlite standard on Adventurer.) 


DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr, sed., $2,278; 4-dr, 2-seat stat, wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr. sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr, 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr, 2-seat 
seezi wag., $3, 506; 4- dr, 3- seat stat, wag., 


FALCON—4-ar, sed., 
$1,912. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 


2-dr. 


$1,974; 2-dr. sed., 


(Fleet)—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Fairlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 
lane 500—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
liner—2-dr. hardtop, $2,610. Sunliner — 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 


Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 


Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 
IMPERIAL—Custom—4-dr. sed., $5,029; 


4-dr. hardtop, $5,029; 2-dr, hardtop, §$4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 


conv., $5,773.50. LeBaron—4-dr. sed., $6,- 


31 


8; 


4-dr. 


hardtop, 


all models.) 


LINCOLN—Lincoin—4-dr. 
4-dr. hardtop, 
253. 


ha 


ha 


598.30; conv., 
$10,230. 


rdtop, 


rdtop, 


limousine, 


$5,945; 
Continental—4-dr. 


$6,845.30; 


$5, 
Premiere—4-dr. 


441; 
2-dr. 


sed., 


2- 


$6,318. 


sed., 


sed., 


(Torque Flite, 
power steering, power brakes standard on 


2-dr, hardtop, 


dr, 


heater standard on all models.) 
; MERCURY—Monterey—4-dr. 


730; 
$2, 
077. 
hardtop, 
Park Lane — 4-dr. 


ha 


Wagons—4-dr. 


Park. Dual range Merc-0-Matic, power 
steering, power brakes standard on Park PONTIAC—Catalina—4-dr. sed., $2,702; 
Lane.) 2-dr, sed., $2,631; 4-dr, hardtop, $2,842; 
OLDSMOBILE—Series 88 -— 4-<dr. sed.. | 2-dr. hardtop, $2,766; conv., $3,078; 4-dr. 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, | 2-seat ein ta ll , —— ; 
ie ‘ _| wag., $3,207. Ven -dr, hardtop, $3,- 
a + hardtop, $2,956; conv., $3, | 047; 2-dr. hardtop, $2,971. Star Chief— 
4; 4-dr. seat stat. wag., $3,363; 4-dr. | 4- -dr, sed., $3,003; 2-dr, sed., $2,932; 4-dr. 


845; 


rdtop, 


2-dr. 
2-dr. hardtop, 
Montclair—4-dr. 


sed., 


$3,394; 


$3,794; 


3-seat stat. 


sed., 


$3,176; 


Truck 


wag., $3,471. Super 88—4-dr. | hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,402; 2-dr. 
hardtop, » 98,55 325; conv., $3,592; 4-dr, 2-seat ' 476; 4- dr, 2-seat stat. wag., $3, 530. 


4-dr. 





$2,63 


2-dr. 


hardtop, 


$2,781, 
sed., 


hardtop, 
conv., 


1; 4-dr, 


$5,945; 
hardtop, 
$6,845. 
hardtop, 
$7,056.20; town car, $9,208; 
(Automatic 
sion, power steering, power brakes, radio, 


$4,018. 
2-seat Commuter, 
4-dr. 2-seat Colony Park, $3,837. (Merce-O- 
Matic standard on Montclair and Colony 


30; 


transmis- 


sed., 


conv., 
$3,280; 
hardtop, 


$5,441; 
$5.- 
4-dr. 
$5,698. 
4-dr. 
$6,- 


$2,- 
hardtop, 

$3,- 
4-dr. 
"$3,331. 
$3,858; 2-dr. 
Station 
$3,127: 












stat. wag., $3,665; 4-dr, 3-seat stat, wag., 
$3,773. Serles 98—4-dr. sed., $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- | 
ing, power brakes standard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 
$2,260. Belvedere Six—4-dr. sed., $2,439; 
2-dr. sed., $2,389; 2-dr. hardtop, $2,461. 
Fury Six—4-dr. sed., $2,575; 4-dr. hard- 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. 2-seat Deluxe Suburban, $2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 


; $3,331; 2-dr. hardtop, $3,255; conv., $3,- 





| 4-dr. 


RAMBLER — American Deluxe -—— 4-dr, 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-geag 
stat. wag., $2,020. American Super—4-dr 
sed., $1, 929; 2-dr. sed., $1,880; 2nd. 
2-seat stat. wag., $2,105. Deluxe Six —4-dr. 
sed., $2,098; 4-dr. 2-seat stat, wazg., 
427. Super Six—4-dr. sed., $2, 268; 4-dr 7 
2-seat stat. wag., $2,562; 4- ‘dr. 3-seat stat, 
wag., $2,687. Custom Six—4- dr. sed., $2. 
383; 4-dr. hardtop, $2,458; 4-dr. ‘2-geat 
stat. wag., $2,677; 4-dr. 3-seat stat. wag. 
$2,802. Rebel Super V-8—4-dr. sec., $2. 
387; 4-dr, 2-seat stat. wag., $2,681; 4-dp 
3-seat stat. wag., $2,806. "Rebel Custom 
V-8 — 4-dr. sed., 2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796 
4-dr. 3-seat stat. wag., $2,921. Ambasss. 
dor Super V-8—4-dr. sed., $2,587; 4-dr 
sed., $2,587; 4-dr. 2-seat stat. wag., §$2,. 
881; 4-dr. 3-seat stat. wag., $3,006 Am. 
bassador Custom V 8—4-dr. sed., $2,732. 
hardtop, $2,822; 4-dr. 2-seat stat. 
wag., $3,026; 4-dr. 2-seat hardtop stat 
wag., $3,116; 4-dr. 3-seat stat. wag., $3 
151. 

STUDEBAKER—Lark Deluxe Six —4-q 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-sea 
stat. wag., $2,366; 4-dr. 2-seat stat. wag, 
2,441. Lark Deluxe V-8—4-dr. sed., §2. 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat, 
wag., $2,501; 4-dr, 2-seat stat. wag., §2. 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2,621; 4-dr 
2-seat stat. wag., $2,591. Lark Regal V4 


- 


‘New Commercial-Car Registrations, 
30 States for November, 1959-1958 


istrations by states are 



































released here weekly, as compiled Brock- 
by R. L. Polk representatives in way 
state capitals. 
22 States Previously Reported ‘59| 24 5343 98| 1426; 9004 1553 3926 
For November _ ‘58 | 15| 4356 90; 956] 5134] 1446) 2673 
Alaska — 59| 10 | 2| 7 4 2 
‘58 Pa > ih 1| Pe 6 
Arkansas 59| 420 3] 62; 490) 94 137 
ee ‘58 | __ 305] | 34]_— 383] 74) 
California . "59| 2022 19} 456) 3102) 482) 704) 
_'58| | tsi 8] —_-280|—- 2234) 375; 48 
Connecticut ‘59| 2; (127 4| 30} 150) 42|—s‘22 
- ‘58! 6 186) 33; «(148 | 43| 120! 
Georgia 59| | 444 3| 64; «+530 160 245 
: "581 | 536 4| 69) 544) 34,148) 
lowa 59) 292 4) 72| «371! 46 192 
*58| | 398] ~—s8;_— 37] 394] 0] 887 
Massachusetts "59| 12 370 3} 125) = 550} «= 202) S325 
‘ ‘58! 7 149 3} 26; ~——202 7m 86 | 
New Jersey "59 14 317 19| 96| 528) 116 325 
a 58 16 321 Il] _-72|_—-404 137 180| 
30 States Reported "59 52| 9345 153| 2333) 14732| 2699) 5978 
To Date for November 58 44 7768 137 1508} 9420; = 2353) 3974) 
Year "59 1029| 283355| 2635) 47407| 258696! 63159| 94835 
To Date '58 796| 213468} _2595| _31625| 178676| 48142| 78658 


“The information in this report has been compiled from official state documents. 
the extent of the registrations wees e _ time the report Is published. 





accuracy to 
reason of inaccuracies or omissions.""—R. L. 














Every Fe precaution has been 











—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag, 
2,726. Hawk V-8—5-passenger sport cpe,, 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seaa 
stat. wag., $2,488. V-200—4-dr. sed., $2, 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr, 
3-seat stat. wag., $2,566. 

TO. 

White | Willys | Misc. | TAL 

442 125 450) 1415) 1135; 2494) 

__ 331 _% _373 1042; -895|_—-1740 
| | 2 | 4 

a. eT Da oe i 

| 3) 6) 6! B 24 258 
bn ae tes 2) —— ae 98 
29 40) 65 184; 628, 7731 

ee _ ae. e 126 ___ 523 _ 563! 
40 5| 18) 64 37 64) 

10} = 37 109] 86, 7 

37) 3 23 19 ~ 83 161) 

_26| & a 14] 50) 18 

6 5) 9 30) 38; = 1065 

ee 7 i 24) 1142 
51) 12! 69 128) 136) 198 

__ 3t| | a) _ 71 —& % 
5! 7) 76 S| 110; 174 
___36|___|__—S8}_—ts2)_itz7|_isi 
660 203; 716) 1943 2192; 410% 

__ 454 134) 599} 1541 1788| 2970 

12137 5573| 13654) 25527) 37017| 845024 

10493 3633} 10519| 18456] 28780) 62584! 
























rcised to insure 


Polk & Co. cannot assume any liability by 


New Passenger-Car Registrations, 37 States for November, 1959-1958 


Car registrations by 
states as compiled 
by R. L. Polk & Co. 
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“The information in this report has been compiled i. official state documents. 


rogeved at the time the report is published. 
1958 figures for M 
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litan and Packard are included in miscellaneous. 
jet totals, Falcon in Ford and Valiant in Plymouth. 


Every reasonable precaution has been exercised to insure cncueay P. the extent of the registration 
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13 States Previously ‘59| 4665) 704) 284 373) 2789) 3955) 8105! 17074! | 404; — 2087| 19867) 3172) 1133] 12164) 3613) 4127|  24209| 1628/5534) 64008 
Reported for Nov. '58/ 3675 507 152 476| _1475| _3787| __6397|_(13445| 456 213 992| 15106} 3310 707| 10514) 2701| ‘1922 i954 714| _3652| 48698 
esc a a TT Tt 
'58 10 _- \4 | 4 AR Pile 6) 7 oe 3 7 
Arizona "59 178 16 H 7 174 177 = 790 21 31 113 955, 12 45! «635 151; 213) 1156) s78 463| 3219 
'58 90 21 ® 12 119 135 553 26 9| 49| 637] 94| 15} 316 88} 8i|_——594 16 337, 1969 
Arkansas "59| 132 24 3| 14 7 156 312 918 12 i 7% 1017 | 120| 20| 653 160 160) 1113 27 219; 2620 
58) 104 4 A 22 75 191 306 764 22 5 49 840! —‘10! 20} 575 127 120; 943 25 126| 2344 
Colorado "59 273 39 2 19 «178 224,482) —s«984 24 24 cd 1172; —*109 57| 1060 169 220| «(1615 110 362| 4014 
'58 261 28 7 29| (120 230| 414 883 23 13 97| 1016] 152 58 599 174 131] 14 37 468| 3310 
Connecticut 59) 56! 9 43 4l 281 584) 1048) 1595 19 28 187; 1829 185 119) 1504) 265 304) 2377 237; 1025) 7077 
58) 402 él 16 48 194 465 ins 1357 42 37 90} 1526 250 127| 727|__27\|_—-226|__—160! 114 854) 528) 
Florida "59 1049 146 100 77 506| of 4778 6 180) 374, 5398 589 512| 2854 839 750| 5544 356) 3362| 17482 
58 625 90 55 94) 292|_~—S 435 3138 69 70 199] 3476 446 232; 2238 430 343; 3689 86| —2957| 12268 
Georgia "59| 380 8I 21| 20 289 466| 877) ~—«1994/ 47 18} 172| 2231|  +~«:324 78| 1182 308} 445). «2337|~S«133 827| 6785 
'58| 226 36 14| 45| 150} _—-410!~——655|_—*1780) 62 13] 94| 1949| 358] ~—*103|_—«*1562 303} 302! ~— 2628} ~—=«103 638| 6199 
lowa "59 a rT 19) 27 7 355 716! 1765) 28 26 231) 2050 270 65| 1028 289 282) 1934 101 265| 5443 
‘58 383 42 7 4\ 187 351 628| 1702} _—70 9 117] 1898] =. 383 76| 1537; 298 304} 2598) 101 199| 5807 
Louisiana "59| 389 52 17| 21 230 299619! +«874)—StC(‘«‘“ 27 192) 2129 214| 74| 1243). «-272/«~=S«338) ~—2141 124 920, 632 
"58 | 138 25 6] 35 il 30! 478| 1794 32 25 121| 1972 288| 7 941 305|  283| ~—*1894 82 479| 50483 
Maine "59| 167 18 2/ 8 88 116 232 393 17 10) 49| «469 53) 31| 338 65) 78 565 49 260| 174 
58] 100 iT 4 15 57|_ ‘(127 214 4il 18 7 34 470! 73 12 eat 44| 60; ~—:380 31; 181| 13% 
Massachusetts "59| 1325 153 51] 96|  509/ 1029 1838)  2952| 64 8I| 344, «3441 429 183 541| 441) +3393 272| 1874) (1214 
58} 778 85 18} 88} 239 662| _1092| 2122! 49 49 155| 2375 429; —‘*147| eH 480 324| 2338 122 839| 754 
Nevada "59| a] é " 9) 2 56; 105; + ~=—215 7 18 47 287 38 44 206 | a 93, «441 23; 469| ~=«O«1379 
'58/ 29 10 1 13} 35 69| _—:128|_——«190 10 12 29| 24! 32) 30) 109| _37|__— 24 10} 348) ‘1002 
New Hampshire *59/ 193 13] 4 6| = 109} «132! 264 445 12| 7 64 528 49) 32; 438 = 104; 691 77 323| 20% 
‘58! 93 10 3 4| 30/ 65] —«tt2|_——220 ‘ 1 14 243 30) 8] 13| 27 29| 219 15 114) 7% 
New Jersey 59) 1211{-325)—s«d45!—s«*:322 842; 1280| 2724| 3998 63 156 516| 4733 578; 367) 2326] 682 747| 4700, 458) + ~—«1689| 15515 
"58! 765| 193] 72| 190 527| _1475| —-2457| 3623 127 % 276| 4122| 1135} ~— 364] 2550) ~—927|_—S757| ~—5733 202| _1496| 14775 
New Mexico 59) mW 10 9) 1 7% 123) 229| + ~=— 488 9 é 65 568 78| 25 435| 7 63 698 37 191; 1834 
58] 8! 14 3] 22 5! i 201| 429 16| 5 44) 494| 88 29| 274) 8h 3 565 32 188} 156! 
North Carolina *59| 3 CF) 23) 55; 321| +460) +~«=952) ~—«2110) 46) 30/ 248; «2434; ~=««405!.~=Ss«104]—=iéi«d314/=—=«s«395| += 447) ~—«-2665 207 913| 7558 
58] 256 59| 16] 56] 194) 415 740| 1922 62| 23! 87| 2094 358| Bi} 1ISI} 266} ~—248] 2104 88 603| 5885 
Ohio "59| 1763 312 108 166) 1482) 1911) 3979) 7203 164 154 10741 8595; 1400 330| 3364) 1280) 1190) 7564)  697| 2131; 24729 
"58 | 1179 203 67 249 875} 1600] 2994) 6075 252| «124 542| 6993| 1766 386| 4017| 1440/1015] 8624] ~—-430|~—«*1436| 21656 
Oklahoma 59) 237) 32] i] 18} 144) 242)  447| «1371 18 18] 131| 1538; 196) 60| 1031; 246 245| +1778] 97| 353) + 4450 
"58! 210) 23 Al 20) 88} 328] ~— 463] —«*1329 30 q 87| 1455] 251 46! -948| ~—-253!~——230|—~—*1728| 55| 298| 4208 
Pennsylvania 59) 1931 447 118) 243) +«1614) ~«1995| +4417) ~=«#5212 157) +130 852; 6351) 1035; 516) 3595/ 1080) 1215) 7441 801; 1757! 226% 
'58| 1069 294| 58} _287/ ~—86I| _~— 2101} ~—3601| +4240 150| él 347|__-4798| ‘1224 265| _2947| +—:1075| ~—770| ~—«28! 249; «1194| | 171% 
South Carolina 59) 191] 48 | 8) 23) ii; 238 508{ 1005 15 30 115) 1165) ait 49 726 186) 232) +1404) ~=—«93| ~-~«603) 
'58| Hit} 19 1| 2B 87| 202 332| 720 13] 52| 791 86] 13} 538] 64 106 807] 24) 387| 2482 
South Dakota ‘591 se; 19 oT 64 BT 184] 394! 9 6 4| 455,75] st] 283" Ht TTs«C]SSC«SSD 53| 1330 
58) 94| 23 1 13] 41} 99 177| 481 23 5 2B 534| 80! 15 348 69 58} 570) 23 80| 1478 
Tennessee 59] 332| 56| 17| 29). ~«3tl| +~=«391! +~=804) ~—dteea) 37 40 166] 2105) 340 72 986) «279 317) 1994) ~—S—«144 64, 08 
"58| 243] 45| 7| 36} 163) S349 600} 1462! 82 14 110; 1668] 312! 61] 1020) 247 211} 1851] 84 281| 4727 
Vermont "59| 70| 13] 2/ 4) 43| 55 7 209 2 3] 20 234) 39 i 178] 27 28 283) 22 126; 852 
'58/ 52| 12] i} 6! 20/ 53 92| ‘176! 2 6 12} 196! 45 4 101| 18 31 199] 14 123| _ 6% 
Washington 59) 50!/ 53] 22) 3] 220| «344 667) 1429) 43] 211 188; 168l| 238 60/970 ~=«201| | +~=S«-269| +~=«1738|+~=«143)~=S=O976) «5706 
"58| 498 | 52/ rT} 39} 160] «387 653| 1509 55| 18 112] 1694] —_‘190/ 56] 804| 232 188} 1470} 75 985| 537y 
37 States Reported ‘59/ 16593) 2826] 1061| 1439) 10862) 15607| 31795) 61101) 1221) 1461|  7505| 71288) 10272) 4008) 40368| 11354) 12390) 78392) 5957) 25459 229484 
To Date for Nov. '58/ 11472) _1877| 540] ~—*1866| ~— 152] 14831! 25266] 50357} 1703/ 830/ —-3735| 56625) 11486] 2938] 35117] 9973 7878] 67392] 2740] 18300| 18179 
Year ‘59! 318970| 56138] 15903 39083| 138164| 345724| 595012|1286186| 38029| 24075) 137521|14@5611| 222375| 124822/1314130| 331969] 352721|2346017| 116251) 536451 15398512 
To Date 58] 154040] 52357] 12809] 42782] 119556| 346592) 574096] 860654| 32440| 229471 119047/1035088| 221077] 105136] 1074962| 259513] 19202711852715| 35696| 328152|3979787 








TAY 


ba 
074 
ms 


ws 


SSlVlisalsSBesiseissi 


Suis 


SISSI RELIES 


\factory-trained technicians in 
weharge. 








—_ 


Smaller Cars Due... 





By Ed Brown 
Staff Correspondent 


NEW YORK.—With two tiny 


Austin and Morris entries slated 


for introduction here in the spring, 
Hambro Automotive Corp., British 
Motor Corp. concessionnaire in 


"BNorth America, is targeting total 


1960 sales of some 75,000 units. 


The new Austin and Morris ve- 
hicles are in the 850-c.c, class 
and, according to Hambro Presi- 
dent A. E. Birt, they represent a 
revolutionary approach to auto- 
motive design. The engine is 
mounted horizontally across the 
chassis, and the vehicle has front- 
wheel drive. 

Called the Austin Seven and the 
‘Morris Mini-Minor, the cars were 
introduced at the Earl’s Court 
Show in London and are “doing 
extremely well in Europe,” accord- 
ing to Birt. 

It is expected that they will be 
shown in this country for the first 
time at the International Automo- 
bile Show which is scheduled for 
Apr. 16-24 at the New York Coli- 
seum, 

Some 56,000 BMC vehicles were 
sold in the U. S. last year, up about 
70 percent over the 1958 sale of 
33,000 units. While the 1960 projec- 
tion of 75,000 units does not equal 
last year’s percent of increase, Birt 
feels that this volume represents 
share of the market which Hambro 
ean expect for the year. 

There are 13 distributors across 
the country, including the newest 
addition in Hawaii, who work 
through 670 dealers. 

“This is going to be the most 
competitive year in the automobile 
industry,” Birt remarked. 


“There are more than 80 im- 
ported makes offered for sale in 
this market today. I believe that 
within two years we will face a 
‘survival-of-t h e-fittest’ situation. 
This means that only those man- 
ufacturers who offer adequate 
parts and service facilities will 
remain. 

“Imports offered for sale in this 
country will be reduced by 50 per- 
cent within the next two years,” he 
predicted. 

While unit volume will increase 
during 1960, Birt doubts that BMC’s 
dealer body will grow with any 
great rapidity. 

“Although we may increase our 
dealer force by about 10 percent 
during the coming year,” he said, 
“this increase will take place in 
those areas where our penetration 
is not as complete as we think it 
should be. Our main objective will 
be to improve the status of our 
dealers.” 

This undertaking will be accom- 
plished through the aggressive pro- 
motion of adequate parts and serv- 
ice facilities for dealers. Hambro is 
making “a sincere effort to provide 
the most up-to-date and adequate 
parts and service facilities avail- 
able.” 

Birt declared: “The service we 
give today is the key to sales to- 
morrow.” 

At its service centers in Ridge- 
field, N. J. and Burlingame, Calif., 
Hambro gives courses on the meth- 
ods of keeping inventories, so that 
an adequate, but fast-moving in- 
ventory of parts and accessories is 
always on hand. Efficient inventory 
management, according to Birt, is 
often the key to bigger and better 
Service profits and happier cus- 
tomers. 

The depots keep on hand “buf- 
fer stocks,” under IBM-machine 
control, which are used to supply 
the 13 distributors. Some $4 mil- 
lion worth of parts are on hand 
at all times in these two depots, 
while the distributors carry an 
pewal amount of parts inventor- 


Continuous service schools are 
held for distributors and dealers 
across the country, with teams of 


There were 35 of those two-week 
Schools held last year. More will 
be held in 1960. 

In addition, Hambro has hired a 
hew group of specialists in sales 
techniques and “American-t y pe” 
merchandising promotions to help 
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BMC Goal for 1960: 
72,000 Sales in U.S. 


dealers and distributors improve 
their status in these directions as 
well. 

One of the criticisms often level- 
ed at import dealers is that their 
sales and service standards are far 
below those of the domestic dealer. 
According to Birt, such criticism 
is not quite fair any more, as far 
as the BMC franchise is concerned. 
“Many of our dealers have stand- 
ards which are equal to the best of 
domestic dealers,” he said. 

About 20 percent of the BMC 
dealer body also handles a domes- 
tic product, Birt said, however, in 
his view this presented no competi- 
tive problem, 

“I feel that our full range of cars 
acts as a compliment to the do- 
mestic line,” he said. “I honestly 
think that our cars compliment 
even the new smaller cars from 
Detroit.” 

Since the introduction of the 
smaller Detroit cars, surveys 
conducted by Hambro have indi- 
cated that showroom traffic in 
BMC dealer establishments has 
increased, 

“This can be explained in sev- 
eral different ways,” Birt said, “all 
of which have some validity, The 
advent of the smaller U. S. cars, in- 
troduced to the market many peo- 
Ple who might never have given 
any thought to it before, They 
wanted to see what all the competi- 
tion had to offer as well. 

In addition, some holdoffs, those 


Obituaries 

















Robert L. Ledterman, 75; 


Longtime Tulsa Dealer 


TULSA, Okla.—Robert L. Ledter- 
man, 75, president and chairman of 
Greenlease-Ledterman Motor Co. 
(Cadillac-Oldsmobile), died here 
Jan. 10 after a heart attack. 

Mr. Ledterman joined the firm in 
1932 after spending 20 years in the 
Kansas City area handling dealer- 
ship finances for Studebaker. He 
also was a past vice-president of 
NADA. 


Oren David Tucker, 66, 


Early Chevrolet Dealer 


LITTLE ROCK, Ark. — Oren 
David Tucker, believed to have been 
the state’s first Chevrolet dealer, 
died Jan. 7. He was 66, Mr. Tucker 
became a Chevrolet dealer in 1912, 
the year the car went on the mar- 
ket. 

He sold his dealership in 1920 and 
formed a chain of wholesale auto 
parts stores, known as O, D. Tuck- 
er IV & Co., which he headed until 
he retired in 1950. 

Ralph Stanley Hoot 

DETROIT.—Ralph Stanley Hoot, a pio- 
neer whose record in the automotive indus- 
try goes back to 1909, died last Wednes- 
day at his home here. Hoot entered the 
business as purchasing agent for the 
Croxton-Keeton Motor Car Co. in 1909. 
During his career he was associated in a 
purchasing capacity with Dayton Motor 
Car Co., Scripps-Booth, HAL Motor Car 
Co., Lafayette Motors Co., Locomobile and 
more recently with Western Automatic 
Machine Screw Co. and General Filters, 


Inc. 
Samuel X. Hurst 
ST. LOUIS.—Samuel X, Hurst, 70, an 
Automotive News correspondent since 1939, 
died Jan. 1. A former reporter for the 


Daytona Race Ban 
Stirs Lark Beef 


MIAMI.—Ed Lane, Miami Springs 
used-car dealer who sponsored the 
Studebaker Larks which finished 
second and fourth in the recent 
Sebring (Fla.) compact races, has 
registered a protest with Bill 
France, president of the Daytona 
International Speedway, because 
Larks have been ruled ineligible in 
the coming compact race at Day- 
tona Jan, 31. 

The eight-cylinder Lark has a 
259-cubic-inch engine displacement 
over the 200-inch limit for compact 
cars. Lane could run the six-cylin- 
der Lark at Daytona with its 169- 
inch engine displacement but re- 
fuses. 


who wanted to see the American 
version of the small car before 
making a decision, finally went 
out to buy. And then there were 
some people who couldn’t find what 
they wanted in the domestic mar- 
ket and turned to the imports for 
their transportation needs.” 


Birt believes that’ imports will 
plateau somewhere between 10 and 
12 percent of the annual automo- 
tive market. He believes imports 
will continue to be popular because 
they have established a fashionable 
aura around themselves. 


Also, he said, the import buyer 
has come to expect hand-made 
qualities from his European car, 
which he doesn’t expect from his 
domestic automobile. 

Birt also believes that 700,000 im- 
ports can be provided to this mar- 
ket without in any way having a 
detrimental effect on the Detroit 
car. 

Within two years, BMC total 
production is expected to reach 
one million units, At present, 
Hambro is taking 10 percent of 
the total production for sale in 
the U. S., and it is hoped that 
this relationship of total produc- 
tion to U. S, sale will be main- 
tained. North America is BMC’s 
biggest export market. 

The Metropolitan, marketed by 
American Motors in this country, 
is manufactured by BMC to Amer- 
ican Motors design standards, In- 
cluding the Metropolitan, BMC 
shipped about 100,000 vehicles to 
this country last year. 

BMC sports-car sales (MG and 
Austin-Healey), totalled about 
35,000 during 1959, according to 
Birt. He said this is 85 percent of 
the company’s total sports-car pro- 
duction, making the U. S. the larg- 
est BMC sports-car market in the 
world. 


St. Louis Post-Dispatch, Star and Times, 
he had served the city 37 years in several 
posts and was assistant to the director of 
streets when he died. He was a cousin of 
novelist Fannie Hurst and for many years 
was a correspondent for Variety, a show 
business publication. Mr. Hurst is survived 
by his wife, Bernice, and a daughter, Mrs. 
Pete Reiser, wife of the former major- 
league baseball player who now is a coach 
for the Los Angeles Dodgers. 


Russell R. Smith 
BUFFALO—Russell R, Smith, 63, retired 
general manager of Mernan Chevrolet, Inc., 
died Jan. 10. 


Lee Milton Clegg 
CLEVELAND.—Lee Milton Clegg, 62, 
who was a vice-president and director of 
Thompson Products until his retirement in 
1958 died Jan. 5, Mr, Clegg, who joined 
Thompson in 1916 as a stockchaser, served 
as executive vice-president during Fred- 
erick C, Crawford's presidency of the 
company. 
Roger R. McAlister 
HENDERSON, Tex.—Roger R, McAlis- 
ter, a used-car dealer here, died Jan, 3. 


Stanton P. Hirsch 
TOLEDO.—Stanton P_ Hirsch, 75, pres- 
ident of Toledo Timer Co., manufacturer of 
auto accessories, died Jan. 5. 


Wayne H. Wright 
OKLAHOMA CITY.—Wayne H. Wright, 
55, partner in Eskridge-Wright Oldsmobile 
Co., died Dec, 25. 


Roy F. Benson 
FRANKLIN, N. H.—Roy F. Benson, 66, 
who sold his interest in Benson Auto Co. 
last April, died of a heart attack Jan, 5. 
He had worked at the dealership since 
selling out. 


Fred A, Baillargeon 
BURLINGTON, Vt.—Fred A. Baillar- 
geon, 81, who operated Burlington Motor 
Sales from 1931 until 1945, when he re- 
tired, died Jan. 4. 


A, P. Phillips 
SARDIS, Miss.—A, P. Phillips, 53, sales 
manager for South Side Chevrolet Co., 
Batesville, died Jan, 6. He was a former 
president of the Memphis Zone of the 100 
Car Club and had ranked fifth in the 
nation in car sales. 


John William Medlock 
ANGLETON, Tex.—John William Med- 
lock, 47, owner of Jay Motors, died Dec. 


31. 
W. R. Parker 
SUMTER, 8. C.—W. R. Parker, 75, who 
founded Central Chevrolet Co. along with 
the late John A, McKnight and Cecil Wil- 
son, died Jan. 1. He was manager of the 
firm at the time of his death, 


Harrison H, Bennett 
NORWALK, O.—Harrison H. Bennett, 
82, who is credited with having built a 
motorcycle in 1896 and a horseless carriage 
two years later, died Jan, 4. 


Carl (Jack) Buckholz 
GRAFTON, O.—Carl (Jack) Buckholz, 
parts manager of Rothgery Motors, Inc., 
(Chevrolet-Cadillac) here, died Dec, 27 of 
a heart attack. He was an employe of the 
dealership for 30 years. 


z, 
WINDSOR, N,. C.—William T, Tadlock, 
84, former automobile dealer, who has 
been retired for some years, died Jan, 8. 


Wesley Ivan Noblitt 
PAMPA, Tex.—Wesley Ivan Noblitt, 
operator of Noblitt-Coffey Pontiac, was 
found dead in his car Jan. 8, Police said 
he died of a self-inflicted gunshot wound. 























and the Valiant alternator housing. 
oe 


ica. 

Alcoa said that if auto produc- 
tion estimates are realized, 364,- 
841,000 pounds of aluminum will 
be used during the ’60 model run. 
This would be an increase of 81 
million pounds over the ’59 model 
run. 


’60 models. 


ord 56.13 pounds per typical 


poundages. 


oxidizing steel (about two pounds) 


put total auto 


research division. 

With the addition of three new 
compact cars, the five cars in 
this group (Corvair, Falcon, Lark, 
Rambler and Valiant) will re- 
quire almost 90 million pounds of 
aluminum if, as the auto makers 
predict, 1.5 million units are pro- 
duced. 


Aluminum usage on these five 
cars averages 58.26 pounds, Alcoa 


said, slightly over the industry 
average for all cars, 


Of the five compacts, the leading 


user of aluminum is the aluminum- 
engined Corvair, with 103.36 pounds 
per car, according to Alcoa esti- 
mates. Chrysler’s Valiant requires 
an average of 80 pounds per unit. 

On an industrywide basis, Chrys- 
ler Corp. leads again this year with 
an average usage of 82.45 pounds 
per car, Alcoa said. The individual 
leader is Imperial, with 115 pounds 
of fabricated aluminum products. 
The Alcoa figures pertain to fin- 
ished part weights, and do not 
include scrap generated in the 
fabricating process. 

Another use not included in the 
survey is the aluminum powder 
required to produce the bright 
paints on today’s autos, Half of 
the 1960 autos are coated with 
enamel containing substantial 


Carburetor Prices 


Reduced by UMS 

DETROIT.—United Motors Serv- 
ice division of General Motors has 
reduced the prices of Rochester car- 
buretors to its distributors. 

UMS said the new carburetors 
entail no “core charges” and are 
factory calibrated, flow-tested and 
full preadjusted ready for installa- 
tion. 


DETROIT.—America’s auto mak- 
ers now require a million pounds 
of aluminum daily, according to a 
survey by Aluminum Co. of Amer- 








The company said about half the 
increase is the result of greater 
aluminum usage, and the other half 
is the result of increased auto pro- 
duction. The Alcoa estimates are 
based on production of 6.5 million 





Aluminum usage averages a rec- 
60 
passenger car, Alcoa said, a 10.8 
percent increase over last year’s 


Although not included in the sur- 
vey, additional usage of aluminum 
for spare parts (about six pounds), 
alloying for zinc die castings, de- 


and coatings for mufflers should 
industry require- 
ments well over 415 million pounds, 
according to Alcoa’s commercial 
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Big Three Compacts Boost Aluminum Usage— 


Corvair, Falcon and Valiant average 73 pounds of aluminum each, which is 17 
pounds more than the average of all U. S. cars, according to Aluminum Co. of America. 
Among the aluminum applications are the Corvair engine, the Falcon and Valiant 
grilles, the Falcon transmission case and extension, the Corvair steering-gear housing 


56 Pounds Per Car, Alcoa Says .. . 


More Aluminum in Autos 





quantities of this sparkle-produc- 
ing additive, Alcoa said. 

Of special note, the company 
said, is the introduction of the 
nation’s first mass-produced alumi- 
num engine in Chevrolet’s Corvair. 


Other notable developments in 
the use of aluminum for autos are 
the integral wheel, brake-drum and 
hub, offered as an option on the ’60 
Pontiac, and the machine-welded 
grille on the new Lincoln, 

Rocker arms on the ’60 Buick are 
aluminum. Each of 16 arms, weigh- 
ing 0.13 pounds each, lift valves 
about 1,300 times a minute at 65 
m.p.h. The little die castings are 
produced at Alcoa’s Chicago works. 

Aluminum usage in the average 
passenger car has climbed steadily 
in the last decade. In 1956, when 
detailed Alcoa studies were inaug- 
urated, the average was 35.2 
pounds, 

Usage rose to 40.5 pounds in 
1957, to 47.3 pounds in 1958 and 
to 50.65 pounds in the final tally 
for last year. 

A year ago, Alcoa analysts pre- 
dicted the ’59 car would utilize 51.58 
pounds, based on auto-industry 
estimates of a 5.5 million car year. 
The revised 50.65-pound figure re- 
flects actual production and takes 
into account slight variations in 


model mix. 


* * * 





Aluminum in 


U. S. Cars 


(Pounds per Car—Finished 
Weight) 





Corvair 
Chevrolet 
Pontiac 





Average 








Industry Average.. 56.13 50.65 


*—Thunderbird grouped with Ford for ’59. 
Source: Aluminum Co, of America 














TRI-EX REFINED 
Wolfs Head Oil 
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Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
WoLF’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 

customers coming back. WOLF’s 
HEAD commands distinctive cus- 
tomer loyalty the world over. 
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WOLF’S HEAD 
OIL REFINING CO., INC. 


OIL CITY, PA. 


PICK the BEST 
SALESMEN 


MAKE your DECISIONS on the SPOT through the 
use of our Form 190 SCREENING TEST BOOKLET. 
DECIDE within 20 minutes WHOM. you want to 
HIRE whether it is for SALES, OFFICE, PARTS 
or SERVICE. You will be AMAZED and PLEASED 
at the ACCURACY of prediction. To prove its 
value when used in your own organization, order, 
ON APPROVAL, a package of 25 Form 190 book- 
lets and a Scoring Card (total cost $6.50 plus 
Executive postage). FREE INSTRUCTIONS for use and inter- 
Spodathes pretation. LIBERAL quantity DISCOUNTS. 


EXECUTIVES SELECTION & TRAINING INSTITUTE 
958 Maccabees Bidg., Dept. AN Temple 11-55-1 Detroit 2, Mich. 
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Truck Total Up 29 Pet... . 





Ford, International 
Boost Output Shares 


(Continued from Page 3) 


registered a 24.4 percent increase 
in numerical output over 1958, but 
skidded 0.38 percentage points. 

Willys’ output of 114,881 Jeeps in 
1959 accounted for 10.22 percent of 
total industry output, compared 
with 10.60 percent on 92,327 assem- 
blies a year earlier. 

* * a. 
a the producers who built 
fewer than 100,000 units, GMC 

topped the list with a production of 
75,411 trucks in 1959—a 22.1 per- 
cent increase over the 61,768 units 
turned out the previous year. 

However, it captured only 6.71 
percent of total industry output in 


Good-Faith Suit 
Filed Against S-P; 
$2 Million Sought 


TUCSON, Ariz.—A former dealer 
has sued Studebaker-Packard for 
$2,140,995.79 under the good-faith 
law. The suit charges “coercion, 
discrimination and arbitrary and 
capricious termination.” 


Plaintiffs are Geraldine M. Erny 
and J & B Motors. Mrs. Erny as- 
sumed management of the dealer- 
ship in 1954 after the death of her 
husband. She said the company had 
represented Studebaker in this area 
for 20 years prior to Jan. 14, 1959. 


The suit alleges that S-P: 


1. Used coercion by making “un- 
reasonable” demands upon the deal- 
ership and threatening termination 
if the demands were not met. 


2. Discriminated against the deal- 
ership during periods of heavy pro- 
duction by giving it an “unfair” 
quota, so that the dealership could 
not make enough profit to finance 
increased sales efforts in difficult 
times. 


3. Arbitrarily and capriciously 
terminated the franchise with a 
notice of termination in October, 
1958. 

The suit seeks $2,040,995.79 on be- 
half of J & B Motors and $100,000 
for Mrs. Erny for alleged loss of 
salary and potential profits. 


Romney Calls 


Annual Change a 
‘False Philosophy’ 


MINNEAPOLIS.—If forced obso- 
lescence is the economic justifica- 
tion for the annual model change, 
it is a false philosophy, George 
Romney told a sales conference of 
Northern States Power Co. last 
week. 


The American Motors president 
was speaking of the appliance field, 
but his statements coincided with 
his oft-expressed views on annual 
model changes in the auto industry. 

Romney mentioned a new policy 
for Kelvinator products which re- 
jects model changes on a once-a- 
year basis in favor of “genuine 
product improvements whenever 
they are fully tested and ready.” 

Romney will address the New 
York Security Analysts today 
(Jan, 18). 


McElroy Renamed 
Chrysler Director 


NEW YORK.—Neil H. McElroy, 
former Secretary of Defense, has 
been reelected to the Chrysler Corp. 
Board of Directors. McElroy, who 
rejoined Proc- 
ter & Gamble as 
chairman, resign- 
ed as a Chrysler 
director when he 
joined the Cabi- 
net, 

McElroy, a 
Chrysler director 
from 1953 to 1957, 
was a member of 
the finance com- 
mittee at the time 

N. H. McElroy of his appoint- 
ment to the defense post. He has 


’59, compared with 7.09 percent the 
previous year. 

Dodge declined 0.36 percentage 
points from a year earlier, It 
captured only 6.38 percent of total 
industry output on 71,680 assem- 
blies in °59, compared with 6.74 
percent on 58,668 trucks in ’58. 

White won its annual production 
race with Mack, but Mack showed 
a smaller percentage ground de- 
cline than its chief competitor in 
the heavy truck market. 

Mack lost only 0.12 percentage 
points as it built 1.52 percent of 
total industry output on 17,027 
trucks in 1959, compared with 1.64 
percent on 14,308 units a year ear- 
lier. 

White slipped 0.22 points on 20,018 
units good for 1.78 percent of total 
output in ’59, compared with 2 per- 
cent on 17,403 units in ’58, Numer- 
ically, Mack’s ’59 output was 19 
percent above ’58; White’s was up 
15 percent. 


















Retirement Plan— 


Henry Fette sr., left, president of 
Ford and Fette Motors (Lincoln-Mer, 
Clifton, N. J., presents a certificate of 
participation in the firm's new pensic 
retirement plan to his oldest emplo 
John Kim, a salesman. The pension pf 
for the nearly 100 employes, without any 
cost to the workers, is said to be the firy 
for any dealership in New Jersey. Aji 
Fette employes with three years of con. 
tinuous service will be eligible to retire 
on pension at the age of 65 in addition 
to receiving life insurance. 


Checker Shows Its Superba 
To Chicago Dealers, Press 


By David J. Atchison 
Special Correspondent 

CHICAGO.— The Checker Su- 
perba, which the company considers 
compact only on the outside, made 
its Chicago debut last week at a 
reception for dealers and press rep- 
resentatives. 

Members of the press got the 
first look, following a closed con- 
ference with Morris Markin, 
president of Checker Motors 
Corp., and Richard G. Hudson, 
sales vice-president, both of 
whom outlined Checker’s reasons 
for entering the passenger-car 
field. 

Markin said the idea to enter the 
consumer market followed an ex- 
perience Checker had in July, 1957, 
when an unknown party came to 
Kalamazoo, Mich., and asked to 
buy a taxicab off the production 
line. 

“It turned out that our customer 
was from Consumer Reports mag- 
azine,” Markin explained, “and he 
followed through in a month with 
printed results of tests they’d made 
with the Checker. They were so 
favorable from a car buyer’s stand- 
point, we started to plan seriously 
to enter the consumer market.” 

Checker plans to hold dealer 
showings in every major marketing 
area before the end of this year, 
Markin said. 


He added that his firm will not 
spread itself “too thin” by having 
so large a dealer organization that 
it can’t be supplied with cars when 
dealers want them. 

“Our present capacity is 30,000 
cars a year,” he said, “but that can 
be doubled by adding an extra shift. 
We hope to reach a volume of 
about 110 cars and station wagons 
per day, but we don’t expect to 
until better supplies of steel give 
us momentum to our production 
lines.” 

In explaining the dealer system, 
Hudson said Checker is approach- 
ing retailers with established sales 
and service facilities, and with 
solid backgrounds in their commu- 
nities. 

The manufacturer has no inten- 
tion of setting up independent deal- 
erships to handle Superbas exclu- 
sively, Hudson continued, but will 
offer the line to dealers as a “worth 
while added income for you.” 

“While we have selected only 50 
thus far, we want to have a mar- 
keting network of 500 dealers 
eventually,” he added. 

Markin said that in dealer adver- 
tising, Checker will carry one-third 
of what is spent on Superba ads 
locally. 

“Any way he looks at it, the 
dealer hag an opportunity to 
make money on the Superba line, 
because we expect him to sell 
only a limited number of cars in 
comparison to what he must sell 


been reappointed to that committee.| in Pontiac, Oldsmobile, Buick, or 


whatever his main line is.” 

Markin said. : 

“Per car, he will make a far? 
greater profit on Superba than in” 
his regular line. We feel that if} 
the dealer will sell 70 Superbas, he? 
will make as much profit as he 
would in selling 250 units of his 
other make.” : 

For the most part, reporters at 
the preview were not enchanted) 
with the Superba sedan design, al 
though all admitted they were as) 
solid as a rock. 

Higher than most 1960 models, 
the sedans were extremely spacious 
inside, but to the critical observer 
vision would have to be readjusted 
to the smaller windshield and win- 
dows. However, the great majority 
of the automotive reporters wer 
taken with the station wagons. 

The wagons are extremely roomy 
and feature such things as push- 
button controls to lower and raise 
the rear seat and tailgate, both op- 
tional. 


Ford Insurance 


Names Officers 


DEARBORN. — Principal officers 
of American Road Insurance Co, 
newly formed subsidiary of Ford 
Motor Co., were announced, 

T. O. Yntema was elected board 
chairman; Robert S. Olson, presi- 
dent; J. B. Lackey, vice-president; 
R. C. White, treasurer; T. E. Brown, 
controller; F. J. Force, secretary, 
and R. A. Von Drehle, assistant sect- 
retary, G. W. Goslee was appointed 
general operations manager. 

The new company will make 
available automotive physical dam: 
age insurance to retail customer 
who finance their automotive pur 
anes through Ford Motor Credit 


2 a = 
Wilkie Views 
(Continued from Page 6) 

Motors Institute at Flint for an 

engineering course. 

Even then, he says, he hoped he 
might be assigned to the Delco 
Radio Division and pursue his in- 
terest in radio. But Cadillac took 
him out of school before gradua- 
tion to take charge of several engi- 
neering projects. 

In 1943, he was named chief de 
sign engineer responsible for army 
light tanks and combat vehicles. 
He was Cadillac’s chief engineer 
when the war in Korea gave him 


another rush job—production of § 


tanks at the Cadillac plant in 
Cleveland. 

Believing that demonstrations 
are of top importance in selling 
functional things, Cole is urging 
his sales force throughout the 
country to show what the cars and 
trucks they offer can do. 
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(Continued from Page 8) 





who will speak on “What 
es A Good Service Manager 
and How Good Is Service Sales- 
manship?” 

Arthur Upgren, director of the 
Bureau of Economic Studies, Ma- 
ealester College, St. Paul, Minn., 
will deliver the keynote address 
at the first general session the 
morning of Feb. 1, NADA Presi- 
dent H. L. Galles jr., will make a 
report to the membership at this 
time. 

A panel presentation, “Merchan- 
dising Trucks for Profit in 1960” 
will take place the afternoon of 
Feb, 1, with W. M. McCune, NADA 
director for Pennsylvania and truck 
committee chairman, presiding. 

“Pattern for Profit Day” is the 
theme for the Feb. 2 program, Par- 
ticipants will be U. S. Assistant 
Secretary of Commerce Carl F. 
Oechsle, who will speak on “Profit 
—the Engine of Enterprise;” Phil 
de Beaubien, publisher of the De- 
troit Times, whose topic will be 
“The Impact of Compact Cars on 
New and Used Car Selling,” and 
Stanley Pressler, president of the 
Indiana Automobile Dealers Assn., 
who will speak on “Planning for 
Profit.” 

“Profit Is NOT a Naughty Word,” 
a play written especially for the 
occasion, will be the highlight of 
the Tuesday afternoon session. Wil- 
liam C. Hamilton, NADA member- 
ship director wrote the play. 

Final sessions Feb. 3 will fea- 
ture talks by M. Belmont Ver 
Standig, president of a Washing- 
ton advertising agency, on “To- 
day’s Biggest Sales Killer: The 
Borax in Your Ads;” and by 
NADA Executive V ic e-President 
James C. Moore, on “Why Don’t 
We Follow Through.” Introduc- 
tion of newly elected officers of 
NADA will be made at the after- 
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Here’s Program for 43rd Convention... 


NADA Expects Record 12,000 





latest automotive equipment from 
approximately 85 manufacturers— 
will be a convention highlight. 

The annual exhibition, the only 
national trade show conducted ex- 
clusively for new-car and new- 
truck dealers, provides a chance to 
observe service developments which 
may help increase proficiency in 
their dealership operations. It also 
serves as an opportunity for manu- 
facturers to display and explain 
their products to the men in the 
dealership who use them, 

One of the most popular and 
valuable parts of the exhibition 
is the New Car Service Consulta- 





Georgians Rap 
Title Proposal 


ATLANTA. — The Georgia Auto- 
mobile Dealers Assn. has urged the 
Legislature to keep the State’s 
“simple” title registration law in- 
stead of substituting a “long, com- 
plicated law.” 

In a letter to legislators, the as- 
sociation declared: “Complicated 
title laws do not, in our opinion, 
prevent or slow the theft of auto- 
mobiles.” The dealer group cited 
car-theft figures from various cities 
in an effort to support its conten- 
tion. 

Elsewhere, the Georgia dealers 
are backing a bill to strengthen the 
State’s bad-check law. The current 
statute was adopted 36 years ago. 
The new bill reportedly would fa- 
cilitate prosecution and conviction 
of passers of fraudulent checks. 
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tion Hall, where for the fourth 
consecutive year top factory of- 
ficials will be on hand to confer 
individually with dealers and 
their service managers. There 
again will be a Used Car Consul- 
tation Hall, inaugurated at the 
1959 convention in Chicago. 


The exhibition in the Shoreham 
Hotel will be open daily from 8:30 
a.m. to 5:30 p.m., Jan. 30-Feb. 1, and 
will close at 2 p.m. on Feb. 2. 

Of added interest to convention- 
eers will be displays set up by the 
U. S. Department of Defense in co- 
operation with manufacturers of 
missiles and rockets and other 
space equipment. 

Top stars of the entertainment 
world will be presented in special 
programs during the convention. 

The annual NADA Revue, spon- 
sored this year by Ford Motor 
Co. on the evening of Feb. 3, will 
be staged in Washington’s larg- 
est theater, the Capitol, Among 
the performers will be Tennessee 
Ernie Ford, Georgia Gibbs, The 
Sportsmen, The Gophers and 
Frank Fontaine. 

The convention’s Sunday Evening 
Musicale, to be held in Constitution 
|Hall on Jan. 31, will feature na- 
| tionally-known soloists, a chorus of 
30 voices and an orchestra of 60, in 
| musical comedy favorites. The con- 
| vention’s annual dance will be held 
in the Sheraton-Park the evening 
of Feb. 2. 

Among numerous special events 
for women attending the conven- 
| tion will be a talk by Bennett Cerf, 
| noted publisher, humorist and tele- 
| vision panelist, 








Satevepost Launches Promotion . . . 





Byers Gets Dealer Citation— 


For the third consecutive year, a Quality Dealer Award has been awarded to 
George Byers Sons, Inc. (Plymouth-DeSoto-Valiant), Columbus, O. Displaying their 
award are, from left, Frank M. Byers, president; George W. Byers, board chairman, 
and George Byers jr., vice-president. Presentation was made by Larry G. Rice, P-D-V 
Cincinnati regional manager. 


Consumer Buying Plans 
Jolted by Steel Row 


ANN ARBOR, Mich.—The steel; binge. Consumers’ confidence did 
strike dimmed the average consum-|not recover as quickly after the 
er’s outlook on economic conditions | 1957-58 recession as it did after the 
and cut into his plans to make/ 1953-54 recession. 
major purchases, a survey of con- Then the steel strike set in to 
sumers by the Survey Research| reverse the upswing in confi- 
Center of the University of Michi-| gence. The center concludes that 
gan shows. there must be some further im- 


Findings of this survey, which 
was made in October and No- 
vember, may be of less-than- 
usual value in indicating future 
business conditions, The biggest 
factor affecting consumer atti- 
tudes at the time of the survey 
was the steel strike, a strike 
which is now history. 


Plans to purchase cars were 


provement in consumer sentiment 
if 1960 is to be a really good year 
for sales of consumer durables. 


While personal income was flow- 
ing at record levels in November, 
the center found consumers less 
satisfied with their personal finan- 
cial situation than they were in 
June, 1959. 


Compared with the earlier sur- 


Campaign Extols Dealers 


lower during the October-Novem- 
ber survey period than they were 
during a similar survey in June, 
1959. The steel strike and the short 


vey, fewer consumers reported an 
improvement in their financial sit- 
uation in the preceding year, fewer 
felt they would be better off a year 


noon session. 

NADA’s annual 30-Year-Club 
Breakfast this year will honor Wil- 
liam L. Mallon, NADA past Ppresi- 





PHILADELPHIA. — A nation-; Evening Post “Benjamin Franklin 
wide campaign designed to focus| Quality Automobile Dealer Award.” 





dent and current director for New 
Jersey. Dr. Kenneth McFarland, 
General Motors guest lecturer, will 
speak at this event, which will take 
place the morning of Feb. 2. 

An exhibition hall — covering 
55,000 square feet and featuring the 
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Boston’s Mayor 
To Promote City 
As Auto Center 


BOSTON.—Pledging to help the 
automotive industry and indicating 
that tax adjustments will be made 
for new automobile industries, new 
Mayor John F. Collins is embark- 
ing on a program seeking to make 
Boston the automobile distributing 
headquarters of the East Coast. 

Mayor Collins will attend the 
NADA convention in Washington. 
He leaves Boston Jan. 30, accompa- 
nied by his new secretary, Robert 
De Simone, former Needham 
(Mass.) Packard dealer and former 
general manager of other dealer- 
ships. 

“I feel that Boston has been 
overlooked as a distribution point 
for the automobile industry, and 
that is why I am making this per- 
sonal trip to Washington to meet 
with anybody who wants to talk to 
me about the possibilities of com- 
ing to Boston. I will be at the 
disposal of any group or individual 
at the Mayflower Hotel,” the mayor 
stated. 

The courageous mayor, who is a 
polio victim, has long been a friend 
of the automotive industry in Mas- 
sachusetts and in his capacity as a 
former state senator was active in 
legislation in the industry’s behalf. 
During his stay in Washington, he 
will discuss with leading automo- 
bile executives plans for any pos- 
sible location of new automotive 
installations in Boston. 

It is hoped that assembly plants, 
depots and supply centers for auto- 

) Motive equipment can be set up in 
Boston, 
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25 Cars Destroyed in Fire 


: DENTON, Tex.—Fire destroyed 
the sales and service building of 
Dickson Motor Co., with the loss = 





25 Cadillac and Oldsmobile cars. 
Damage was estimated at $225,000. 










public attention on the “franchised, 
service-minded, quality automobile 
dealers of America” is being spon- 
sored by the Saturday Evening Post 
in cooperation with NADA and the 
Automotive Trade Assn. Managers. 


Its purpose, the Post said, is to 
point up the fact that, despite the 
past malpractices of a few, the 
vast majority of new-car dealers 
are ethical and fair dealing and 
usually are outstanding civic 
leaders in their communities. 

The Post and the cooperating 
trade organizations decried the 
tendency over the last few years to 
stigmatize all dealers because a few 
have indulged in unethical prac- 
tices. 

As a key step in the campaign 
the Post is sponsoring nationwide 
competition to select one dealer 
who best typifies the business and 
civic qualities of the thousands 
from coast to coast. 

The winner, to be selected by a 
panel of educators from nomina- 
tions submitted by state and local 
dealer associations, will be honored 
at the annual NADA convention in 
Washington, Jan, 31, and will be 
presented the first annual Saturday 


Johnson Heads 
Highway Board 


WASHINGTON. — Pyke Johnson, 
consultant to the Automotive 
Safety Foundation, has been elected 
chairman of the Highway Research 
Board of the Na- 
tional Academy 
of Sciences. He 
had been first 
vice-chairman. 

Johnson, who 
formerly was 
president of the 
ASF, succeeds 
Harmer E. Davis, 
director of the 
University of Cal- 
ifornia’s institute 
of transportation 
and traffic engineering. 

W. A. Bugge, director of high- 
ways for the Washington state 
highway commission, was elected 
first vice-chairman, and R. R. 
Bartlesmeyer, Illinois highways di- 
vision’s chief highway engineer, as 
second vice-chairman. 


Pyke Johnson 


Nominees for the award are to 
be judged on the basis of citizen- 
ship, community service and con- 
tributions to the industry. 

Said James W. Gavagan, vehicle 
marketing manager of the Post: 
“It is the purpose of this campaign 
to reestablish in the public mind 
the fact that the franchised new 
automobile dealer of America is an 
ethical fair-dealing businessman 
and that he is acutely conscious of 
his responsibilities as such and as a 
reputable citizen of his community.” 

The promotion is a part of an 
overall program initiated by the 
Post more than a year ago to in- 
crease public awareness of the 
enormous contributions made by 
the automotive industry to the na- 
tion’s economy, Gavagan said. 


Chrysler Is Sued 
For $150,000 


In Car ‘Explosion’ 


CLEVELAND.—Chrysler Corp. is 
being sued for $150,000 by a Cleve- 
land couple who claim they were 
burned when their 1959 Dodge ex- 
ploded last July. 

Albert Glontz, 47, and his wife 
Ann, 37, said they suffered the 
burns in a blast that occurred while 
he was turning on the ignition. He 
said his wife was standing about 
20 feet from the car when the acci- 
dent occurred. 

Their suif charged that the ex- 
plosion was due to a defective con- 
nection of the feeder pipe to the 
gas tank, which allowed gas fumes 
to collect in the car’s trunk. 

Glontz filed suit for $100,000, say- 
|}ing he was hospitalized for three 
weeks with burns over 25 percent 
of his body. His wife is seeking 
$50,000 for burns on her face and 
left arm and “manifestations of 
shock.” 

Chrysler Corp. declined comment 
on the suit. 





S & M Lamp Moves 

LOS ANGELES.—S & M Lamp 
Co. is celebrating its 50th year in a 
new factory at 2369 E, Fifty-first 
St. The plant covers 1% acres and 
houses over $1 million worth of 
equipment and machinery, the firm 
said. 








supply of new cars got most of the 
blame. 

Some of the October-November 
interviews were conducted while 
the steel strike was actually in 
progress and some were conducted 
in the first days after the steel- 
workers returned to the mills under 
the Taft-Hartley injunction. Car- 
buying intentions “were substanti- 
ally higher” among those inter- 
viewed during the injunction pe- 
riod. 

The survey found great interest 
in buying a second car. About 17 
percent of families now own two 
or more cars and just about as 
many have thought about buying a 
second car. 

“Thus interest in a second car 
and dissatisfaction with having 
just one car are widespread,” 
the center said. 

Consumers reacted favorably to 
the new compact cars, more than 
one-half saying without qualifica- 
tion that they thought they would 
be popular. “A sizable minority” 
expressed a preference for the com- 
pacts over standard-sized cars. The 
compacts were often mentioned as 
a@ good second car. 

The center noted that the steel 
strike, like a recession, tends to 
affect the buying plans and eco- 
nomic outlook of the bystanders as 
well as those directly hit by loss of 
income. 

The survey found a number of 
other problems are worrying con- 
sumers, including: 

Tight money and rising interest 
rates are bothersome in a general 
way. This probably has more 
bearing on home-buying plans 
than on plans to make other pur- 
chases. 

A good number of consumers re- 
main worried about inflation, think 
that prices will be stepped up and 
regard this as an _ unfavorable 
development. 

There is a widespread belief 
among consumers that it is best 
for them to spend carefully in 
times of rising prices, The center 
feels that this does not imply that 
sales of autos and similar items 
will be depressed in 1960 but “it 
does argue against a real spending 
splurge.” 


The center has found other indi- | 


cations that consumers are not yet 
ready to take part in a spending 


hence, and fewer expect good times 
in the year ahead. 


The center found some encour- 
aging sentiment about install- 
ment credit, For one thing, a 
higher proportion of consumers 
now say they think it is a good 
idea to buy things on credit than 
at the time of past surveys. 


Nearly one-half of consumers 
have some installment debt but the 
proportion who use a large portion 
of income to make installment pay- 
ments remains small. About one- 
half of those who were making car 
payments at the time of the most 
recent survey said they would get 
out of debt within a year or less. 


The fact that large numbers of 
consumers are free of debt or 
nearly free and in a position to 
buy durables on credit and meet 
future payments does not neces- 
sarily mean that they will. Be- 
tween mid-1957 and mid-1958, 
many consumers who bought cars 
on credit in 1955 got out of debt 
but there was no rush of new 
sales. 


With consumers in a position to 
use their credit, the center feels 
that two additional factors must be 
present to bring a high level of 
sales. Consumers must have a de- 
sire to buy the products offered 
and feel confident and optimistic 
about the economic outlook. 


Nominate Thomas 


For C of C Award 


BIRMINGHAM, Ala.—L. E. Tom- 
my Thomas, president of Vulcan 
(Lincoln-Mercury) here, has been 
nominated as one of the “outstand- 
ing young men of 
Alabama” by the 
Alabama Junior 
Chamber of Com- 
merce. 

Thomas has 
been cited for his 
civic, religious 
and business ac- 
tivities in 1959. A 
director and past 
president of the 
Birmingham Au- 
tomobile Dealers 





Tommy Thomas 
| Assn., Thomas became a dealer in 
1956 at the age of 27. 
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How Each Canadian Maker Fared .. . 
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Pro-Dealer Bills Face Rebuff Truck Output —'59 vs. '58 
(Continued from Page 1) bonds. This would mark a return| any and all motorist —— = Outpat, “1000 , Outpat, 1958 or 
: to the recommendations of the Clay| earmarked for some spec au 1959 Output 1958 Output Loss 
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another half a cent tion prior to passage of the 1956; Democrats do not want the gaso- Gy bitlensivecevensivvenuceneiie 2,929 4.34 3,018 5.14 — 0.86 | 
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an + ne e a. a ee other hand, take thé position that | gas tax this year,” forecast Senator len OTS Sane 4 mr we tial 
there would be no noticeable tax|——S—CSCSO—COTTTT- | biberrtt. Gore, Tennessee Democrat|| Meteor Sedan Divy. ....... 222 0.33 3350.57 — 00.4] 
ere would be no noticeable and an author of the 1956 roads act. : a 
cuts of any sort in 1960, In this, he “It is already too high. More than GENERAL MOTORS ........... 29,394 43.53 27,019 46.03 —2.50 | 
backed up earlier pronouncements half the revenue from highway ND <* Guvidiestubbesdeucseodeczevaoeens 16,970 25.13 15,997 27.26 —2.13 | 
by Chairman Wilbur Mills, Arkan- lie dneee ty tein divedeed’ fiein ke RIS SR 12,424 1840 10,573 18.01 +6,39/ 
sas Democrat, of House Ways and high a is : Pontiac Sedan Divy. ............. ........ 0.00 449 0.76 —0.16 
ghway construction to other pur 

Means Committee. poses. INTERNATIONAL 

Rayburn noted that the Govern- “What we must do is to earmark International .................. 18,714 20.31 9,162 15.61 +4. 


ment is in bad shape financially| | 

{ and said he doubted if the country 
could get along if Congress lower- 
ed either corporation or income 
taxes. 

Speaker Rayburn also predicted 
that Congress would increase the 
| minimum wage to $1.10 or $1.25 
P an hour. 

The Kennedy bill would take the 
Wage up to $1.25 in two steps—to 
$1.15 this year and up another dime 
the following year. In addition, it 
would extend coverage to some 10 
million additional workers, most of 
them in retail trades. 

The Administration has not 
asked for an increase in the wage, 
but it wants the law to embrace an- 
other 2.5 million workers—two mil- 
lion of whom are in retailing. Some 
version of a bill to extend coverage, 
probably a compromise, seems sure 
to pass this year, despite opposition 
from retailing trade groups. 

* * + 
| yteien parties agree that the in- 
terstate highway program is in 
bad shape financially, but they dis- 
agree sharply over solutions. 

Republican leaders favor a pro- 

gram financed by selling Federal 


L-M Beginning 
To Sign Dealers 


Automatic Lubing— 


A new system for automatically meter- 
ing and injecting lubricants to chassis 
lubrication points was announced at the 
SAE annual meeting last week by Walker 
Mfg. Co., Racine, Wis. A reservoir feeds 
a pump which can be automatically ac- 
tivated by vacuum, air pressure or fluid 
pressure. A number of vehicle makers are 
testing the system, according to Walker. 

es 2 






New Automatic Luber . 
































GM Seeks Transaxle Fluid 


(Continued from Page 2) 


sufficient funds from highway user 
taxes to keep the program on sched- 


ule.” 
oo GORE charged that 
funds were not being dispersed 
to states in the amounts agreed 
upon, slowing down the program. 
“This is the first time in history 
that the Federal Government has 
reneged on Federal highway com- 
mitments to the states,” he said. 
Cost of the 41,000-mile interstate 
system, originally estimated at $27.5 
billion, is now figured at $40 billion. 
Serious as the slowdown is, there 
are no signs that the highway act 
will be overhauled before next year. 
NADA faces an uphill fight in 
securing passage of two measures 
it has sponsored. The dealer reserve 
bill, which passed the House last 
year, will not be steered through 
the Senate easily. 
Meanwhile, all is silent on the 
territory-security front. Enthusiasm 
may have waned. 


+ * * 
































Total Trucks, Canada ........ 67,523 100.00 58,693 





Year’s Production Tops 
300,000 Cars in Canada 
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Meteor up 25.3 percent from 26,- | and GM, up 8.8 percent from 27,019 

543 to 33,251 units; DeSoto, up | to 29,394. ac ea 

tet pageant from ad te LJ /CPHIBRE were no change int 
’ ’ » | final standi f the t i 

from 5,427 to 5,864 assemblies, ae Sa ep ae 


car producers from 1958. 
and Pontiac, up 2.4 percent from | Chevrolet, Pontiac, Ford, Me- 
55,768 to 57,129 units. 


teor, Dodge, Plymouth, Oldsmo- 

Buick, with a 35.1 percent decline| bile and Buick finished in that 
from 14,163 cars in 1958 to 9,187) order. Studebaker climbed from 
assemblies in 1959, showed the| 10th to 9th place; Mercury drop- 
greatest loss in numerical output} Ped from 9th to 10th; Monarch 
during last year. ——— — oe = 

Other makers showing output de-| CTOPPee from » an 
clines were Edsel, off 29.7 percent| DeSoto finished in 14th place in 
from 2,291 to 1,610 units; Plymouth, 


659, compared with 13th in ’58. 
Biggest change in _ standings 
off 16.7 percent from 19,134 to 16,400 
assemblies; Oldsmobile, off 7.2 per-|2™0ng the truck producers was at 
cent from 15,399 to 14,295 units; pag mages which climbed from 
Chevrolet, off 5.2 percent from 73,- rs og an ae to 2nd place in 
382 to 69,578 cars; Dodge, off 4.3| ¢ 07 ay result, Ford dropped 
percent from 20,505 to 19,617 assem- | 270" = to 3rd and GMC from 
blies, and Ford, off 0.3 percent from ” . 
54,196 to 54,018 units. ° a 
On a corporate basis, S-P upped Bill to Disclose 
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interval without depending upon| body engineering and R. H. Kush- 
control by an operator.” ler, chief engineer—styling, out- 
The pump delivers the lubricant | lined the four concepts. They were: 


For the Comet 


(Continued from Page 2) 





its output 84.3 percent from 4,514 to 
8,320 cars, and Ford Motor climbed 
11.7 percent from 89,267 to 99,722 
assemblies. Losers in numerical 


Finance Charges 
Offered in Senate 


SSS4Zasezesss 


— 


to manifolds of individual injectors 
which meter the amount of lubri- 
cant and deliver it automatically 
under constant pressure to each 
bearing. 

Outstanding feature of the new 
system, Hahn said, is an individual 
flow control which delivers the 








Mercury’s 2,650 outlets also handle 
Ford. 

The Comet will be built on a 
114-inch wheelbase, compared 
with 109.5 inches for Falcon. Like 
Falcon, it will be of unitized con- 
struction and will have a six- 


Slabbed frame or flattened con- 
struction, cruciform frame, out- 
board frame and unit construction. 


By using quarter size chassis 


al 


output were GM, off 5.4 percent 
from 158,712 to 150,189 units, and 
Chrysler, off 3.4 percent from 44,131 


(Continued from Page 1) 


cause they are stated as monthly, 
rather than annual rates .. .” 


af 





studies, it was shown that poten- 
tially more comfort gains for the 
front passenger compartment 
were available with Unibody con- 


to 42,618 car assemblies. 
+ * * 
seas chalked up the 
largest numerical gain among 


The Douglas bill would require 
that two pieces of information be 
given—in writing—to each appli- 
cant for consumer credit: First, the 


ae 


cylinder engine mounted in the 
front. It will be offered as a two- 
door sedan, a four-door sedan 
and a station wagon. 

Ford Motor will be the first of 
the Big Three to provide a compact 
car for its dealers in the medium- 
priced field. General Motors report- 
edly is working on one for Buick- 
Oldsmobile-Pontiac merchants, and 
Dodge engineers also are develop- 
ing such a car. 

GM has said nothing about its 
timetable, although the B-O-P com- 
pact reportedly will be introduced 
as a ’61 model. M. C. Patterson, 
Dodge general manager, has brand- 
ed as “untrue” rumors that Dodge 
will introduce a smaller car in the 
spring or early summer. 






















struction, as well as for the rear 
compartment. 

The SAE devoted all of Friday’s 
panels to discussions of the Big 
Three’s new compact cars. 


Dealers Elect Wilkins 


accurately metered volume of lu- 
bricant to each fitting. 

Should any fitting become 
clogged the volume of lubricant 
delivered to other fittings is not 
affected, he said. Non-reversing 
Pressure injection maintains a 
constant pressure to the bearings 
and tends to free passages that 
might otherwise remain clogged, 
Hahn added. 

“The system is completely flexible 
to meet any installation require- 
ment,” Hahn explained. “One small 
pump mounted in the engine com- 
partment can serve from one to 25 
lubrication fittings. Dual pump in- 
stallations can be used where more 
than 25 fittings must be served, 

“The pump is designed to auto- 
matically eliminate air in the sys- 
tem so that bleeding is not neces- 
sary should the reservoir become 
empty.” 

Walker and DuPont engineers 
have combined the new lubing de- 
velopment with DuPont materials. 
Zytel nylons have been selected for 
the meters and injection manifolds 
and the new DuPont Delrin for the 
pump housing and air eliminator. 

+ + * 

ETAILS of four automotive 

body concepts which led Chrys- 
ler Corp. to select unit construction 
for its 60 Valiant, Plymouth, 
Dodge, DeSoto and Chrysler cars 
were revealed at the SAE meeting. 
J. W. Shank, chief engineer— 


NORFOLK, Va.—William P. Wil- 
kins has been elected to head the 
Norfolk-Portsmouth-Virginia Beach 
Automobile Dealers Assn. Philip S. 
Farrand is vice-president, and Fritz 
H. Huttman, 
and treasurer. 


executive secretary 











Areo Auto Carriers 
Opens New Ohio Terminal | Safety Campaign— 


the commercial-car producers, 
jumping its output 49.7 percent 
from 9,162 to 13,714 units. It also 
marked the highest leve] Interna- 
tional output has reached since 
1956, when it produced an alltime 
high of 15,872 trucks. 

Second largest numerical gain 
was registered by Mercury, which 
hiked its output 41.1 percent from 
3,814 units in 1958 to 5,380 com- 


total amount of the financing 
charges he is contracting to pay, 
and second, the percentage that 
such an amount bears to the out- 
standing balance expressed in sim- 
ple annual interest. 

“It is not my purpose in this bill 
to control consumer credit,” Doug- 
las explained. “The consumer gen- 
erally is his own best credit man- 
ager, provided he has all the facts 








| si 


fee; ee 


GALION, O.—Arco Auto Carriers, 
Inc., has opened a new terminal on 
a 6%-acre site at the east end of 
the city on U. S. 30 S. The build- 
ing contains office facilities, drivers 
room, parts department and repair 
shop. 







For Winter Driving— 


Snow tires for the new compact cars, 
now marketed by Firestone, are smaller 
versions of the firm's Town & Country 
tire. Pictured above is Bill Dawson, Fire- 
stone serviceman, showing one of the new 
tires to Shirley Rose Volke. The Town &| Arthur W. Ryke, manager, said 
Country tire is now available in 6.00-13| the terminal will serve customers in 
and 6.50-13 sizes for U. S. compact cars| Ohio, Detroit and Richmond and 
and other sizes for imports. Churubusco, Ind. 





Long Beach (Calif.) Motor Car Dealers 
Assn. has joined the long Beach Safety 
Council in a movement to support the 
enforcement of traffic regulations. A sug- 
gestion by H. E. Ridings jr. (Cadillac), left, 
that all of the dealers post signs in their 
shop ordering employes to obey all traf- 
fic laws while road testing or demonstrat- 
ing cars has been adopted by the associ- 
ation. Dealers have posted uniform signs 
furnished by the association, 











mercial cars last year. about the cost of credit.” the 
Other makes that showed numeri- Cosponsoring the bill were three 
cal gains were GMC, up 17.5 per-| other Democrats—Senators A. S§ 
cent from 10,573 to 12,424 units;|Mike Monroney, Oklahoma; Wil-§ gh 
Chevrolet climbed 6.1 percent from| liam Proxmire, Wisconsin, and— w 
15,997 to 16,970 units, and Ford|Clair Engle, California. bt 
hiked its output 5.3 percent from Two other automotive bills were to 
12,083 to 12,726 truck assemblies. offered by Rep. Abraham Multer, E 
Off from 1958 were Meteor sedan| New York Democrat and active § we 
delivery, 33.7 percent from 335 to| #Uto-bill author. They would keep § Gr 
222 assemblies; Dodge, off 3.2 per-| #Uto makers out of the business § Fa 
cent from 3,262 to 3,158 trucks, and| °f financing and insuring the § (J 
Fargo, off 3,018 to 2,929 units. — av we. a 24. 
On a corporate basis, Chrysler|,_: er nas cher measures & p , 
was the only maker to show a loss yh marca ome last ae nae T 
in numerical output, declining 3.1| . . their me ae a ith safe lic 
percent from 6,280 assemblies in Sesion procucts wt ing 
1958 to 6,087 units in 1959. , offi 
Gainers were IH, up 49.7 percent 
from 9,162 to 13,714 assemblies; Labor Law Panel - 
Ford Motor up 12.9 percent from 
16,232 to 18,328 commercial cars, On Truck Agenda = 
WASHINGTON.—A panel discus-§ Ei 
sion on the subject “Will the new— Wa 
Truck Output labor law help us deliver outs — 
r 7 goods?” will be a feature of the D 
(Final Standings) | 21st annual convention of the Pri- . 
1959 i9sg | Vate Truck Council of America 
Pos. Make Pos. |which is slated for Jan. 28-29 at $7 
1—16,970 Chevrolet 15,997—1 |the Roosevelt Hotel, New York s 
2—13,714 International 9,162—4 | City. Ho! 
3—12,726 Ford 12,083—2 Guy Farmer, Washington attor- Cos 
4—12,424 GMC 10,573—3 |ney and former chairman of the mo. 
5— 5,380 Mercury 3,814—5 | National Labor Relations Board, Ao. 
6— 3,158 Dodge 3,262—6 | will be the moderator. Panelists 
j— 2,929 Fargo 3,018—7 | will be Charles A. Kothe, National stay 
8— 222 Meteor | Assn. of Manufacturers, and Ben- for 
Sedan Divy. 335—9 | jamin R. Miller, American Truck- B 
Pontiac ing Assns. tray 
Sedan Divy. 449—8 Bertram D. Tallamy, Federal} sg, 
67,523 Total 58,693 | Highway administrator, will ad- belt 


| dress a convention luncheon. 
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Car, Truck Output Estimates 
By Automotive News 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Jan. 16, Week, Jan. 9, January, Jan. 17, Jan. 16, 
1960 1959* 1960* To Date 1959* 1960 
AMERICAN MOTORS 
im Rambler ...............-.. 10,530 8,449 10,539 21,069 18,034 21,069 
ER MOTORS .. ........... ee <aieotnn — capesitincen 235 apse 
CHRYSLER CORP. .... 27,400 18,483 26,642 54,042 40,407 54,042 
Chrysler 1,627 2,486 4,986 3,741 4,986 
DeSoto ......... 1,426 1,226 2,476 2,898 2,476 
Dodge ......... 4,260 8,791 17,791 9,110 17,791 
Impe i 467 737 1,487 1,018 1,487 
Plymouth Total 10,703 13,402 27,302 23,640 27,302 
Plymouth Sonvevsescoceenses 9,500 10,703 9,525 19,025 23,640 19,025 
MPURENMED  csveverrsccccescescose GO castaritrs 3,877 ES aetensenes 8,277 
= FORD MOTOR** .......... 49,140 38,217 48,884 101,399 $1,362 101,399 
— Ford Division 42,335 31,685 42,099 87,685 67,009 87,685 
IN. dedesoveevecotsevseveess GI —waecahees’s 10,752 PRZOS —nesessesee 22,296 
Ford (Standard) .... 29,600 30,200 29,522 61,779 63,814 61,779 
Thunderbird 1,485 1,825 3,610 3,195 3,610 
BOOMER cr ccveceseccssseee 879 870 1,710 2,025 1,710 
PHOPCUTY — ........eccceeceeeserees 4,253 5,915 12,004 9,248 12,004 
GENERAL MOTORS 67,891 73,895 160,190 149,183 160,190 
IEE, -cgsciubevsssensesseseee 8,909 7,707 16,802 19,755 16,802 
Cadillac 3,807 3,988 8,238 8,811 8,238 
Chevrolet Division .... 51,300 36,189 42,849 94,149 79,569 94,149 
COB VEER  oncccsesscccccccccsees Pee Gketeoeuss 7,200 15,90 _............. 15,969 
Chevrolet (Stand.).. 42,600 36,189 35,580 78,180 79,569 78,180 
Oldsmobile .................... 10,900 9,918 9,449 20,349 21,787 20,349 
SEED scresvesereccorsssoceseses 10,750 9,068 9,902 20,652 19,261 20,652 
S-P CORP. 
Studebaker .................. 3,290 2,936 3,289 6,579 8,472 6,579 
Total Cars, U. S.** ....176,655 136,127 163,249 343,279 298,693 343,279 
*Revised. 
**Totals for 1959 include Edsel production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
Jan. 16, Week, Jan.9, January, Jan. 17, Jan. 16, 
1960 1959* 1960* To Date 1959* 1960 
8,488 9,220 19,620 18,236 19,620 
141 V7 152 256 152 
41 98 178 122 178 
1,780 1,681 3,431 3,658 3,431 
6,857 8,628 18,341 14,137 18,341 
1,804 2,144 4,244 4,219 4,244 
weapaie 2,789 5,763 joteeanine 5,763 
360 321 671 762 671 
297 155 315 544 315 
IEE Diisdign Staveveunsgeveinsseesers 405 346 398 803 816 803 
oon 2,150 2,356 2,099 4,249 4,563 4,249 
MISCELLANEOUS ...... 80 78 19 159 174 159 
Total Trucks, U. S. .... 29,799 22,548 27,689 57,926 47,487 57,926 
Total Trucks. 
U. oa cay denictians : eae 206,454 158,675 190,938 401,205 346,180 401,205 
Total Cars, Trucks, 
IEG. céoscenossicossewers 10,231 8,163 10,027 20,258 18,940 20,258 





Grand Total, 
Cars and Trucks, 


U. S. and Canada....216,685 166,838 200,965 421,463 365,120 421,463 


*Revised. 





Big Auto-Show Turnouts 
Hypo Retail Enthusiasm 


(Continued from Page 2) 


the opportunities that are offered.” 

The Buffalo and,Toledo shows 
closed yesterday (Jan, 17). Other 
shows came to an end over the 
weekend in Indianapolis, Pitts- 
burgh, Minneapolis and Washing- 
ton. 


Expositions get under way this 
week in Lincoln, Neb. (Jan. 20-24); 
Greenville, S. C. (Jan. 21-23); Great 
Falls, Mont. (Jan. 23-24); Baltimore 
(Jan. 23-30), and Miami (Jan. 
24-28). * * # 


T= 52nd annual Chicago Auto- 
mobile Show opened to the pub- 
lic last Saturday (Jan. 16) follow- 
ing a special preview for industry 
officials, press, radio and television. 
The show’s Renault display fea- 
tures “a little bit of Paris.” Water 
from the River Seine and 50 
Pounds of its famed left bank 
are used under a replica of the 
Eiffel Tower. Small vials of Seine 
Water will be given to 50,000 vis- 


DAF Cuts Prices 
$70 Per Model 


STAMFORD, Conn. — DAF of 
Holland, Inc., has reduced its East 
Coast port-of-entry prices $70 per 
Model, according to Jan Soeten, 

esident. 

The new prices are $1,499 for the 

dard two-door sedan and $1,599 
for the deluxe model. 

Both models have Variomatic 
transmission, an automatic unit 

is operated by a system of V- 
and pulleys. 


itors, according to a Renault 
spokesman. 

The DeSoto display features a 
Chicago model whose hair has been 
dyed lavender for the occasion. A 
French poodle, also dyed lavender, 
appears with the model. 

In the Valiant exhibit, a Valiant 
body appears to be floating on 
fountains of water tinted by chang- 
ing multicolored lights. The car’s 
complete line is grouped around 
this display. 

* * 

HE new Falcon station wagon is 

a highlight of the Ford divi- 
sion’s compact-car display. One of 
the cars that took part in Experi- 
ence Run U. S. A.—a Falcon test 
run—also is on exhibit. 

Willys’ 1960 Jeep line is dis- 
played in a Hawaiian setting. 
The 12 vehicles are painted tropi- 
cal rose and coral mist pink and 
are part of a beach scene. 

Two special Ferraris displayed 
previously only at Italy’s Turin ex- 
positions will be shown at the sec- 
ond annual International Foreign 
and Sports Car Show in Miami's 
Dinner Key Auditorium, 

Frankie Watts, Miami import 
dealer, said more than 50 makes 
will be on exhibit, including many 
of the foreign makers’ ’60 products. 
Films of the LeMans, Indianapolis 
and Sebring (Fla.) classic also will 
be shown. 

The second annual Autorama 
sponsored by the Great Falls Auto 
Dealers Assn. will be held at the 
Malmstrom Air Force Base. The 
cars will be exhibited in a hangar. 








176,600 Cars Built in Week... 
Car Production Races 
To Five-Year High 


(Continued from Page 1) 


year ago, when 136,127 cars were| order, but ahead of all other pro- 


built. 
* * aa 

OMMERCIAL-CAR _ assemblies 

also were on the rise last week. 
The combined car-truck total for 
the week reached its highest level 
since November, 1955. 

The truck manufacturers turn- 
ed out an estimated 29,799 units 
last week to put truck output at 
its highest level since the week 
ended May 20, 1955, when 31,578 
units were built. Last week’s out- 
put also compared with 27,689 as- 
semblies a week earlier. 


The combined output of 206,454 
cars and trucks marked the highest 
level total vehicle production has 
reached since the week ended Nov. 
18, 1955, when 207,263 units were 
assembled, 

* te * 

NDIVIDUAL records established 

last week covered both car and 
truck producers, both on a daily 
and weekly basis. They included: 

1. An alltime high of 51,300 cars 
by Chevrolet, topping the 45,866 
units built during the week ended 

Dec. 20, 1958. 

2. Combined output of 61,700 cars 
and trucks by Chevrolet, surpass- 
ing the previous high of 56,007 ve- 
hicles during the week ended Dec. 
20, 1958. 

3. An alltime high of 8,700 
Corvairs, surpassing the previous 
high of 7,990 units during the 
week ended Dec, 19, 1959. 

4. A new record of 37,870 com- 
pacts, or 21 percent of the week’s 
output, exceeding the previous high 
of 35,726 Ramblers, Larks, Falcons, 
Corvairs and Valiants built the pre- 
vious week. 

5. Alltime high of 42,335 cars 
during a six-day work week at 
Ford division, topping the previ- 
ous high of 42,099 assemblies a 
week earlier. 

6. Alltime record of 37,178 Ford 
car assemblies in five days, exceed- 
ing the previous high of 36,895 units 
built Monday through Friday of 
the previous week. 

7. Daily production record of 
7,438 Ford division cars on Jan. 
12, surpassing the previous high of 
7,417 on Jan. 7. 

8. Alltime high of 45,578 cars and 
trucks in a five-day period by Ford 
division, topping the previous high 
of 44,599 vehicles a week earlier. 

oa * a 


9 ALLTIME peak of 51,610 cars 
* and trucks built in a six-day 
period by Ford division, surpassing 
the previous high of 50,727 car and 
truck assemblies the previous week. 

10. Daily record of 1,874 Falcons 
on Jan. 12, topping the previous 
high of 1,855 on Jan, 11. 

11, Alltime weekly record of 
10,950 Falcons, eclipsing the pre- 
vious high of 10,752 assemblies 
the previous week. 

12, Alltime high of 9,275 Ford 
truck assemblies, topping the pre- 
vious mark of 9,063 assemblies dur- 
ing the week ended Apr. 27, 1957. 


13. Daily high of 9,130 cars and 
trucks built by Ford division on 
Jan, 12, surpassing the previous 
high of 8,894 assemblies on Jan, 7. 

Rambler also hovered near its 
record 10,539 assemblies established 

the previous week, with an output 
of 10,530 cars last week. The previ- 
ous week’s peak surpassed the car’s 
former high of 10,181 assemblies 
set during the week ended July 18, 
1959. 
* + ” 

ASIDE from the record-breaking 

feats by Ford and Chevrolet, 
Falcon jumped into first place 
among the compacts and third 
place in industry standings, while 
Dodge sustained a lively comeback 
into output prominence. 

Falcon’s output of a record- 
breaking 10,950 cars last week 
gave it 22,296 assemblies for the 
first two weeks of the year. 
Rambler was in second place 

with 21,069 assemblies; Corvair 
was third with 15,969; Valiant 
fourth with 8,277, and Lark fifth 
with 6,579. 

Falcon was in third place in cal- 
endar-year output, behind Chevro- 
let and Ford standard cars in that 


















ducers, 
* * * 

ot of Chrysler Corp.’s 

output operations last week 
was the assembly of an estimated 
9,000 cars by Dodge, marking the 
highest level car output at that di- 
vision has reached since the week 
ended Dec, 20, 1952, when 9,736 cars 
were built. 

The Dodge upsurge helped 
Chrysler Corp. turn out an esti- 
mated 27,400 cars last week. It 
was second consecutive week that 
corporation car assemblies have 
topped 26,000 units, The previous 
week’s 26,642 assemblies marked 
the highest car output at Chrys- 
ler since the week ended Aug. 2, 
1957, when 26,906 units were built. 
A breakdown of the other Chrys- 
ler Corp. makes showed Plymouth 
with 9,500 assemblies last week, 
compared with 9,525 units a week 


earlier; Chrysler up from 2,486 to 
2,500 cars; DeSoto up from 1,226 to 
1,250 and Imperial up from 737 to 


750, 


All Chrysler Corp, assembly oper- | 


ations were on double shifts except 


Imperial 
Angeles plant. 


in Detroit and the Los 


A combined output of 29,150 cars 
and trucks by Chrysler Corp. last 


week also marked the highest level 


total vehicle production there has 
reached since the week ended June 
29, 1957, when 30,926 units were 


built. 


* * * 


OTH Ford Motor Co, and Gen- 
eral Motors were close to all-! for a clue to what is going on. 


time highs for weekly car output 
last week. 

Ford Motor, with its Ford divi- 
sion contributing its record- 
breaking 42,335 cars, turned out 
49,140 cars during the week, com- 
pared with 48,8384 assemblies a 
week earlier, The company’s all- 
time high of 51,414 cars was set 
during the week ended June 18, 
1955. 

Ford’s output of 58,415 cars and 
trucks during the week compared 
with its 50,727 vehicles produced a 
week earlier. The alltime high for 
weekly vehicle production at Ford 
Motor is 59,905 units, reached dur- 
ing the week ended Nov. 12, 1955. 

A breakdown of Ford Motor out- 
put, excluding Ford division, show- 
ed Mercury with 5,965 assemblies 
last week, compared with 5,915 
units a week earlier, and Lincoln 
with 840 assemblies last week, com- 
pared with 870 cars the previous 
week. 

* * * 

Ge output last week stood at 

86,295 units. Only Pontiac fail- 
ed to work Saturday. Last week’s 
output compared with 73,895 assem- 
blies a week earlier and GM’s 
alltime high of 91,940 cars during 
| the week ended Apr. 30, 1955. 

A breakdown of GM operations, 
excluding Chevrolet, showed 
Buick with 9,095 assemblies last 
week, compared with 7,707 cars 
a week earlier; Cadillac up from 
3,988 to 4,250; Oldsmobile up from 
9,449 to 10,900, and Pontiac up 
from 9,902 to 10,750. 

Canadian output last week to- 
talled an estimated 10,231 units, 
compared with 10,027 units a week 
earlier and 8,163 assemblies during 
| the week ended Jan. 17 a year ago. 
A breakdown of Canadian oper- 
j}ations showed the makers turning 
out 8,526 cars and 1,705 trucks last 
week, compared with 8,380 cars and 
1,647 trucks a week earlier, 





There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 


-- Pee Want Ads : 2 


FOR RATES, ETC., 





HELP WANTED 


EXECUTIVE 
TRUCK FINANCING 


As a major auto finance company, we 
seek a top flight man to organize and 
direct operations of new truck, tractor, 
and trailer financing department. 


The man selected must have seasoned 
experience in truck financing, includ- 
ing appraisals and credits. Some travel 
necessary. 

Salary commensurate with experience. 
Excellent fringe benefits, including 
profit sharing. 

Send complete resume to: 


Personnel Director 
General Acceptance Corporation 
1105 Hamilton Street 
Allentown, Pennsylvania 


ACCOUNTANT-BUSINESS MANAGER 
(Ford)—To take complete charge of of- 
fice and assist me in overall operation. 
600 new units 1959, estimate 750 in 1960. 
50,000 population in city plus surround- 
ing area, Heavy truck and fleet. Give 
complete resume first letter. Box 1066, 
c/o Automotive News, Detroit 7, 


ACCOUNTANT-OFFICE MANAGER, As- 
sume complete responsibility, Prefer Ford 
experience, but not necessary, Salary 
open—45 employes, 600 plus new units 
per year, 28,000 population, Permanent 
position. Growing dealer with no relatives 
in this operation. Write and give com- 
plete resume first letter. Spaniol Ford 
Company, Box 2227, Hobbs, New Mexico. 


WARRANTY AND CLAIMS MANAGER 
wanted by outstanding line of imported 
cars. Man _ selected must have prior 
knowledge of automotive warranty and 
claims. Good starting salary and benefits. 
Expenses when required to travel, Ex- 
perienced men only need send resume and 
photograph to Box 1087, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER — Chevrolet dealer, 
suburb, metropolitan New York area, 
wants man with management capabili- 
ties. Must be able to handle complete 
service operation profitably, Salary and 
bonus open—-commensurate with ability. 
Resume and photo must accompany any 





reply. To arrange for interview reply 
Box 1102, c/o Automotive News, Detroit 
7 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives — $7,000, plus to 
start. Several openings, car necessary, 
exclusive territory, Excellent future. Box 
1101, c/o Automotive News, Detroit 7. 





SEE NEXT PAGE 


HELP WANTED 


USED CAR MANAGER wanted by Chev- 
rolet-Cadillac dual dealership located on 
the central east coast of Florida, na- 
tion’s most modern dealership and fa- 
cilities, New car sales average 50 units 
per month, used car potential 100 per 
month, Applicant must be fully experi- 
enced in reconditioning, merchandising, 
appraising, and supervising sales activ- 
ity, Car furnished, salary and percentage 
of department gross profit, Send complete 
Tesume and photo if available. Reply 
Box aon c/o Automotive News, De- 
troit 7. 


ACCOUNTANT-OFFICE MANAGER: For 
established Oldsmobile dealer. Must be 
experienced in volume automobile opera- 
tion. This position requires ability to 
handle credits and collections and direct 
an office force. Salary, plus bonus and 
other incentives. Send complete resume 
to: Steel City Oldsmobile Co., 2415 7th 
Avenue South, Birmingham, Alabama. 


AUTOMOTIVE TECHNICIAN wanted for 
Warranty Department/Service Depart- 
ment position. Jacksonville, Florida, zone 
office of one of largest import car man- 
ufacturers, Must be aggressive with 
proven record of experience and ability. 
Good salary, benefits. Send resume and 
photo to Box 1065, c/o Automotive News, 
Detroit 7. 


VW DEALER, six years in business with 
an excellent plant—360 new units in 
1959 with 450 or more expected in 1960, 
only 112 used units retailed. I want a top 
quality man with sales management ex- 
perience in new and used cars and 
trucks to establish an effective used car 
and truck ‘department, and truck and 
station wagon sales management, This 
is an excellent opportunity for the right 
man. Salary plus percentage of net. Con- 
tact: Gunnard Rubini, at Rubini Import- 
ed Motors, Inc., 2101 Madison Ave., To- 
ledo 2, Ohio. 


SERVICE MANAGER—This person is to 
be of high caliber, capable of managing 
modernly equipped shop, increasing vol- 
ume and controlling shop expenses in 
large Chrysler-Plymouth dealership lo- 
cated in a large metropolitan area. Sal- 
ary above average with incentive plan, 
Send complete resume to Box 1086, c/o 
Automotive News, Detroit 7. 


SALES MANAGER—Buick dealership in 
California, selling 40 units monthly. We 
have a marvelous opportunity for an 
aggressive man with sales ideas and 
leadership capability to handle 10 new 
car salesmen, Send complete resume to 
Box 1048, c/o Automotive News, Detroit 
7 





DISTRICT SERVICE MANAGER wanted 
by outstanding line imported cars. Man 
selected required to be free to travel. 
Good starting salary, expenses and bene- 
fits. Experienced men only send resume 
and photograph to Box 1088, c/o Auto- 
motive News, Detroit 7, 


WANTED: SALES MANAGER—Y ou n g, 
capable taking complete charge sales 
force. Smal! Chevrolet dealership in fast 
growing New England town, Privilege of 
buying in, Send complete resume, photo, 
recent references. Write Box 1068, ¢/d 
Automotive News, Detroit 7. 
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HELP WANTED 


PARTSMEN — General Motors’ 
necessary. Write Cashman’s in warm, 
sunny Las Vegas, Nevada, Established 
50 years—Nevada’'s oldest automobile 
ame? Buick, Cadillac, Oldsmobile, 
GMC, 


experience 


Exclusive Cadillac 


SALESMAN WANTED 


CLEARWATER, FLORIDA 


Cadillac-Chevrolet franchised agency in 
Clearwater, Florida has opening for a 
trained, experienced salesman with back- 
round of new car selling for an exclusive 

dillac dealership, Have just completed 
beautiful, air-conditioned, exclusive Cadil- 
lac showroom on JU, S. oe 19A. Ap- 
plicants must have proven background of 
successfully selling new Cadillacs in vol- 
ume. Write: George Sanders, c/o Larry 
Dimmitt, Inc., Clearwater, Florida, giving 
experience and references. 








INSTALMENT finance 


AUTOMOTIVE 
manager. Will consider investment in 
large dealership finance operation, or in- 
terested in opening at supervisory level 
with diversified or automotive sales 
finance company. College graduate, 20 
years’ finance company experience to sat- 
isfy the broadest and most exacting re- 
quirements of your sales credit operation. 
Midwest location preferred. Box 1104, 
c/o Automotive News, Detroit 7. 


GENERAL AND/OR SALES MANAGER— 
Ten years’ GM experience, college, mar- 
ried, two children, Good appearance, A-1 
references, 150 to 300 new units yearly. 
Will consider smaller, Southern or south- 
eastern states. Box 1089, c/o Automotive 
News, Detroit 7. 


YOUNG MAN looking for Chrysler line 
position as new car manager or general 
manager, Experienced as general man- 
ager, Would like deal with eventual buy, 
in. Want deal with a future! Honest and 


hard working, also experienced in im- 
ported cars. Willing to relocate and 
come in on trial basis, Salary open. 
References. All replies held in confidence. 
Box 1090, c/o Automotive News, De- 
troit 7. 


BUSINESS MANAGER-COMPTROLLER— 
Experience in all phases of sound busi- 
mess management with largest volume 
Ford and Chevrolet agencies in America. 
Presently employed in Southern Califor- 
nia, but desire change to a larger dealer- 
ship in the same area. Box 1091, c/o 
Automotive News, Detroit 7. 


SALES MANAGER—14 years’ experience 
factory and metropolitan volume opera- 
tions, personnel my specialty, Age 35, 
married, two children, college graduate. 
Completely experienced in Ford and GM 
lines. References, Family differences with 
present company necessitates change. 
Box 1094, c/o Automotive News, Detroit 
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POSITION WANTED 


STOP AND LOOK no further, General 
manager distributor, dealer or factory 
wholesale management position by col- 
lege graduate, law education, Married 
with twenty years’ business experience. 
Write Box 1093, c/o Automotive News, 
Detroit 7. 


YOUNG MAN with five years’ experience 
in largest Chevrolet dealership in north- 
ern California, four in all phases of 
service management, one in sales man- 
agement, desires sales or general man- 
agement position, Ambitious, hard work- 
er, want to learn, willing to work, Fam- 
ily man, 27, now assistant sales manager. 
Top references. Box 1092, c/o Automo- 
tive News, Detroit 7. 

Well 


SALES MANAGER—Or buy-in deal, 
qualified, best references, 18 years’ ex- 
perience as manager passenger cars and 
trucks (including Cadillac), Metropolitan 
New York area only. Box 1095, c/o Au- 
tomotive News, Detroit 7, 


GENERAL MANAGER: Presently employed 
in a highly successful position with a 
500 car Chevrolet dealership. Both GM 
and Ford management experience. Am 
experienced in relieving dealer of entire 
responsibility, heavy emphasis on close 
business management and good profits. 
Age 33, married, one child. Income for 
’59, $15,000. Would like to move up to 
a larger deal with possibility of a buy-in 
out of earnings. Top factory and dealer 


references. Located in the southeastern 
area—will relocate anywhere for the 
right deal. Complete resume on request. 


Address replies to Box 1085, c/o Auto- 


DEALERSHIPS AVAILABLE 


CITROEN 


the prestige import in 
the compact class, 
invites you to 

visit their display 


at the 
Chicago 
Auto Show 
JANUARY 15th-24th 


The ID 19, DS 19 


and the new 


Station Wagon 


| 
| 








motive News, Detroit 7. 


ACCOUNTANT-OFFICE MANAGER — Ex- 
perienced General Motors accountant de- 
sires to relocate. Female. Box 1084, c/o 
Automotive News, Detroit 7. 





SALES ENGINEER—Good background in 
fasteners, automobile body parts and 
equipment. Mature in years, also experi- 
enced in manufacturer's sales and engi- 
neering. Consider nominal salary and 


will be shown 


Some exclusive Citroen Dealerships 
are still open in Indiana, Illinois, 
Michigan, Wisconsin and lowa. 





commission. Resume and references on 
request. Box 1103, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


FLORIDA COAST—handling Plymouth 
dual and economy import. A profitable 
small deal, 70 new, 132 used vehicles 
sold January-November, 1959. Future 
potential excellent. No real estate or 
used vehicles, no obsolescence, Modern 
equipment, special tools, fast moving 
parts, signs, prepaid rent, $12,000 or 
best offer. Box 1038, c/o Automotive 
News, Detroit 7. 





HELP WANTED 


Bob Rockwell, Successful Car Dealer, Makes 
$1,100 Commission from One Week's Sales to 
Pennsylvania Dealers 


If you are a top salesman now earning $10,000 .. . or if you 
have been a successful car dealer . . . you can earn $15,000 
or more the first year as exclusive agent selling Childers Carports 
to car dealers. National advertising and direct mail support. No 
investment. 400 car dealers already using. Agents will be ap- 
pointed in these key territories immediately: 


CALIFORNIA PHILADELPHIA KENTUCKY NEW YORK 
TENNESSEE LOUISIANA OHIO 


FLORIDA GEORGIA 


INDIANA 


Airmail your business background with references. We will send 
you complete information immediately with names of recently 
appointed agents who are already proving what can be earned 
by men who can qualify. Bob Childers, Childers Mfg. Co., 
P. O. Box 7467, Houston 8, Texas. Our references: First City 
National, Houston; Dun & Bradstreet rating B + 1. 









vehicles. 

















to: 





WANTED—REGIONAL MANAGER 
Growth Opportunity 


Position of Regional Manager for South East Asia, headquarters 
Colombo or Singapore, is available with Willys Overland Export 
Corporation, the leading U. S. exporter of four-wheel-drive 


Applicant should have successful automotive marketing sales, 
service and parts experience. Salary commensurable with quali- 
fications. Substantial supplementary benefits. 


Qualified applicants are asked to submit a background outline 
Division Manager, South East Asia and Far East, Willys 
Overland Export Corporation, Toledo 1, Ohio. 
















WELL ESTABLISHED DEALERSHIP han- 


For complete information contact: 


MR. FRED WHITE 
in the Citroen Exhibit B-25 
at the Chicago Auto Show 





DEALERSHIP HANDLING CHRYSLER- 
PLYMOUTH, established 32 years, 100 
to 150 car potential. Located in thriving 
community coextensive with Eugene, Ore- 
gon, Sportsmans’ paradise, 225,000 
County population, modern, well equipped 
sales and service facilities. $10,000 will 
handle inventory and tools. Long term 
lease on building and equipment if de- 
sired. For information write: L. J. Mc- 
Coy, 610 Adams, Cottage Grove, Oregon. 


HANDLING PONTIAC, BUICK, Rambler, 
GMC. County seat in central Ohio. New 
building. Profitable, Will help finance. 
Lease property, Box 1060, c/o Automo- 
tive News, Detroit 7. 


TEXAS—HANDLING CHEVROLET — 150 
car dealership for immediate sale—Well 
located in small city in oil area—Excel- 
lent lease facilities, equipment, parts 
stock and personnel — Approximately 
$40,000—Owner will consider financing 
small portion—Please send particulars of 
yourself and your current financial stand- 
ing. P. O. Box 5074, Abilene, Texas. 


FOR SALE—Garage, modern 60’ x 70’ 
building, handling Ford franchise within 
25 miles of Fort Wayne, Indiana, Box 
1096, c/o Automotive News, Detroit 7. 


REAL OPPORTUNITY to buy agency han- 
dling Mercury and Lark. Potential 150 
new and large volume of used. In rich 
farming country and factories. Midwest 
section. Will give long lease on property 
if necessary. Reason for selling—bad 
health. Reply Box 1105, c/o Automotive 
News, Detroit 7. 





dling Pontiac and Rambler, midwest city 
10,000, Excellent farm area, Finest sales 
and service building in city, built 1947. 
Liberal terms to right party, Write 
Broker, Box 1056, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS WANTED 


WANTED: AUTOMOBILE DEALERSHIP. 
Will lease or buy facilities in southeast 
or northeast. Box 1097, c/o Automotive 
News, Detroit 7. 

CADILLAC DUAL—Prefer Chevrolet in 
southeast. Have capital, Approval as- 
sured, Box 1062, c/o Automotive News, 
Detroit 7. 


CHEVROLET DEALERSHIP 


The Metropolitan Philadelphia or 
Delaware Valley Area 






Factory approval assured. Will pay all 
cash and take over your productive 
personnel. Write us in strictest confi- 
dence. We are principals, not agents. 
We will deal only with principals. Can 
take over immediately. 


Reply to Box 1098, c/o Automotive 
News, Detroit 7. 





























DEALERSHIPS WANTED 





GM, FORD 
In Chicago Suburb or Midwest 
Pay Your Price—Cash 


Confidential 
Box 1099, c/o Automotive News, Detroit 7. 





DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. | 
10040 Freeland Ave. Detroit 27, Michigan | 
WEbster 3-6445 





SELLING OUT? Let us show you why 
auction is the best way. Von Reece As- 
sociates, Inc., Box 9121, Austin, Texas. 








DEALER SERVICES 




















SALES PROBLEMS? 


For Chicago Area Dealers 






































We feature exclusive dealer sales training 
hiring programs for automobile salesmen, 
Either on a weekly, monthly or bi-monthly 
basis. If you have sales problems, we 
help you solve them by proper Guidance, 
training and motivation of your present sale, 
man, and if necessary, the selection an 
training of new salesmen. Write immedi 
for appointment and further details, Box |\q 
c/o Automotive News, Detroit 7. 


1960 Auto Costs! 


Discover how much your competitors' 
really cost. The book, "AUTO COSTS," gj 
you the factory invoice prices of all | 
American cars, 25 foreign cars, 4 Ameri 
trucks, and all their equipment. Used 
dealers and banks nationwide, Order 
‘60 edition today for only $10—three 
subscription $18 (including all supplements) 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








Start the New Year Right 
Have Your Financial Statement Analyzed 
By Experts 
SAVE DOLLARS IN 1960 


Dealers should send copies of financial in 
formation with $35 for a complete report, 
including recommendations for 1960. Based 
on your own operating results, November o 
December figures desirable for as many 
months as possible in 1959. All informatio 
strictly confidential. Our personnel bonded. 
Fast, efficient. Attach this ad to your reply 
attention: M. King, Dealership Management 


Co., 2415 East 7 Mile Rd., Detroit 34, Mich. 














DEALERSHIPS AVAILABLE 





showroom display, service and 


For application, contact: 












CITROEN 


Dealer Franchises 


are now available in the 


SOUTH EAST 


for the full line of 
SEDANS and STATION WAGONS 


Citroen has already established a network in the North East, 
Middle West and Pacific Coast. 
by 2 fully owned Factory Branches in New York and Los 
Angeles. A Network of Dealers is now planned for 7 South 
Eastern States. These Franchise Appointments will be made 
by the New York Factory Branch to quality Dealers in carefully 
selected key areas. Applicants must have full facilities for 


Mr. Walter Vogel, c/o Citroen Cars Corporation, 

300 Park Avenue, New York, N. Y., or see him 

at the Miami Automobile Show, Dinner Key 

Auditorium, between January 22nd through January 26th. 


Dealers 
District Managers 
Distribution 


Wanted 


Territories Open 


BMW 700 


Star of the International Auto Show at 
Frankfurt, Germany — latest addition 
to a line of quality automobiles. 
Luxurious styling, advanced engineering, 
economy price range. 


SOLE U. S. IMPORTER © FADEX COMMERCIAL CORPORATION 
487 PARK AVENUE, NEW YORK 22, N. Y., PLAZA 1-7200 



























These territories are handled 













parts. 
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DEALER SERVICES CARS FOR SALE 





Military Acceptance 
You SELL 
ORE MILITARY PERSONNEL 


Acceptance Corporation will help 
make more auto sales to Military per- 
. because: 

We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3.We make auto loans finance, or re- 
finance, anywhere in the world, at low, 


“BEST BUY" 


USED CABS 


1958 FORDS 
& PLYMOUTHS 


$325 to a 


In sorstee 15 nee. 










ng 







sale, money-sé -saving rates, for officers ‘and non- 

Nand commissione officers of pay — = 
dia and above . . . on a simplified, non- 
x 10 recourse basis. 


None of our cars requires body 
work, All in A-1 mech. condition— 
clean inside & out, & Winterized. 
If you don’t agree that these are 
your TOP BUYS, your expenses are 
on us! 


UNIVERSAL AUTO 
WHOLESALERS 


885 Communipaw Ave, Jersey City 
HEnderson 5-8400 Shandel 
On U.S. Truck Rt. #1, 4 miles 
from Newark Airport, and 2 miles 
from Exit 15, Jersey Turnpike, 


MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 Broadway 

Antonio, bens Sehephoes CApitol 5-6756 

dwide Financing for Military Personnel" 
(USAA Insurance available 

to qualified officers) 















AVE CREW, WILL TRAVEL! 


dally trained ALLIED men give you... . 
Certified physical inventories of parts, 
accessories and equipment. 

Model year reports for obsolescence 
and return parts plan. 

Bin space for new model parts. 

Reports for dealer terminations, 
Certified reports for tax, insurance and 


For Sale 
1959 CHEVROLETS 


The Service That Counts Ex-Taxicabs 


ALLIED INVENTORY CO., INC. 


So. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 


ted 
fect bodies. Sale price! $850. 


1958 Plymouths, $350 


Call, write, wire 


EMKAY MOTOR SALES 


1046 Bedford Ave. 
Mel Karlin 


port, 
3ased 
or oF 
any 
ation 
ded. 
reply 
ment § 
Mich, 


CARS FOR SALE 









ULster 7-065! 


WHOLESALE 
100 1959 MODELS 
RAMBLERS-FORDS-CHEVROLETS 
)CONVERTIBLES-SEDANS-HARDTOPS 
Driven only 6,000 to 9,000 miles. 
Fully equipped. Delivery arranged. 


ORSE AUTO RENTALS, INC. 


| | 


BUY IT! 
TRADE IT! 


SELL IT! 
HIRE HELP! 


Through 


AUTOMOTIVE NEWS 


Plaza 7-2425 Classified Want Ads 


CARS FOR SALE 


VOLKSWAGENS 


1960 
IMMEDIATE DELIVERY 
NEW YORK AND NEW ORLEANS 


FOR BEST PRICES 
Wire, write, phone 


U. N. COMMERCIAL CORP. 
277 Clinton Ave. ESsex 1-2880 Newark, New Jersey 


In North Carolina call: E. M. Stafford Auto Auction, 2615 Wilkinson Ave., 
Charlotte, N. C., EX 9-0921 — Ask for Jimmy Allison 





Got the customer? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped with 
power steering, R & H, automatic transmission, 
many with power brakes — the works! 

Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 
— real bell ringers! 


1958 and ’59 models are now available at Hertz offices 
across the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: 


Mr. I. E. Spatig, Hertz Car Leasing Division, 
125 N. Wabash, Chicago 4, Ill., Tel. DE 2-0420 









All new 2-tone paint and chrome, per- 


Brooklyn 5, N. Y. 


















CARS FOR SALE 
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1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


TOD-0-CAR, INC. 


ALL AMERICANIZED 


* 
On Hand at Two Locations: 

1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WaAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 





CARS CARS WANTED ~~ 


CADILLAC LIMOUSINES—NEED CLEAN j 
’56, '57 and ’58s. Franz Ridgway, BEI- 
mont 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon, 





1960 ORDERS 
BEING PLACED 


All Makes - All Models - All States 


New-car Dealers Interested in Volume 
Fleet Sales and Service, Contact: 
National Purchasing Department 
Rollins Leasing Corp. 

14th and Union Sts. Wilmington 99, Del. 


Chevrolet-Ford-Plymouth-Dart 
Especially Invited 





FOR EXPORT—Ford, Chevrolet 1957 sta- 
tion wagons, 8 passenger, 6 cylinder, with 
standard shift. Write Michael Alexander, 
132 West 73rd, New York City, 


PARTS FOR SALE 


AUTOMOTIVE BULB #1034. Price $14. 00 
per hundred, packed 10 to a box. Post- 
age prepaid. Acme Sales Co., Box 949, 
Camden 5, New Jersey. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smi 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


TRUCKS FOR SALE 





Holmes Wreckers 


1957 Ford F600 Tiltcab, all new 
tires, 525 crane & body, 2-speed.. 
1957" Ford oo mew 525 crane & 





new crane 
war At B CA170, new 525 on 
8 
pe 


Ray lights, electric brake locks, turn signal 
jay S, ic $, ignals, 
back-up lights, etc. 
Power Wagon with 
body—looks like new 
Werd La France Ml, er tires, an 
wheel drive, 30,000 Ib. rear winch, Gar So 


Wood swing crane 
1958 tatqruntionsd 170 with Austin Western 
Hydraul 


ic crane telescopic boom, 
rotation, crane unused 


SHELLY MOTOR SALES 


350 Ashland Rd. Mansfield, Ohio 
Phone: LA 4-1941 





HAVE TRUCKS—WANT CARS, will sell 

*‘out-right’’ or trade for used cars, any 
or all listed used truck-type tractors. '54 
Ford F800: °53 Ford F900; °53 Ford 
F750; °50 Ford F700; '55 White Diesel. 
Every truck reconditioned and ready for 
sale, Complete description and pictures 
on request. Write or phone: C, Bush or 
E, Sigler, Meyers Ford, Inc., Scottsbluff, 
Nebraska. 


BUSES FOR SALE 





SCHOOL BUSES 


We still have 7 International, 60-passenger 
= Can be altered to any State specifica- 
ions. 
Frank T. Mee, Jr. 
SAFETY PRODUCTS, INC., 
655 Bridgeport Ave. Milford, Conn. 
TRinity 4-6755 





SHOP EQUIPMENT WANTED 


MINUTE CA R-WASHING EQUIPMENT. 
Eric Swanson, 1712 Central, Fort Dodge, 
Towa. 





SHOP EQUIPMENT FOR SALE 


CASH REGISTER: National — excellent 
condition, Electrically operated, stamps 
repair orders if desired, breaks down 
sales by departments: Labor, parts, oil 
& grease, outside labor, accounts re- 
ceivable, notes receivable, miscellaneous, 
paid outs. Will send picture on request. 
Price $300 F. O. B. Grand Rapids, Michi- 
gan, Gezon Motor Sales, 716-34 Monroe, 
Grand Rapids, Michigan. 


BINKS PAINT BOOTH—complete—nearly 
new. Can be knocked down and moved. 
Close Chevrolet, Linden Michigan, Phone: 
PR, 4-2125. 


| 
th. 
Eastern: 
i Main St. 
ee wok 
lug 
$6,200 ® ® 
$5,400 
$6,5 
i F 
7 a 3 i 
= 
$2,200 
with 
$2,000 Pickup and Delivery a 
$3 
360° 
25 
ing Bags 
2.95 
' 
Exclusive . Distributors 
. sgo 6, Ill. 
r 
; 2 io 
| 


SHOP EQUIPMENT FOR SALE 


MAGNETIC 
TIRE SHIELD® 


Pat. Pending 
To keep paint off tires 
while painting wheels. 


SAVE TIME—MATERIALS—MONEY 


No more masking. Fits any size wheel. 
Ten seconds to attach. 


Unconditionally Guaranteed 


$14.95, Set of 4 


Write for Brochure 


See Your Jobber or Write: 


TEMPLE TOOL CO. 


Dept. AN, 3520 Imperial Hwy., 
LYNWOOD, CALIF. 
Jobber Inquiries Invited 


IDEAS 


THIS MUST BE SOME 
SORT OF A RECORD 


among automobile dealers who usuall 
fuse to renew even on good ideas ugh 
because they feel anything they om “a 
for a year should be changed. Of all the 
dealers now using the columnist = adi 
write, whose annual renewal date has come 
a % have renewed for another year! 
Most them will keep lt for the reet of 
their ‘Bees, for never before have they 
found —— so productive, so inexpen- 


sive, so st ating. It depends high 
a b ~ a interest 7 s to|— Dealers’ Net with 4 Standard 

= ing does a se l 2! Len Adapter Clamps. $44.85 
wi to . have © ‘sales dn TT] oS Guciee ton included 
it fulfills maxims of good advertising, cre ee Eres 
it builds an image of your firm that makes|] | jheral Quantity Discounts 


tone establishes an impelling force that can- 
not be accomplished with any other form 
of advertising. It gets readershi 
feature columnists, which is so 


equal to 
iar greater 
than ordinary advertising there is no com- 
parison. If your town is still available, ask 
for details before it is too late. 
Edward Fiske Co., 2 Depot Plaza, White 
Plains, N. Y. 


MISCELLANEOUS 





NEW, REVOLUTIONARY 
Method of Auto Body Repair Using 
Plastic Repair Panels Over Steel 


‘57 Ford front fender panels, $11.60 kit. Job- 
ber inquiries invited. 

Simplex Plastic Products. 
Dearborn, Mich. LO 5-1105, 


25126 Ford Rd. 


The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ 4 45 
“WRIST ACTION" ] 
Incldg. BRAKE HOOK-UP 


TowKinG 4.c0's% 45° 
TRAIL-KING $37.50 


Fast 
— ieee 6s 2” Gall 


American Cars 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Sete Covers (Tailor —_ 
Ss. 


Tow Bar Sales 


DE 2-0700 AN So0ee” Nites: BA 1-8717 
40 So. Clinton St., Chicago 


























MISCELLANEOUS 


the NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price........++.. $6 
Dealers’ Special Discount 25%. 





Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


e 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 

Four Clamp Hook-Up 

a 8 ae 


Dealers’ Special Discount 25%. 14. 95 


















To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 


“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
Five Wheels Ltd. 


599 Y St. 
tevantny Geen 





MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 


by bringing your wants to the 
attention of manufacturers. 

An advertisement in this sec- 
tion will do the trick at a nom 
inal cost 


AUTOMOTIVE NEWS 


Classified Want Ad Department 


SEE PAGE 34 
for the nation's 
TOP AUTO AUCTIONS 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH 
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TRADE CONNECTION: 
Truck Dealer [] 
Financial [] 


Manufacturer [1] 
Supplier 0 


Car Dealer [) 


Jobber [] Insurance [] 
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DOWGARD 


Sales limited to service dealers. Sales 
1 backed by multi-million dollar adver- 2 
tising and promotion campaign! 





DOWGARD cooling system fluid is a premium 

product of The Dow Chemical Company. It does more 

for the cooling system than any other product available. 

Here’s why powearp can be a top seller for you: 

1. It provides year ’round cooling system protection 
from 40°F. below to 240°F. above zero. 

2. It provides top protection against rust and corrosion. 

3. It eliminates seasonal need to add antifreeze, rust 
inhibitor and water. 

4. Research has pin-pointed an immediate market. 

5. Dow has lined up a marketing campaign, one of the 
largest for an automotive aftermarket product in years. 


Product of long-range research. vowcarv 
cooling system fluid is a blend of quality chemicals, 





balanced inhibitor systems and specially-treated water, 
purer than distilled water. It gives top protection to all 
cooling system metals, including aluminum. It is an 
effective heat-transfer agent which maintains cooling 


Dow offers automotive dealers 


THE WORLD'S FIRST 
YEAR ‘ROUND 
COOLING SYSTEM | 








KILU IUD 


system efficiency at all driving loads and speeds. 


One of Dow’s automotive chemical laboratories is near 
Detroit, the world’s car capital. Dow specialists have 
been in constant touch with automotive development 
over the years, while supplying materials to major oil 
and automotive companies. 


B uyers r ead y. Market analysts, employed by Dow, 
noted a type of car owner, called the “Caretaker,” who 
is especially interested in the best protection for his car. 
The researchers reported that ‘‘Caretakers” as a group 
rely on servicemen of their choice for advice on proper 
car care and have respect for their recommendations. 
This market occurs in all parts of the country. 


Customers will ask for it. Dow advertising and 
publicity will tell millions of people about DOWGARD. 
The highlights of this all-out marketing drive include: 

1. A new network television program. 

2. Colorful ads in Life, Look, The Saturday Evening 
Post and Reader's Digest to introduce DOWGARD 
and reinforce customer interest. 

3. Exciting ads in newspapers throughout the country. 

4. Hard-hitting sales aids for dealers. 

5. A public relations campaign which will result in news 
stories all over the country. 

6. A special sales force, assigned nation-wide to give 
maximum punch to sales efforts. i 


Here’s a once-in-a-lifetime opportunity! DOWGARD cool- 
ing system fluid can NOT be sold in cash-and-carry 
outlets. 


This attractive blue-and-white radiator cap is provided to dealers to place on cars after DOWGARD has been installed. 


It is a badge of prestige for the motorist and a reminder of the date for reservicing——> 


<> THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN 


—* e 


ng 


a major, new source of profits 4 


A new, scientific formulation which gives 
year “round protection against rust, cor- 
rosion, freezing and overheating! 




























* TRADEMARK 


You are the man. You can sell powGarD as patt 
of a brand new service. Your serviceman will drain an 

service the cooling system and FILL IT COM 
PLETELY with this new fluid. Then he will snap 
blue-and-white cap on the radiator cap with speck 
instructions and the date when re-servicing is due . «| 
one year from the date of installation. 


A package price. Dow will suggest a resale pria 
for DOWGARD. For instance, the suggested price for @ 
car with a radiator capacity of 17 quarts would & 
$9.60. You will get price and capacity charts, contaift 
ing suggested resale prices. 


Ground floor. The time is now. Don’t miss th 
chance to be among the first dealers in your area selling 
this product! q 
For information as to how you can be a charter dealer 
for DOWGARD, contact your jobber or write: National 
Brand Sales, Automotive Chemicals, THE DOW CHEMI 
COMPANY, Midland, Michigan. 





YEAR "ROUND 
COOLING SYSTEM 
FLUID 









DOWGARD 









